


y,@ | 
5 
“ie 









VOI. 84. No.27. 620 SOUTH MICHIGAN AVENUE, CHICAGO, DECEMBER 30, 1922. $2.00 Per Year 


— — — = —<—<—<—<————_ 


























Ba\'I// 


3 + 

















8 


Flaws in the Diamond 


OU know how flaws affect the value commercially pure iron. The “texture” is 

of a diamond. But do you know smooth and even. When galvanized, the zinc 
how flaws affect the value of iron and 0ating and the base metal are properly 
2 Littl f i - k alloyed, with no tendency of the coating to 
steel ? itt - spots of impurities make crack, split, and peel where the stresses come. 
up the flaws in iron and steel. There is no guesswork about “Armco” 
You can’t see these little spots, even Ingot Iron. Every sheet is made to the same 


with the glass that detects the flaws in standard, and all sheets are uniform. You 
a diamond. know that whatever you can do with one 


Nevertheless, these same spots lead to the sheet you can do with another. 


complete decay of the metal. When it is ex- You cannot afford to use inferior metals in 
posed to the weather, rust eats its way into your business. Your reputation depends on 
the sheet. satisfied customers, and you can give satis- 
That’s why it is important for you to use a faction only when you use sheet iron that 
rust-resisting iron. will stand up under hard service. 
“Armco” Ingot Iron is rust-resisting. It is Use rust-resisting ““Armco” Ingot Iron. 


THE AMERICAN ROLLING MILL COMPANY, Middletown, Ohio 


wARMCO 


S TRADE MARK 


INGOT IRON 


Resists Rust 
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“THE WELDED STEEL 
FURNACE” 


MANUFACTURED BY 


KRUSE CO. inoiana 
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Gee, There’s a Lot of Heaters Made! 
How’s a Fellow to Know Which Line Is the Most Profitable? 


H! here is some good ad- 
vice in this Chapter on— 
“What Experience Has 

Taught Father Time.” 


In my time there have been many 
heaters manufactured. Some proved 
to be good heaters, others were un- 
profitable for the dealer, unsatisfac- 
tory to the owner, and furnished 
the manufacturer and dealer a poor 
foundation for future business. 


Poor Richard says—‘‘Many have 
been ruined by buying great penny- 
worths.”’ Thatis a quaint but very 
illustrative way of expressing the 
folly of attempting to build a per- 
manent business on price appeal 
only. 


Manufacturers of good heaters 
whose prestige dates back to the 
pioneer days of heating stoves, 
recognize the value of quality. 


Among the most prominent of these, 
and Nationally known, is the 
InTERNATIONAL HEATER Company; 
makers of all standard types of 
heaters. 


They are the oldest, largest exclu- 
sive manufacturers of heaters in this 
country and are known all over the 
U. S. A. as makers of quality prod- 
ucts. Their name on a heater is 
your customer’s assurance of qual- 
ity and satisfaction, and satisfied 
customers are your best asset. 


Therefore, I recommend that you 
start the New Year by placing the 
“‘sign of good heating’ on the 
front of your store. Talk, sell and 
install InTERNATIONAL HEATERS. By 
so doing your business will be im- 
proved, your cash registers will be 
busy and you will make for yourself 
and your customers a Happy and 
Prosperous New Year. 








ALPHABETICAL INDEX AND CLASSIFIED LIST OF ADVERTISERS, Pages 136-138-140. 


Published Weekly, Entered as Second-Class Matter June 25, 1885, at the Post Office at Chicago, Illinois, under Act of March 9, 1879, 
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THE UTICA HEATER COMPANY LINE} 
aN 


SUPERIOR 
Pipe Furnaces 


The new Type “A” SUPERIOR Furnaces 
can be erected in a remarkably short time. 
They have important exclusive mechanical 
features and are built in accordance with 
scientific research, conducted by the Utica 
Heater Company and the leading warm air 
experts of the United States. 








* * + 


Dealers selling SUPERIOR Furnaces handle 
a big volume of business as these improved 
furnaces take such little time to install. 
Their customers also are pleased with the 
clean, smokeless operation; which is assured 
by the frameless feed and ashpit doors, the 
direct-connected cleanout, seamless cast iron 
radiator and other mechanical improvements. 


* * * 


SUPERIOR Furnaces make good on every 
job, because they are properly designed. 
Criticism of warm air heating has resulted 
from poorly proportioned furnaces and incor- 
rect installations. SUPERIOR Furnaces 
are technically right in every respect, guar- 
anteed as to capacity and meet every require- 
ment of practical, first-class heating men. 


+ * * 





Write for. complete information about the 


SUPERIOR PIPE FURNACE new Type “A” SUPERIOR Furnace and in- 


With Patented Casing Connection, Direct Connected pe ——— je aroma A 


Cleanout, One-piece Cast Radiator, Frameless Feed SMOKELESS Furnace for burning soft coal 
Door, Large Air Moistener, Anti-Clinker Grates, smokelessly—now in successful use in practi- 
Roomy Ashpit and Frameless Ashpit Door. cally every soft coal section. 
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OF PIPE AND PIPELESS FURNACES 





NEW IDEA 
Pipeless Furnace 


Type “A” NEW IDEAS have become tremen- 
dously popular with furnace men all over the 
country. A few hours for complete erection, 
and a man is all set for another job. Dealers 





any * ote » 7 he 


not already familiar with it should hook up ee 


with the fastest selling, easiest erected and 
most satisfactory pipeless heater made—the 


NEW IDEA Type “A” Pipeless Furnace. ¥: NEW IDE 


* * * ELESS FURNA 
Type “A” NEW IDEAS have pressed steel 
floor plates; triple galvanized casings; patented 
casing connections; seamless cast radiator; 
direct-connected cleanout; frameless feed door; 
large air moistener; heavy cupjointed firepots; 
large ashpit with anti-clinker grates and frame- 
less ashpit door. 


* * . 


NEW IDEA Pipeless Furnaces are in use in 
thousands of homes and other buildings. Both 
users and dealers recommend them enthusiasti- 
cally as thoroughly efficient in heating and 
economical on fuel. The success of this furnace 
is undoubtedly due to the mechanical perfection 
and scientific proportions of the castings and air 
passages embodied in all Type ‘‘A’’ heaters. 


7 - * 
Progressive furnace dealers will consider the NEW IDEA PIPELESS FURNACE 
sales possibilities of the NEW IDEA Pipe- 


less Furnace. Its popularity is based on a 





Triple Galvanized Casings, with patented “‘slip-on”’ 
combination of dealer and home-owner appre- connections, scientifically correct Type “A” inner 


ciation of its splendid qualities—it is also made castings with valuable and exclusive improve- 
as a SUPER-SMOKELESS Pipeless Furnace. ments to assure gastight, dustproof operation. 














NWSW, Ls 


The Wise Pipeless is, in its quality of 
materials, and also its workmanship, 
identical to the Wise Pipe furnace. Its 
pipeless construction is well designed 
and unusually efficient. For all pur- 
poses where a pipeless style of furnace 
is practical a Wise will more that satisfy. 
Ask for our special circulars on the 
Wise Pipeless. 
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Ww is a big name in the warm air 
heating field. 


It is not strange to us why Wise dealers re- 
new their agencies year after year. 


The fact that many of our original dealers, 
who started in the Wise business with us 
nearly twenty years ago, are still with us is not 
strange to us either, although we are natur- 
ally highly pleased with records of this kind. 


The reasons why Wise Furnaces have sold 
themselves so thoroughly to our dealers and 
why today the name Wise has a bigger 
meaning to our thousands of warm air heat- 
ing contractors than ever before are simple. 


THE WISE 


“4 





AKRON, 

















OHIO 
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We Furnaces are of that sound, honest, 
dollar for dollar value that any man 
can recognize. 


Wise Furnaces are more than just heaters, they 
are the result of both practical experience and 
study of the correct principles of warm air heating 
and ventilating. 


They are good warm air heaters and their practical 
features actually accomplish the desired results in 
saving fuel, labor and operating expense. 


The ‘“‘wise” dealer will look over the Wise Furnace 
proposition before signing up for 1923—just tell us 
you re interest 


Your name brings full detailed agency information 
together with catalogs, circulars and our price list. 


FURNACE CO. 


> iD ViZ 
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The Wise Furnace possesses one easily 
seen distinction in warm air heating 
construction. 

This distinction is not a “feature” —it 
is the quality and workmanship of the 
heater as a whole. 


You will see this distinction in not only 
the first, but in every Wise Furnace 
that is shipped to you. 

You ought to study the construction of 
the Wise Furnace in detail—see why 
its quality is such a big profit maker. 
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Red Front Furnaces 


E furnace that is going to give you the best profit next season—that’s your question right now. 
That furnace will be the one that will give you the highest quality at a price that is consistent 
with quality yet right. 
Production lowers cost and increases quality—the Red Front Furnace is a quality product at a quantity price. 
A short examination will show you why this furnace is in demand. You don’t sell a skimped product 
when you sell your customer a Red Front Furnace. 
The illustrations give you an idea of their massiveness. The best grey iron obtainable is used, all the 
castings are extra heavy and the furnace as a whole is properly proportioned both for correct heating 
and long life. 


Give your customers this better quality—with better profits 


In the Red Front Furnace you'll find that ideal heater you want to sell and your customers want to buy. 
The many quality features are best explained in our catalog—write today and let us explain in detail this superior construction. 
The Red Front agency for your territory should go to you—you'll want it when you compare Red Front quality and Red 
Front prices with your present line. 
CHICAGO DISTRIBUTOR 
Red Front Furnace & Supply Co., 149 W. Austin Ave., Chicago, Illinois 


St. Clair Foundry Corporation 


Belleville, Illinois 









Pipe 
and 
Pipeless 






















Every 


Furnace 
fitted, 
mounted 
and 
examined 
before 
leaving 
foundry 
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PREMIER 


of DOWAGIAC 

























"HE Premier of 


Dowagiac with its 
many high quality and 
exclusive features truly 
represents the class of the 
warm air heating industry. 


Let us tell you all about 
it—and its attractive 
price. 


Make 1923 your Premier 
year—write today for in- 
teresting details and set 
of largeYphotographs. 


PREMIER WARM AIR HEATER COMPANY 


Manufacturers of 


PIPE AND PIPELESS WARM AIR HEATERS 
Dowagiac, Michigan 








AMERICAN ARTISAN AND HARDWARE RECORD December 30, 1922. 





MERICA 


BOILER PLATE 
WARM AIR HEATER 

















—profit on this heater’s advantages 


ND it has many, and these features are so distinctive, sound and convincing that sales come even easier than when you sell 
a lower grade, lower priced furnace. 


For over twenty-five years the American Boiler Plate warm air heater has been making good profits and building good furnace 
businesses for our dealers. 


Notice how this heater is made of heavy steel, riveted and calked like a power boiler. This construction makes it absolutely gas 
- os proof and the steel guarantees your customers many years of clean and efficient heating service, without any danger 
of cracking. 


And we do more than just take your orders— 


Every dealer holding our agency gets real selling cooperation from us. Our method of helping is unusually successtul in aiding 
our dealers to secure the bulk of the business in their territories. 


Write today and let us tell you about our agency plan for 1923. 
Have us send you our latest catalogs which illustrate and describe our complete line 


AMERICAN FURNACE COMPANY 


2719 to 2731 Morgan Street ST. LOUIS, MISSOURI 















We also make 


THERMO CAST IRON FURNACES AFCO ROOM HEATERS 
THERMO PIPELESS#FURNACES 
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GILT EDGE 


FURNACES 


A NEW and Even Better Gilt Edge Furnace 


A furnace that was built to meet the requirements of the 
furnace user and the heating contractor. It embodies 
those features of design and construction which recent scien- 
tific tests and research work, have proven best in furnace 
construction and most efficient in operation. 


Unusually large amount of prime heating surface, Generous 
free air spaces, Large and properly proportioned casings, Smoke 
and gas proof joints, A large double door, Easily removable 
grates, Extra size water pan, Accurately fitting parts making 
the furnace easy to set up. A furnace that squarely meets 
every demand. It’s going tolead the furnace field in 1923. 


A BROAD and AGGRESSIVE SALES PLAN 


Coupled with this new and even better Gilt Edge Furnace, is a big broad 
and aggressive plan of selling assistance to the dealer. An Advertising Cam- 
paign that thoroughly covers the territory served by Gilt Edge dealers. A sales 
service that will actually make it easier for you to sell Gilt Edge Furnaces. 
An Engineering Service that is yours to use without cost to solve any heating 
problem that you may be up against. A selling campaign that provides for 
the highest type constructive service to you and your customers. 


e are going to show you a furnace so good, and a service so far reaching, 
that you cannot afford to let any other dealer have the Gilt Edge Agency 
in your territory. 


Write us now for further particulars. 


R. J. SCHWAB & SONS Co. 


SCHWAB & SONs 
BOILERS 


279 Clinton St. ( Qin eDGh Milwaukee, Wis. 


enaunce wis 
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Get the business— 


‘Tar S what one hears from all sides these days. And the dealer who has been saying these 
three words to himself and figuring on how to get the furnace business now has been giving the 
subject of what furnace a great deal of attention. He has found out that the furnace he sells has 
to measure up and be priced right. 

We hope you are in this critical frame of mind because we know the Titan Superheater will impress you even 
though our description is necessarily brief. 


Examine the illustration and then— 


Notice the massive construction (made from the purest grade of pig iron obtainable) the castings are extra heavy 
throughout. You have examined castings and said “‘like an egg shell.”” When you examine Superheater castings 
you'll say “like a cannon.” 

Every part is made to fit with all deep cup joints and notice—fully capped. The design is the most practical and 
up-to-date—every part from top to bottom a feature. 

If you want a furnace, pipe or pipeless, that will ‘‘get the business”’ it’s the Titan Superheater. 

It more than satisfies our hundreds of live established dealers—it will pay you to have us give you the agency 
details right now. We are making prompt deliveries to all Middle West points. 













TITAN 


SUPERHEATER 
FURNACE 


Pipe and Pipeless 





Write for our catalogs 
TODAY! 


STANDARD FOUNDRY & MFG. CO. 


DEKALB, ILLINOIS 
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The 


Warm Home 
Cast F urnace 
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RUE to its name the Warm Home is a heater which 
really keeps the home warm. 


Warm Home 


(Sectional Casing) The name ‘‘Meyer’’ on this cast furnace is assurance that 


it is high quality in all respects. 

A powerful heater, absolutely fool proof, it is extremely 
heavy and massive in construction and it generates a 
maximum of heat from a minimum of fuel. 


Clean, bright and live radiating surfaces, correctly placed 
water pan, large double feed door and extra heavy slotted 
fire pot. The slots and the fire pot are slightly larger at 
the bottom than at the top—this means self-cleaning and 
greater heating power. 

Let us tell you all about these features and others—the ball 


bearing grate, the enormous heating surface dome, the diving 
flue, and our air-tight, extra ring casing joints. 


Catalog A-21 tells you about the Warm Home in detail—write for it. 


Secure the Warm Home Agency NOW! 


The Sectional Pipeless Casing shown at the left 
with the Warm Home furnace is the biggest improve- 
ment in pipeless heating ever made for the user and 
you the installer. Only two casing rings and four 
bolts are used in erecting this perfect fitting equip- 
ment—no cutting is required and —— 


Pipeless 
Furnace 
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€ You erect it in 20 minutes 


Each section is a part of the cold air chamber, with a 
single outer and a double inner wall. They make the 
tightest fitting, most perfectly constructed pipeless casing 
on the market, and besides save you much time and labor. 


You'll want to install this better heater 
this better way with better profit 


Write now for the agnay. 
PATENT APPLIED FOR RIGHT NOW!! 


Ghe MEYER F URNACE COMPANY 


PEORIA, ILLINOIS 


Paeen 
pee 
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Lennox 
Torrid Zone Furnace 








These Jobbers can 
supply you and give 
you full details: 


J. D. Johnson Co. 
Philadelphia, Pa., Camden, N. J., 
Other Branches. 


J. E. Wampler 
Irwin, Po. 


The Elliott Heating Supply Co. 
Denver, Colo. 

Holly-Mason Hdwe. Co. 
Spokane, Wash. 

Washington Sheet Metal Works 
Seattle, Wash. 

Holbrook, Merril and Stetson 
San Francisco, Calif. 

Marshall-Wells}Co. 
Winnipeg, Caneda 

Blockie Heating Supply Co. 
Oklahoma City,’ Okla. 

Texas Heating and Ventilating Co. 
Fort Worth, Texas | 


Bywater and Groo 
Salt Lake City, Utah 








Pipe or Pipeless 


(* right down to all the facts in choosing your 
line for next year—don’t be satisfied with 
knowing just a little about the furnace—find out 
all about it. 


The Lennox Torrid Zone Steel Furnace is nation- 
ally known and advertised—its sales are large and 
our many dealers are making good profits. 


And the reason for this is that it is a good furnace. 


We'll be more than glad to go into every detail of 
its manufacture, construction, long life and sales 
possibilities with you. 


We want to show you what it will mean to you to 
sell the Lennox Steel Furnace—a steel heater with 
gas and air tight boiler riveted seams. A furnace 
that permanently seals gas and smoke within the 
furnace—that has the highest grade and type of 
grates, fire brick lining, direct and indirect drafts 
and numerous other features. 


We have a booklet that tells the story 
of the Lennox Torrid Zone Steel 


Furnace—let us send it to you now 


The Lennox Furnace Company 


200 Lincoln Highway 
Marshalltown, Iowa 








WRITE TODAY AND HAVE US TELL YOU ABOUT THE LENNOX AGENCY 
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1923 


What wonderful opportunities lie ahead: 


To give Service 
To suggest Quality 
To promote Efficiency 


[And it can all be done by 


Being Industrious 
Having Initiative 
Developing Integrity 
Working p renee 0 





We : UR INSPIRATION is always to strive for the best 
<3 and earn the good will of men. Our reward is in 
the confidence given us and the exchange of the land. 





The “FRONT RANK” has served faithfully for thirty-four 
years. Its merit stands unchallenged. Its efficiency is 
unimpaired. Combined with a live dealer, it is a producer 
of friends and an increase in business. 


y . . 
You are interested so drop us a line 


for the details of our 1923 campaign. 


HAYNES-LANGENBERG MFG. CO. 


4058 Forest Park Boulevard 
ST. LOUIS, U. S. A. 
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Ohe NEW FLORAL CITY FURNACE 


Direct Draft Damper Rod One Piece Cast Dom 


Notice these SPECIAL FEATURES ! 


One hundred to three Tripleflued downdraft 

hundred per cent more 6 radiator. 

direct heating surface. Decco aut off. 
2 More rapid circulation cient air moistener. 

of air. Smoke pipe can be 

Better combustion of taken off at any angle. 

smoke and gases. 9 Flat or triangular 

t > i t h and 

4 Large double feed door. —— 


Greatly increased dura- 1 Perfectly suited for 
bility. burning any fuel. 








The immense direct heating surface 
and correctly designed radiator 


enable the New Floral City to give much more heat for the fuel con- 
sumed than any other types of furnaces. 


The radiator is a single piece casting and provides both a direct and 
indirect draft controlled by a damper. 


Notice from the illustration the fire travel—all surfaces are heated equally. 





A heater of real merit with a growing demand 


The trade and the public have steadily increased their demand for this exceptionally efficient, economical and 
quality constructed heater. 


Live dealers who want to sell a furnace that will give real service and more value will start selling the New Floral 


City Furnace NOW. 


It will pay you to read over our interesting illustrated catalogs and circulars which describe the entire Floral City 
line in detail. 


Write today for the most interesting agency proposition ever offered you 








The Monroe Foundry & Furnace Company 


a ——<"" Monroe, Mich. 


Makers of 
High Grade Furnaces 
for over 
Forty Years 

















At the right 


The New Floral City Furnace with 
casing. Notice how the deep fluting 
projects the heating surface into the 
air chamber without anything to 
interrupt the rapid circulation 
through the casing. 


At the left 


we illustrate the Floral City Queen 
Furnace. Write for circulars giving 
special features which show why this 
furnace is the superior one of this 


type. 








a 
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AN OLD FRIEND— 


i abe NEW DRESS! 









Reg. U. S. Pat. Office 


OUR old friend in a new 

dress—The Quick Furnace 
and Supply Company, succes- 
sors to B. H. Quick & Son— 
includes the old organiza- 
tion with new members and 
service facilities added. 


OU can now receive ‘‘Quick 
Service’’ shipments from 
a complete stock of Quick 
Heater Furnaces(Pipe or Pipe- 
less), Quick Heater Registers 
and Fittings, Hart and Cooley 
Registers, Excelsior Pipe and 
Fittings, now being carried at 
Des Moines—a direct shipping 
center. This will help your 
trade. 


OU will receive from Quick 

Salesmen a distinct per- 
sonal co-operation in both 
sales and installation work. 
A **Quick Service’’ headed by 
an Expert Heating Engineer 
will be at your disposal, for 
drawing up your plans and 


Cones. SE this “Quick Service’ in 

sales — shipments — installa- 
tions—for the development of your 
business. It will pay you. Just 
say you’re interested. We'll Call. 





800 SERIES QUICK HEATER FURNACES 








FURNACE & SUPPLY 





COMPANY 
DES MOINES, IOWA 


“Quick Heater” *‘Quick Service’’ 


Registers 
Packed and labeled—one to a carton. 
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MASTER 


Reg. U. S. Patent Office 


WARM AIR FURNACES 


1 | r PIPE AND PIPELESS 


HEY are reliable. Notice the simple, sturdy construc- 
tion. _ Weights are properly proportioned; the greatest 
weight being in the castings subjected to the greatest strain. 


We guarantee a perfect fit. You can save money on in- 
stallation cost by selling the MASTER. All MASTER 
dealers will tell you so. 

MASTER prices are attractive. You can make your estimates low 
enough to land the jobs and still give assurance of a high grade 


furnace when figuring the MASTER. Write today for catalog and 
net prices. 


Here’s the MASTER Pipeless Construction 















Combination cold and warm air 
REGISTER is properly proportioned 
and attractively finished. 


INNER CASING is made of two sheets x 
of galvanized steel riveted together a 
with a layer of asbestos between, the 





inner sheet is corrugated which pro- 
vides a dead air space. This onstruc- 
































tionYthoroughly insulates the cold air * 
chamber and assures unimpaired air - ed +) 
— : : REGISTER BOX usta 
ett ye is adj ble t 
‘¢ wd : ‘3 any height floor. . if 
Mek cS Ein eee ~ 
SY re ee 4 5 + ee 
COLD AIR SPACE is large and prop- Fe es e. Fy Bra 
erly proportioned between the inner met Ge tc) ae OUTER CASING made of a heavy 
and_outer casings. oe Hh, SAGE, Sl, weight galvanized steel. 
be te os M3 ve 
. tS eS peed 
3 a 4% » hi 


RADIATOR is exceptionally large. 
Has more radiation surface than any FIRE DOOR made extra large to per- 
mit firing large chunks of coal or 


other radiator of its type. Soot can- nant g 





not lodge in it and impede radiation. 





Joint is made permanently tight by 
the use of heavy bolts placed at close : 
intervals. WATER PAN is of ample capacity 

so placed that the water evaporates 
rapidly. This produces a balmy warm 
air conducive to health and comforf. 
Handy to fill. 











COMBUSTION DOME built extra 
heavy to withstand the constant strain 4 





of flames ane against it. The open- 
ing at the top is large enough to admit 


the passing of the burning gases into 
the radiator and yet not so large as to 
allow the gases to rush out uncon- 


ASH-PIT DOOR is well fitted and 
full width of ash-pit for convenience 
in removing ashes. 





sumed. A pocket is cast into the side 
of feed section so that the water coil 





when installed will not interfere with 




















filing. 4 
DRAFT DOOR is large and adjusted 
by a convenient regulator plate placed 
in one of the rooms above. 

TWO-PIECE FIRE POT allows for » < ‘ 

expansion and contraction. Made ex- Ke oi 

tra heavy and corrugated to give in- aie, ; 

radiation surface. The cup rEd, | BAe 

joints are deep and are permanently Sa 

sealed with asbestos cement when , 

erected. 











PIPELESS 


Large, roomy ASH-PIT. Joints are deep and fit tight, allowing no dust SES less fuel for results 
or > to eusepe ay o air Qe. The grate y - - — into secured than any other 
cored pockets of the ash-pit. is grate construction affords a substan- . 

tial bed for the fire, the fire not touching the grate supports at any fe, stom Letters we have 
place. There are no grate rings, cotter pins or bolts to burn out. rom many users testify to 
Clinkers are either dislodged or ground up ay. the action of the bars in this. They would interest 
revolving when the shaker is operated. ither of the bars can be 

removed in an instant from the ash door. you. 























Make 1923 a MASTER year. The proven MASTER high quality 
and reliability has made many new dealers. Let us show you. 


Mt. Vernon Furnace & Mfg. Co., Mt. Vernon, Ill. 








. IA 2s. TO 
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oteWeir Steel, Furnace 


GAS AND SOOT 
CONSUMING 











Here’s how your customers get full heating 

value from the fuel burned in the WEIR— 
notice the ‘‘gas draft” below the feed door—this 
lets the air rush in. 


oe Now look at the patented WEIR fire pot-—— 

it allows the air taken in to circulate around 
it, meanwhile becoming heated—then the air flows 
in thru the holes at the top of the fire pot. 


* The result of this pre-heated air flowing right 
above the fire causes complete combustion. 
You can actually see the smoke and gases burning 
by looking thru the window in the feed door of a 
WEIR Furnace in operation. And then— 


The extra drum or “radiator” at the rear 
gives added fire travel and more radiation— 
more heat from less fuel. 


The WEIR ‘‘Does Save Coal’’ 

















Ae WEIR 1s the ONE furnace that success- 
fully burns the gas and soot. That's a 


broad statement but it’s a fact. This feature in the 
WEIR is not an addition or an afterthought but a 
distinctive construction point of the furnace itself. 


Heavy steel construction; welded seams; large, correctly placed 
water pan and other numerous features combine to make the 
WEIR the undisputed topnotch furnace. 

The WEIR’S organization backs up the WEIR Furnace and its agencies— 


a strong, extensive and practical dealer help campaign is always working 
and our engineering department's experts are always at your disposal. 


These details are interesting and we'd be glad to have a district representative call on 
you to explain them—or if you prefer we'll mail you our printed matter which gets down 


to all the facts on the WEIR and Warm Air Heating. 
The WEIR agency plans and prices for 1923 are ready—write for them NOW 


Ohe MEYER FURNACE COMPANY 


Peoria, Illinois 
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- for the 


A. P. HARDER FURNACE CO. 


OV" "0 ad has been thoroughly re- 


organized. 


Our large modern factory, which was built in 1919-1920, 
and which is one of the finest equipped in the country, 
has been made ready for large production. 


We are almost ready to start making our new furnace, 
which will be an exceptionally heavy, high class competi- 
tive furnace. 


Jobbers a 


an unusually good profit 
This is a new furnace—it has many improvements and 
high class features and its high quality throughout for the 
price we quote will surprise you. 


We wanted to show you in this space just what this new 
Harder furnace looks like, but the patterns are now in the 
stage of completion and actual production will start the 
later part of _ sel 
WRITE TODAY and we will send you 
illustrations and catalogs of this 


new Harder Furnace as soon as they 
are ready—together with our prices. 


Geo. B. Carr 


President and Gen. Manager 


A. P. HARDER FURNACE COMPANY 


ROCKFORD, ILLINOIS 
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The Red Cross Empire Pipeless 


gives satisfaction and profits 


T IS built to deliver an over-abundance of warmed air — the 

construction is scientific and practical so that with the Red 
Cross Empire Pipeless you can guarantee perfect operation and 
continuous circulation of warm air. 


As for the material quality—the best of clean high grade pig iron 
is used and all parts fit snugly. 


’ 
It is-made to last a lifetime and give real economical heating 
service. 
‘ i : 


‘el : OF experience es at id tfiis he. 


For over a half a century we have been making only high quality 
goods. The Red Cross Trade Mark stands for Ist quality always 
and that’s what you can expect and get in the Empire Pipeless. 


The same identical heater that is used in the famous Empire Pipe 
furnace is used in the Empire Pipeless—you can guarantee satis- 
faction. Red Cross Warm Air Heaters—pipe and pipeless — 
dominate the field. 


The line is complete—at a price that is always as low as quality 
will permit—and your profit is always right. 


If the agency for Red Cross Furnaces in your territory is open 
youjshould get ic. Let us talk it over. 





HE Red Cross Combination Range Illustrated is furnished with enameling in grey, or plain 
black. All our enameling is done in our own plant. 
Its simple, sound construction and many of its features are apparent at the first glance. Your 
customers can see that it burns either coal or gas—that they are really getting two stoves for 
the price of one—that its trimmings are high grade and easy to keep clean and that it is made 
by a company that has been making high grade stoves and ranges for over sixty years. 
The Red Cross Line enables you to offer your range prospects the highest grade combination 
ranges on the market, no matter what size or style may be desired. 


Let us send you our latest illustrated catalogs covering the 
entire Red Cross Line Now. 








HESTER, NEV ORK 


CHICAGO BRANCH —S05 So. Clinton St. BOSTON BRANCH —357 Washington St., Dorcheste; 





Manufacturers of the Celebrated Red Cross Ranges and Furnaces. 
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HERO AIR-WASHER e 
HEATING SYSTEMS 


PIPE AND PIPELESS 




















ELL Hero Air-Washer Heating Systems—Please 

and satisfy your customers by giving them 

a heating plant that not only Heats but Washes 
and Purifies the air. 


Clean, moist air is an insurance against colds and 
winter ailments. In addition, Dr. Herman Briggs, 
State Health Commissioner of New York tells us 
that “moist air at 68° feels warmer than dry air 
at 72.” Therefore, by applying the Hero Idea to 
their heating problems your customers not only 
insure their good health, but simultaneously reduce 
their coal bills. 


A, SK for our dealers’ proposition. It is excep- 

tionally attractive. Our plan includes the 
furnishing of road signs, motion picture slides, 
house signs, banners, an advertising allowance 
based on purchases, and personal sales help 
whenever it is needed. 


4 


In selling Hero Air-Washer Furnaces you rep- 
resent a well-known line, and our practical selling 
and installation co-operation is a part of our 
obligation with every Hero Agency. 


Write today for our illustrated catalog 
and complete proposition 


HERO FURNACE COMPANY, Sycamore, Illinois 
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Folks Want CLEAN Heat! 


That’s why you 
can sell the 
SEAMLESS 
WATERBURY 


at a profit! 


SK any man what type of heating plant he pre- 


fers. He will probably admit that warm air is 
the quickest, most economical, and most healthful 
system. 


But he objects to the gas, dust and smoke long 
associated with warm-air furnaces. So he spends 
more for a hot water outfit, that’s slower to heat and 
costs more for fuel and to keep in repair. Mainly 
to get clean heat! 


The Waterbury dealer guarantees his prospect a 
Gas-tight installation, and because he meets the 
only legitimate objection to Warm Air, he sells 
furnaces at a profit in the face of cheap compe- 
tition. This he cannot do with another furnace, no 
matter how good it is, because he can’t show his 
prospect that his furnace is worth the extra money. 


THE WATERBURY 
SEAMLESS 'URNACE 


PIPE OR PIPELESS 


The Waterbury is a heavy high grade furnace, 
made right. The Waterbury is therefore, durable, 
easy to install, an efficient heater that supplies Clean 


Our proposition is making money for dealers. 





Warm Air free from ash dust, coal gas and smoke, 
not for a year or two, but during its whole long life. 

Body is of heavy steel, all parts welded into one 
seamless piece by the oxy-acetylene process. Even 
the feed and ash chute and the ashpit bottom are 
welded in. 

Radiator is of the same welded steel con- 
struction. 

Front is of cast iron with doors carefully fitted. 
Firepot lined with fire brick. 


Large combustion space, straight side firepot and 
long downdraft fire travel to insure fuel economy. 


Waterbury Seamless Furnaces are distributed 
from our own or jobbers’ warehouse stocks at the 
following points: 


nc cs ccatekescnel Minneapolis & Duluth 
Sc inccventadatssidesscsepemel Green Bay 
a ae hee le ele Indianapolis 
Pennsylvania........... Harrisburg & Pittsburgh 
nce cabidnetnchenpeedecnneel Kansas City 
DE ins cchcbesntdeunathoesawasameeeeel Denver 
An cencdagmuhetiiseansxagesell Salt Lake City 
PE natin eassadaadese’ Spokane - Seattle 


Write for it! 


The WATERMAN - WATERBURY CO. 


MINNEAPOLIS, MINN. 
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A UL omplete L_ijte For 
Complete Satis Fac ction 

| . VERYBODY has got to be satisfied if you 


are to do a satisfactory furnace business, and 
everybody is sure to be satisfied if you handle the 
Moncrief Line of Furnaces, because 

Your customer is satisfied with Moncrief ef fici- 

ency and economy. 


He is satisfied with the Moncrief combination of 
low cost and high quality. 


You are satisfied with the wide margin of profit,— 


and the dependable Moncrief Service that prompt- 
ly delivers any kind or size of Moncrief Furnace 
you want on short notice. 


Moncrief Furnace means ‘‘Heating Satisfaction 
Guaranteed. ”’ 
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Foundries at Medina, Ohio and Chagrin Falls, Ohio 


MONCRIEF 


Warm Air Heating Pipe and Fittings 


—Always dependable — complete the Moncrief line 
We make everything needed on a warm air heating 
job and sell it at the lowest prices consistent with 
high quality. A large stock of all sizes insures 
prompt shipments. 


> és -™ 
Be Sure vou nave 
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MONCRIEF 





PIPE, PIPELESS, THREE PIPE AND MAJESTIC MONCRIEF 


FOR ALLWARM AIR HEATING NEEDS 
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Next spring bids fair to break all records 
for home-building. The furnace dealer’s 
opportunity for sales and profits will be great- 
er than ever. 

But the dealer who gets the biggest share 
of the business in your locality will be the 
one who starts after it now. For prospective 
home-builders are already working with 
architects and contractors. Estimates are 
being prepared, plans are being drawn, heat- 
ing systems are being specified. 

If you handle the Sunbeam Furnace Line 
you can go after this business with strong 
competitive advantages. Into every Sunbeam 
Furnace you sell and install 
goes the best of materials, the 
finest workmanship and 30 





Write today for dealer literature, 
together with prices, discounts, etc. 


The Fox Furnace Company 
wane Ohio 


VHZAR 


PIPE nd PI 
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years of experience in manufacturing furnaces 
exclusively. You are handling a furnace that 
sells easily, installs easily and keeps itself sold by 
long and efficient heating service in the home. 
You can provide a furnace—either pipe or pipe- 
less—to meet every home-heating requirement. 

You have a real price advantage, too. You 
can offer a quality furnace at a remarkably 
low price because Sunbeam Furnaces are 
manufactured and placed in the dealer’s hands 
under a policy of volume production and small 
manufacturing profit per unit. 

You are dealing with a furnace manufac- 
turer equipped and willing to give you the 
broadest kind of co-operation 
in the building of a perma- 
nent and profitable business. 











ELESS 





FURNACES 
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Start After the Spring Business Now 


Es. 
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You get a better buy from Manny 

















Furnaces Smoke Pipe 
Registers Wood Faces 
Pipeless Damper Clips 
Gratings Asbestos Paper 
Furnace Paste—Cement 
Pipe and Furnace Chain 
Fittings and Regulators 














MAN NY 
FURNACES 

















Piped or Pipeless 
HANDY 
FURNACE JONES-NATIONAL 
PIPE REGISTERS 
VERLASTIN 
CAST IRON SMOKE PIPE 


WERE all set to take care of your needs for 1923—with everything from 
High Grade Furnaces to High Grade Furnace Cement. 


Let us give you details on our entire up-to-the-minute line—our low prices 
can't be beat. 


We have built up our business by giving good service—the kind you want— 
along with this high quality and right prices. 


We carry complete stocks of the leading lines and can fill your demands for 
prompt shipments. 


If you want to know why our business has doubled since last year let us quote 
you prices on material for your next job. 


Write today for our illustrated catalog and circulars. Get 
our prices now—then “‘Order from those furnace people” 


The Manny Heating Supply Company 
131 W. Lake Street . . . Chicago, Illinois 
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DUPLEX HEATING SYSTEM 
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Advan tages 


Register locates against a wall out 
of the way. 


Register harmonizes with room fur- 
nishings—the top and panels are in 
quartered oak, mahogany or crafts- 
man leather finish. 


Register occupies about one-half less 
floor-space than a floor-level register 
of equal capacity. 


Avoids necessity for cutting hole in 
center of room—does not interfere 
with rugs. 


Diffuses heat out into the room in- 
stead of shooting it directly to ceiling. 


Circulates heat more evenly and 
reduces objectionable floor drafts. 


Register is sanitary and clean—does 
not become a receptable for dust and 
dirt from sweepings. 


Does not limit furnace to one reg- 
ister, if you need others. 


Makes furnace more efficient—in- 
sures maximum fuel economy. 
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ERE is a heating system with all the 

H advantages of both the “pipe” and “‘pipe- 

less’’ systems, without the disadvantages 

of either. It is the Majestic Duplex Heating 

System, which consists of the Majestic Stand- 

ard Furnace and the Majestic Duplex Register 
Unit. 


The Majestic Duplex System is not a “‘pipeless”’ 
system—nor is it an ordinary “‘pipe’’ system. 
It is a combination of the best features of 
both. And its greater efficiency is due to the 
fact that it passes a larger volume of warm air 
with much less friction to the air travel. 


The Majestic Duplex System is not limited to 


A ° ° 
| 0 Overcomes every objection to floor 


level one register system. 


Let Majestic Advantages Make Money For You! 


one Majestic Duplex Register. And direct 
branches may be taken from the furnace to the 
bath room, bed rooms or other rooms set off 
from the main part of the house. 


Thus the Majestic Duplex System has the 
flexibility of the “pipe” system. In addition, 
it saves cutting a number of holes in the floor 
—eliminates from two to four friction produc- 
ing pipes—and gives more space in the 
basement. 


These advantages are making money for 
Majestic dealers. They will make money for 
you. Write today for full information and 
our attractive dealer’s proposition. 























( THE MAJESTIC COMPANY, HUNTINGTON, = } 











AMERICAN ARTISAN AND HARDWARE RECORD December 30, 1922. 





SELF-CLEANING RADIATOR 
HOT BLAST DRAFT 
AIRTIGHT DOORS 

SLOTTED FIREPOT 
GAS-PROOF CONSTRUCTION 
ALL} CAST 


Add to these Features 


and you have 


A Furnace which Stands Out 
Above the Competitive Scramble 


For Further Information Write 
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Making the Ath-A-nor an exceptionally 
Powerful —Efficient and Economical 
heater. 


The Ath-A-nor line will give you 
the three chief essentials concern- 
ing your profits, namely 
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Quality— Efficiency and Sales Results 


Let us show you the Ath-A-nor furnaces in detail— 
then become one of our satisfied dealers. 
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ye can make a good margin of 
profit selling these good quality 


furnaces. 


They are made entirely of clean, 
high grade pig iron especially adapted 
for furnace making. 


This metal expands and contracts 
without danger of cracking. 


Durable, Efficient 
and Economical 


Our catalog gives the details of their many 
features of construction — write for a 
copy today. 


An unusually profitable proposition is wait- 
ing for you in our agency for 1923. 


The Forest City Foundry 
and Manufacturing Co. 


1220 Main Avenue 
Cleveland, Ohio 


We are also makers 
of the Monarch Furnace 
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The 
Schill 


Pipeless 











Quality Sane Si ince 1892 


E dealer who takes on the Schill agency 
secures a connection that is sound and 
reliable. 


The Schill line of Warm Air Furnaces is com- 
plete, a quality heater for every customer, a 
size and style to suit at a reasonable price. 
Highest grade, extra heavy and superior con- 
struction, with the best of tried and true 
features. 

Our dealers are 9 up with heaters that 
are guaranteed to be good quality. 


We have an agency sales plan that is bound to 
interest you. Let us tell you about it NOW. 


Write today for our illustrated catalog which lists 
and describes Schill Warm Air Furnaces in detail. 


Ghe SCHILL BROTHERS CO. 


CRESTLINE, OHIO 
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PROFIT MAKERS 
FOR WESTERN DEALERS 


It’s surprising the number of dealers who voluntarily tells us 
about the profits they are making by selling our line of furnaces 
—exclusively. 

Of course we have several grades and styles of furnaces, to fit 
the various pocket books and demands of the consumers and 


then, too, our service and prices are exceptional, so it’s no 
wonder our dealers are enthusiasts and stay with us year after 


year. 


You also can share in these profits. Drop us a postal and 
one of our salesmen will call and explain in detail our service 


and sales plan. 


STANDARD FURNACE & SUPPLY CO. 
Nesbit All-Cat FURNACES Weir All-Steel 


Omaha, Nebraska The Best in Furnace Supplies Sioux City, Iowa 
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SCHEIBLE 


Warm Air Heaters 


OUR customers, when they buy 

Scheible Warm Air Heaters from 
you, get more than they pay for 
and you get more than a mere cut 
and dried profit. 


You get satisfied customers who 
boost their heaters, boost you and 
your business. 


] . Old-fashioned good 
quality, sound con- 
struction and time- 
tried features. 


Zz For over thirty 
years good business 
builders for our 
dealers. 


3. Built to give un- 
unusually good ser- 
vice and liberal 


profits. 


Let us send you our catalog 
and agency details. 


SCHEIBLE-MONCRIEF HEATER CO. 


1444 West Ninth Street 
CLEVELAND, OHIO 
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{RON AND WOOD 


PAT TERN S| STOVE PATTERNS 


FOR STOVES AND HEATERS w WSS3-S24 igor 
VEDDER PATTERN WORKS "Zz" TROY, N. Y. QUINCY PATTERN COMPANY 








' 
PAT i ERNS AND HEATERS Read the Wants and Sales Pages 


THE CLEVELAND CASTINGS PATTERN COMPANY 
CLEVELAND, OHIO 
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FarQuar Automatic Control 
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y —and What It Means 


One of the first questions a home-owner should ask 
about a heating system is—‘“does it control the fire easily 
and successfully ?” 

In other words, do the drafts operate automatically 
and help to economize fuel? 

The answer is a positive “YES!” with— 
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HEATING AND VENTILATING 
SyYys’TEM 


The expansion and contraction of variation of temperature causes the 
the FarQuar one-piece firebox—elec- governor arm to automatically open 
trically seamless-welded to make it and close the draft and doors 


cages er amg 3 The result is a complete control 
gas and air-tight—is the actuating of the fire, giving uniform temper- 


; 





force of the FarQuar Automatic ature with only once-a-day firing. 
Control. A cold frame is fitted No springs or batteries to get out 
around the firebox outside the cas- of order. The desired temperature 
ing (shown in illustration at left) is obtained merely by setting the 


and so adjusted that the slightest simple device shown at the right. 


The FarQuar is the only heating system made possessing 
these exclusive features Other distinctive FarQuar features 
are described in our free booklet. Write for it. Dealers should 
ask about the FarQuar Franchise for their territory. It 
carries a decidedly profitable advantage for them 





grate area ile ( 
Vent ead Return SyRem. Pro jles a generous supply 
of gently warmed, poce, treyt « uotead of a 
blast of superheated Ay 
Automatic Regulater actuated by fire box, com 
controls fire imsunng unitorm temperature 6 
of weather, with surpraungly low f 





The Farquhar Furnace Company 
201 FarQuar Building ' 
WILMINGTON, OHIO 



























The New Peninsular 
Warm Air Furnace 


We Are 
Now Closing Contracts For 
1923 Agencies. 


We today for our 


latest catalog and 
let us tell you all about it. 


The Peninsular Stove Co. 


Detroit Chicago New York 
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DOUBLE-QUICK, DOUBLY-SAFE INSTALLATION 
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-Lok 


you can take a long section of Kwik-Lok 
pipe in one hand—with your thumb on top 
of one flat side and your fingers on the bottom 
of the other flat side and it won't buckle—you 
can drop a Kwik-Lok Adjustable Elbow or 
handle it roughly without having it come apart 
— it’s made to stay together tight—yet you 
never found an elbow that adjusted so easily. | 

























Let us send you 
some sample 
sections 





‘“‘The House 
of Service’’ 


BESIDES manufac- 

turing Kwik-Lok 
pipe we can furnish 
you anything you 
need—from furnaces 


Tell us you want to get your 
hands on a couple of sections 
of Kwik-Lok to see if it’s 
what we say it is. 





down to furnace ce- Let your experienced eye see j 














ment. All high grade the time saving and profit 4 
goods at right prices. making values of Kwik-Lok i 
Write for our com- construction. ' 
plete catalog. Write today— 








The DUNNING HEATING 


““The House 
131-133 Reed Street | 





























Adjustable Boot No. 4 Angle 
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Note This = 


Superior Construction —= 
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Snappiest 





on the 


Market id 
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A heavier pipe and mechanically perfect 


HAT'S what Kwik-Lok is. Kwik-Lok has the longest connecting joint 
of any pipe on the market with the inner and outer sections each in one 
continuous piece. 
The Kwik-Lok locking device securely locks the sections—you install this 
pipe entirely without the use of solder or brads. 
Kwik-Lok is mechanically perfect pipe—a true saver of time and its supreme 
quality has set a new standard. 
Start now to make better installations by using this better Kwik-Lok pipe. 
Its quality is the highest—yet it is economical—let our illustrated catalog 
and price list tell you more. 


SUPPLY COMPANY 


of Service 


3? 


Milwaukee, Wisconsin 














3-Piece Adjustable Elbow 
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No. 36 Reverse Elbow 
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IT LASTS 
FOREVER 





Trade Mark Reg. U. S. Pat. Off. 


Install this smoke pipe on every job 
It gives you more profit and satisfaction 


S THERE any profit in replacing burnt out sheet metal smoke pipe for your customers? 

Hardly, it causes dissatisfaction for them and takes a lot of your time in the busy season 
and your profit is small. 

Smoke pipe ought to last, it ought to be made of cast iron so it will withstand heat and not rust 


or corrode. 


Knox Everlasting Cast Iron Smoke Pipe is that kind of smoke pipe—it ought to be included in 
your estimates—you point it out as a part of careful lasting work and the wise home owner will readily buy 


it to replace his burnt out, fallen down sheet metal smoke pipe. 
It’s easy to install and it stays up—comes in varying lengths with elbows 223 to 90 degrees—will fit into 


December 30, 1922. 


Will 


It 
—last as long as the 
furnace. 





—be installed easier 
and quicker. 


Order From 
Your Nearest 


Jobber 


Manny Heating Supply Co., 
131 W. Lake St., Chicago 
Omaha Stove Repair Works, 
Omaha, Neb. 

Wm. Warnock Co., 
City, Iowa 

Lincoln Stove Repair Works, 
Lincoln, Neb. 


Sioux 


Write today for descriptive circulars and prices 


Won't 


—burn out. 


It 





—rust or corrode. 
—fall down. 


—scale or crumble. 


. Leighton Supply Co., Fort 
—do away with prof- oa Pag — . —cost your customers 
itless sheet metal cate, I m ‘ st , as much as galvan- 
° ° t ” t- 
smoke pipe jobs. oe nts Go, We ized pipe in the long 
B. H. Quick & ‘Son, Des run. 


—satisfy your cus- 
tomers. 


Moines, Iowa 
A. Y. McDonald Mfg. Co., 


Dubuque, Iowa 


—ever have to be re- 
placed. 








WATERLOO REGISTER CO., Waterloo, lowa 


Indianapolis, Ind., 706 City Trust Bldg. - Seattle, Wash., 90 Blanchard St. 
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FURNACE FAN CORPORATION 
SQW“ 
=CIRCULATION =: 
SZ POSITIVE —S== 


WALES FURNACE FAN 
DOWAGIAC, MICH. 


A 


Furnace-Fan 














Self- 
Operated 





Silent 


Automatic 


Energizes 


Your Warm Air 





No Electrical 















F urnace Connections 
Perfect | Write 
Humidity = = png Today for 

CIRCULATION‘ 

Control POSITIVE our 
—Also— Agency 
Supplies Circulates Increases the 
Domestic C , | Capacity of 

ontinuously amp enmnes 
Hot 1500 Cu. Ft. of Air \ From 100- 


200% 







Water Per Minute 










Delivered Upstairs 
and Down Through Every 
Register 
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ANNOUNCEMENT 


ANUARY Ist will see this company 
one of the largest, if not the largest, 
of its kind in the world. At this 

time, our new plant, having four stories 
and approximately 130,000 sq. ft. of 
floor space, will become the home of 


The W. E. Lamneck Company. 


Our constant growth over a period of 
25 years, to our present magnitude, we 
feel, is due to our policy of placing 
quality before quantity—always, and of 
co-operating to the fullest measure with 
dealer and jobber upon whom we con- 
sider our success dependent. 


It is our intention to continue production evenly through- 
out the year, making use of our immense storage capacity 
when necessary. This will permit us, as in the past, to 
care for our customers at all times, regardless of the in- 
creased volume of business we trust it will be our good 
fortune, as well as yours, to do in 1923. 


Everything for the Sheet Metal Worker and Furnace Man 


Je W. E.LAMNECK(Ca 


f 


AS, OHIO 


WZ. 
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Honeywell 
Temperature 
Regulators 


A most improved and 
complete high grade line 
of temperature regulating 
instruments. 


Gravity Motor, Spring 
Motor and Electric Mo- 
tor Models. Write for 
general catalog now. 





> Seors 
















AMERICAN ARTISAN AND HARDWARE RECORD 


HONEY Wet 





You can make 
big sales and profits 


with this 
New, Practical, Automatic Air Circulator 


VERY home owner in your territory who has a furnace heated house, and 


FURNACESTAT 


— 


Ae 


every man for whom you install a furnace is a live prospect. 


Every furnace owner uses a large percentage of his coal supply every winter 


simply to create proper air circulation. This is true regardless of the 
make of furnace or the exactness of installation. The reason for 
this is that the operation of gravity is nearly always obstructed for 
some of the various reasons which you of course understand. This 
makes it necessary to fire more, to produce more heat than neces- 
sary simply to force the heat through the stacks. 





The HONEYWELL FURNACESTAT forces 


the air—gives proper 


ERE’S what it is—it consists of two devices, 

as illustrated on this page, the Honeywell 
Furnacestat and Aerofan. ese two devices 
working in combination “boost” the warm air 
up the furnace pipes making forced and over- 
hot fires unnecessary. It does not drive the air 
with great force but gently and insistently pushes 
it along by means of an economically operated 
and wonderfully efficient two speed silent fan. 


The Aerofan is ready day and night 
under control of the Honeywell 
Furnacestat. 


It starts and stops instantly at the bidding of the 
Honeywell Furnacestat. 


The Furnacestat is installed, as shown, with the 
sensitive part projecting through the casing into 


circulation— saves fuel 


the warm air chamber. There's a snap switch in 
the head of this device which connects to the fan. 
That's all there is to it—the changing of the 
Senperiase automatically starts or stops it as 
needed. 


There is also a switch in the fan circuit con- 
nected with the chain that opens and closes the 
draft damper. When the draft is opened the fan 
starts and vice versa. 


Notice that the fan is so designed that it does not 
interfere with the natural circulation of air. 
Everything about this Honeywell equipment is 
of the best and practical in every respect. It 
can be used to advantage in connection with room 
temperature regulators of any type. 


Start Selling and Installing the 
HONEY WELL FURNACESTAT— Now 


Y> know that the warm air ought to be pushed up—you know that this will save a great amount 
of fuel, quicken the circulation and time of heating, lower the furnace temperature, make the 
basement cooler, lengthen the life of the furnace and help to heat all rooms evenly. 


4 And you wont have much trouble convincing your customers—especially as the price is 
reasonable and the operating cost when running is less than the expense of burning an 


ordinary electric lamp. 


Write today for our prices—let us show you the profit for you 
— catalogs, circulars and full information sent on request. 


HONEYWELL HEATING 
SPECIALTIES COMPANY 


WABASH - 


INDIANA 
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You Make B i Sf pger Pre "O} ts with ? these 


Because— 


CES 


| f . ‘The H & C | \ 


Patented 


run) 


XY Floor Registers A 
They give you 

Greatly Increased 
Free Air a 


PROMI EET, 
ite , 
a 
TheH&C \ 
(/i 8 TiC ‘AT : 2 A 
7, B45 a A®WWL BSS a 





Write today for 
Folder ‘‘S’’ 


The HART & 


73 East Lake St., Chicago, III. 


Real Estate Trust Bldg., Philadelphia 


COOLE 


Designers and ihaestiabiiamens of H&C a Steel Products of Quality 
New Britain, Conn. 
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No. 200 






Patented 


THESE registers have revolution- 
ized sizes formerly used for 
standard pipe sizes. A great saving 
in the cost of registers is assured on 
every job, if the correct size of 


H &C Registers is used. 


The air capacity of our registers 
is not guesswork or assumed. We 
give you the actual figures and they 
will show increased air capacity 
averaging 25%. This same saving 
is effective in our cold air faces. 











~ No. 170 
Patent Applied for 


<y * 


Oo * & 


Bs Tt any 
Bas iC. 


501-5th Ave., New York City 

















Re ee 





FO 
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TANBO 


The New 
Patent Protected 
Finish for Registers 


T took you and me 21 years to grow up to be men. 
But it took the Tanbo Finish four years more 
before it had its long pants on. 


Think of it, a quarter of a century in the making! 


But hold on, it takes three months to grow a pump- 
kin, and about a century to grow much of an oak. 


Karl Tanbo had an idea for a new finish a quarter 
of a century ago. 

Ever since then we have been working to perfect it. 
But even when we finally made the discovery that 
finally made Tanbo Finishes possible, we yet had to 
give it the severest kind of wear-and-tear-tests to 
prove it was thoroughly practical. 








When it withstood them all, then and not till 
then, did we tell you a word about it. 


In Brass and Oxidized Copper effects, it]looks like‘a : 
regular Tiffany finish. 
In oak, mahogany or walnut, you simply can’t tell 
it from the real thing. 
Tanbo Finish is patent protected. No other makers 
of registers can use it. 


After you see the finish itself, you’ll open your eyes 
good and wide, when we tell you how little it costs. 
Send for our circular about this Tanbo Finish. Get 
the price. 


JUTTLE & BAILEY MFc Co. 


Established 1846 


BOSTON 
36 Portland St. 


. -< eee =: rs ai 
CR eetaet Dik TC 5 EEE 


NEW YORK 
2 West 45th St. 


Ra ZI 


CHICAGO 
1123-29 West 37th St. 


COR ARR ERSTE 
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This Register 
has a Cam Locking 


and — 


Rachet Opening Lever 






















































ONTINUAL change of tem- 

perature and constant use 
take the “spring” and life from 
any spring and the result is a 
register that fails to work. 


The Stearns Steel Register has 
an entirely new and exclusive op- 
erating device—notice this val- 
uable Stearns feature from the 
illustration above. 


This is the only operating device 
which makes a register stay open 
and absolutely locks it tight and 
leak proof. 


Nothing to wear out or become 
weak—it will last a lifetime. 











Stearns Registers are made of 
STEARNS strong, tough steel—every one 
NEW guaranteed against breakage. 
GRILLES Use Stearns Steel Registers next 
Write today for time and notice the quality and 
details on our new finish they put to the job. 
and complete line 
ot gras. Stearns Register Company 
617 East Fort St. Detroit, Michigan 





This springless operation means longer 
life and complete satisfaction 








Your name and 
address on the 
back of a post card 
addressed to us 
will bring you 
complete catalog 
and price list at 
once. 





SG AE he 


























Specify STEARNS 
STEEL REGISTERS 
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will pull you out 
The Rock Island Line of Registers 


are guaranteed to make good 


NO STREAK REGISTERS will satisfy your most 


exacting customers and bring recommendations 
from their Service. 


THE OUT-O-WALL Register meets that long 
standing demand for Quick and Profitable installa- 


tions in Old House work. ROCK ISLAND 
NO STREAK 





THE ISLAND CITY REGISTER covers all re- 


quirements for a first class, reasonable price reg- 
ister without box. 


But this is only part of 
the story. 


Get our Catalog and 1923 


prices at once. 





THE OUT-O-WALL /)~ 
REGISTER D7” ~— ROCK 
ul ISLAND 


ROCK ISLAND SEND THIS Pa re 
REGISTER CO. COUPON 1 ng nt 


ROCK ISLAND 107 Names see ees eeeeeeneneteee 
ILLINOIS Pee pbtseetddeneseebdancaedesees« 
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Our Quality 
is the Standard 


ig you use an American Wood 
Register you use a strong, depend- 
able wood face that you know will stand 
up and give the service expected of it. 


Every detail of construction is inspected 
by a master workman before we allow it 
to go out to you. You can be sure of 
strength, the best of wood and superior 
workmanship when you order American 


Wood Registers. 


AMERICAN WOOD REGISTERS 
NEVER DISAPPOINT 


All standard sizes are carried in stock, 
and we can make prompt express or 
parcel post shipments. 


Next time use AMERICAN WOOD 
REGISTERS and notice the high quality. 


Get our prices now 


7s E AMERICA 
WOOD REGISTER CO. 
PLYMOUTH, IND. 














82% 
Open Area 





“Fabrikated” 


Register Faces 


Pipeless Furnace Gratings 


THE outer frame is 


angle iron, the interior 
grill of strip steel. 


EXTRA STRONG AND RIGID 


Why buy a larger size 
when a smaller one 
gives the same open 
area—at a lower cost? 


Make us prove it. 
* 


INDEPENDENT REGISTER & MFG. CO. 


415 Perry Payne Building 
Cleveland, Ohio 


























AMERICAN ARTISAN AND HARDWARE RECORD 45 


December 30, 1922. 











Notice the = 
construc- = 
tion of the = 
rad‘ator > 
and com-: 
bustion: 


chamber. 


This fea- 
ture means = 
more radi- = 


ti | . . 
face and A job worth doing 
i is worth having— 


value from 
# 


all ig el ; ; 
burned. f} Ay 








BOOMER | |)4 


furnaces have been successfully made and sold for over 36 years. _ They have other é 
good features that help dealers make sales. BOOMER DEALERS get real co- 7. 





operation from us. Write today for our latest catalog and let us tell . 


ou allabout it. f 4 ° 
THE HESS-SNYDER COMPANY Massillon, Ohio : 6 f | WOOD 


/ \ FACES 

















VERY Eaglesfield Wood Face is a finished 


piece of work—made of high grade quar- 
tered white oak, thoroughly kiln-dried. 


Your customers will appreciate the sturdiness of 
Eaglesfield Wood Faces—each cross piece is— 


7-16 inch deep 


This is 1-8 inch deeper than those used in ordi- 
nary faces and we use the highest test Hide flake 











RED 


| he yy ane knows that some furnaces are better than others—you know 
that the quality rests in design, construction, weight, and material used. 
Red Front Furnaces are extra high grade furnaces—we list below a few of reason 
why—have us give you our Quantity Price on this Quality Productr. 

Write today for full details. 


home 








Large heat- 
ing surface 
Radiator. 


Heavily cor- 
ru gated 
combustion 
chamber 
gives dou- 
ble heating 
surface. 


Fire Pot is 
smooth in- 
side and 
ribbed out- 
side. In two 
parts and 
extra heavy. 


All castings 
made of 
best Grey 
Iron, 





Full cast 
front. 


Deep cup 
joints and 
every heat- 
er is per- 
fectly fitted 
and mount- 
ed at our 
foundry be- 
fore shipped. 


Extra large 
water pan. 


Triangular 
Grates— 
Shaker 
opening is 
covered 
with small 
door. 


Red Front Furnace & Supply Co. 
149 W. Austin Ave., Chicago, III. 


joint glue and secure each end piece with a nail 
in each and every stringer. 


Every Eaglesfield Wood Face 


4 "5 e/ ‘ i 5 


ee 
SCiri 


and we thoroughly inspect each face before it 
leaves the factory. 


Eaglesfield Wood Faces are the kind you and 
your customers would expect and be willing to 
pay more for—but they are economical. 


Tell us to send our catalog 
and price list today 


FAGLESFIELD VENTILATOR CO. 


“Sudden Shippers’’ 


916 Dorman St. INDIANAPOLIS, IND. 
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Some 
of the 


AUER 


Line 








Manufactured by 


THE AUER REGISTER COMPANY 


Cleveland, Ohio 





























* Pagett’ ’ Wood Register Ventilators 


OU’VE seen lots of Wooden Cold Air Faces, Ventilators and 
Registers, but until you’ve used the ‘‘Pagett” brand you 

haven't used the kind you want. 
We illustrate our No. 7 Square Mesh and No. 10 Oblong Mesh, 
the strongest, best constructed on the market. The wood is the 
best and without flaws of any kind. 
You can get ‘‘Pagett’’ in any Size, Style or Shape, and in any 
finish to match the woodwork. For under hall seats, under stairs, in walls, in 
floors, etc. Special or odd sizes and finishes also. 
If you want highest quality, finest workmanship at the right price order ‘‘Pagett” 


Wood Faces. 
Write today for our circulars and attractive prices. 


McCLURE BUILDERS’ SUPPLY COMPANY 
EAST PALESTINE, OHIO 




















BEST-HEET OIL. BURNER BORN—Dec. 2st, 1922, to the WISE 














For Heating — Cooking — Baking 


A RELIABLE, GUARANTEED Burner that 
is the simplest ever devised. Is free from com- 
plications; does not form carbon in the gener- 
ating pipe or require accessory primer. Can be 
odsemted to the draught conditions and installed 
in 20 minutes without altering any stove. In- 
stallation is made with only a pair of pliers 
because the BEST-HEET has but six main parts 
in the complete outfit—tank, tubing (3 pieces) 
valve and burner. The burner is cast iron. 


BEST-HEET OIL BURNERS ARE SOLD ONLY 
THROUGH DEALERS. List price $17.65. We 
want responsible heating merchants in every 
town to sell these burners. Attractive discounts 
offered to merchants assures splendid volume of 
= profits, limited only by the number of stove users. 


There are more desirable features that 
the important heater man in every com- 
munity should know. Our latest circu- 
lar describes in full, write for it today. 





BEST-HEET OIL BURNER CO., 508 W. Van Buren St., Chicago, Il. 








FURNACE CoO., Akron, Ohio—a robust 
healthy infant for heating homes. This baby 
will make the old timers hustle to keep up, 
for the only thing small about him is the 
price. Write for detail description of new 
resale plan that will increase your volume 
and profit, and reduce your cost of doing 
business. 


I sell compete lines of Fittings, Registers, 
Accessories and Stoves. 


H. B. Huffaker, Mfgrs. Agt., Council Bluffs, Ia. 


1020—7 AVE. 




















WR Wasers 


PR a ane 
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“More Heat for Less Money” 


EXCELSIOR SELF-LOCKING DOUBLE WALL PIPE 


aie I- 27- etn soa —" 


S from 5 to 
8% more 


efficient than 
any other and 
saves its en- 
tire cost ina 
single winter 








OSs 
less in- 
stalled than 
any other pipe 
owing to its 
patented self- 
locking con- 
struction. 


Catalog and prices on request to 


THE EXCELSIOR STEEL FURNACE CO. 


114 to 118 So. Clinton St. 


Chicago, Illinois 





SAMUI NTU IOUT 




















I = 

Hereisthe — 

Latest Thing in © 

An improved regulat- = 

or that absolutely = 

regulates. It is the = 

only regulator on the = 

market that operates = 

the dampers inde- = 

pendent of eachs& 

other. = 

The Improved — 

MASTER = 

This shows Heat Regulator — 

Regulator keeps the tempera- — 
in operation ture more even and 

with Both positively saves more = 

the check coal than anything = 

_* yet placed on the = 

and draft + ee = 

closed at the Get Full Informa- = 

same time. tion, Prices and = 

Circulars now. It = 

will make money = 

ee for you. = 

‘ J sg 

HarswAk Co} 

= 

ROCKFORD, ILLINOIS = 

Se 

















Make easy profits--- 


Every customer on 
your list is a buyer 





-- _ ee > - ——— 

There isn’t a man in your territory who wouldn’t 
welcome a furnace brush like this. 
It’s something every man wants—and dealers find 
that just by putting some in the window they move 
their stock quickly. 

The brush is 4” all Wire and the handle is 

4 ft. flexible wire. It can be used on any 

furnace, Steam or Hot Water Boiler. 
Every man who fires a heating plant knows that 
a clean furnace or boiler means more heat and 
less fuel. 

A Big Seller---Good Profits 


Order a stock—put some in your window and start making 
easy sales NOW. Write today for Prices 


HARDWARE SPECIALTY CO. 


BOX 446 - - FORT WAYNE, IND. 
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GLO MEYER. vice Pree SEO HARMS. Secy Stress 


CAPITAL AND > SURPLUS $ 300.000 00 


Thr MEYER FuRNACE COMPANY 


Ss OF THE 


Wer ALL STEEL GAS AND Soot CONSUMING 
NACE 
War™ Homer Cast FoRNACE 


Peor1A, ILL. 


December Twelfth, 
Nineteen Twenty-two 


American Artisan and Hardware Record, 
620 South Michigan Boulevard, 
Chicago, Illinois. 


Gentlemen: (Attention E. Cohn, Manager) 


Certainly, it is our intention to continue adver- 
tising in the Artisan, and to prove our intention 
we inclose herewith signed space contract for 1923, 


We want to assure you of.our appreciation of the 
interest and co-operation of your entire organi- 
zation, and will add, unhesitatingly that we are 
very highly pleased with the results from our ad- 
vertising in the American Artisan and Hardware 
Record, 


With all good wishes for the coming year, we want 
to remain 


Yours very truly, 


THE MEYER FURNACE COMPANY 


Si be tc-atfper 


c 
RCW:M Gen'l Manager 








o ew Meyer Furnace Company says it pays them to use large 


space in 


AMERICAN ARTISAN 
AND 


HARDWARE RECORD 


throughout the entire year and the letter above shows that they 
are ready for 1923. 


If adequate and consistent advertising in our pages pays them it will 


_ pay you. 


Let one of our representatives confer with you regarding your adver- _ 
tising—let us help you make up a schedule now. 


Our advertising department will prepare and submit copy for your 
approval if you desire, without extra charge. 


We are ready to help you map out a constructive, result getting 
advertising program for 1923—make us prove it. 


AMERICAN ARTISAN AND HARDWARE RECORD 
620 S. Michigan Avenue 


Chicago, Illinois 
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No 
Dust 


Shine 
Stays 


E have closed the biggest year 
we ever had. 











NET WEIGHT $.: OZ 


We PO 


Liquid and paste, one quality. 
5S tb. cans (or dealers’ use; domestic packages to retail. Buy through your jobber. 
Black Sisk Stove Polish Works, - - Sterling, Ifinois 


THE PARKER 
UN-X-LD QUADRANT 
has been adopted, in preference to others, on 
account of the simplicity of its construction 


and other distinctive features. 
The Quadrant is quickly and 








Not only did our sales show a big 
increase but hundreds of new dealers 
are on our books. 


This interests you only because it 
shows that our dealers who have 
been specializing with us in selling 
the Pointer Specialized Range have 
had good business. 














We make just this one size and style 
of range—our production costs are 
therefore lower—our workers more 
eficient and our output per day 
greater. 





This enables us to use the best 





ee 








easily installed to the duct. 
Can be used on flat as well 
as round surfaces. 


The damper is locked in the 
desired position by tightening 
the wing nut. The graduated 
rib which acts as a brace, also 
shows exact position of the 
damper at a glance. 


Your jobber carries them. 


PARKER SUPPLY CO. 
DEPT. AA NEW YORK 


Branches: Chicago, Philadel- 
phia, Springfield, Minneapolis. 






Send for 
circular 
orsample 











STOVE BOLTS 
eyelet at 

shipments. 
STOVE RODS 

Baa Ra Pine, ape oye 

“STOVE RIVETS 

: Catalog and Prices upon application 
THE KIRK-LATTY MFG. CO. 


CLEVELAND, OHIO 




























material, make Pointer Ranges extra 
high grade and yet pass a good por- 
tion of our saving on to you. 


Start the new year as a Pointer 
dealer. 


Let us point out to you our low 
prices and attractive dealer proposi- 
tion. Write today. 


GOHMANN BROTHERS 


AND KAHLER 
New Albany, Indiana 















Read the Wants and Sales Pages Merk of _—_— Good Sense 
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The Emblem of Quality 


VERY Success Heater is built and sold with the realization that 
the good will of satisfied users is more essential to a substantial 
future than the temporary big profits of skimpy construction. 


Success Heaters have made good all over the country. They have 
brought the comfort of Health Heat to thousands of homes. If you 
want to sell a quality line, we want you as our dealer. 


SUCCESS HEATER & MFG. Co. 


—— Des Moines — 























Thoroughly Covers 
the Hardware, Stove, 
Sheet Metal, and 
WarmAirHeatingand 
Ventilating Interests 


Founded 1880 ty Dantel Stern 





Address all communications 
and remittances to 
AMERICAN ARTISAN 
AND 
HARDWARE RECORD 
620 South Michigan Avenue 
CHICAGO, ILLINOIS 





PUBLISHED EVERY SATURDAY BY THE ESTATE OF DANIEL STERN 





Eastern Representatives: 


C. C. Blodgett and W. C. White, 1478 Broadway, New York City 





Yearly Subscription Price: United States $2.00: Canada $3.00: Foreign $4.00 





Entered as Second-Class Matter June 25, 1885, at the Post Office at Chicago, Illinois, under Act of March 3rd, 1879 
Copyright, 1922, by the Estate of Daniel Stern 
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WARM AIR HEATING INDUSTRY IS ON WAY TO 
REAL PROSPERITY. 


The Warm Air Heating Industry showed 
progress during 1922. While the total sales 
may not equal those of other years, and 
while profits may not prove to be more than 
a mere shadow of what they ought to be—still 
it can be stated truthfully that considerable 
progress was made. 

In the first place—a real start toward 
standardized rules for installation work has 
been made through the approval by the three 
most important organizations in the industry, 
representing manufacturers, wholesalers and 
installers, of the ‘Standard Code for Installa- 
tion of Warm Air Furnaces in Residences. 

The Code is not perfect, but in it are set 
down a number of definite rules, about which 
there is little or no dispute, and experience 
will tend to demonstrate that the matters 
which are still in dispute can be settled in a 
manner satisfactory to all, so that “good in- 
stallation practice” may really mean some- 
thing more than a mere rule of thumb and be 
based on scientifically worked out formulas, 
proven true in actual work. . 

In the second place—more and more manu- 
facturers are coming to a realization that a 
warm air furnace is something more than a 
lot of cast iron or sheet steel, and that it must 
be made and sold on something else than a ton- 
nage basis. It is true, of course, that the man- 
ufacturers must take value into consideration 
and that “tonnage” in this sense is of* impor- 
tance, but more and more manufacturers are 





coming to realize that the finish and the eff- 
ciency of their furnaces are really the two 
points that make for steady growth and last- 
ing trade. 

In the third place—installations, the most 
important factor, are actually being planned 
with more care and executed in more efficient 
manner, due at least in some measure to the 
many instructive articles on this subject which 
have been published by American Artisan 
but also to the co-operation furnished by the 
engineering departments of many of the 
manufacturers. 

We mention simply incidentally, because it 
belongs here, that during 1922 American 
Artisan has published more articles and repro- 
duced more plans bearing on installation work 
than all the other trade papers in this field put 
together. 

It is also a matter of record that in our ad- 
vertising section we have a larger number of 
manufacturers of warm air furnaces and sup- 
plies represented than any other trade journal, 
and that in this, our 1922 Warm Air Furnace 
Special, we have broken all records for adver- 
tising patronage and space in this field. 

For 1923 we predict still greater progress 
and prosperity for the manufacturer and the 
installer, provided, of course, that each one in 
his field follows the accepted rules of good 
work and goes after business in a really de- 
termined manner with a well planned selling 


campaign. : 


— 
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1922 WAS BETTER THAN EXPECTED AND 1923 
WILL BE STILL BETTER. 


To the ultraconservative, 1922 was a disap- 
pointment—as it was to the ultraoptimist. 

The year which has just come to a close 
proved better, so far as “business” is con- 
cerned than many expected and not so good as 
some hoped. 





Taken as a whole, however, we believe that 
1922 will go down in history asa year of great 
achievement, if for no other reason than the 
fact that we have gotten down to a basis 
which promises to be fairly well established 
for some time to come, so far as values are 
concerned. 

Prices have been reduced to a point where, 
if any change is to come, they will be higher— 
generally speaking, of course. 

Business during the past six months of 1922 
was very good for some manufacturers, 
especially those who had prepared themselves 
to fill orders quickly, by making up reasonable 
quantities for stock. 

It was not so good for those who had to go 
out and buy in the primary markets. De- 
liveries were difficult to secure and premiums 
had to be paid to obtain certain material, all of 
which reduced profits for this class. 

It was the same with the retailers: 

Those who were foresighted enough and 
who had courage to place orders last spring 
had the goods when the consumer began to 
buy. 

Those who kept on looking for a further 
slump in prices found it necessary in most 
cases to pay more than it would have been 
possible to secure merchandise for when the 
traveling salesmen were urging them to buy. 

But what of 1923? 

Here is what Edward E. Gore, the retiring 
president of the Chicago Association of Com- 
merce, probably the greatest body of men in- 
terested in promoting the commercial inter- 
ests of any one community says: 

“There is no question of the next twelve 
months’ business being better than any similar 
period during the last three years. Demands 
for new construction of buildings for all pur- 


poses insure employment for every class of 
labor. The wide range of materials entering 
into modern construction, together with 
profitable employment for nearly every type 
of worker, would produce prosperity without 
consideration of any other factor. 

“The situation of the farmer is bound to im- 
prove markedly during the coming year. Al- 
ready there has been a decided improvement 
in the purchasing power of the agricultural 
districts: it has been noticeable for two or 
three months. Farm machinery houses have 
not yet felt the impetus of this revival because 
the season is not right, but I look for a decided 
improvement in their business in the early 
spring months. Farmers have gone so long 
without buying new machinery that they will 
be compelled to make purchases during the 
coming year. This will release the piled-up 
stocks of farm implements and lead to further 
business activity.” 

When it is considered that Mr. Gore is not 
engaged in selling merchandise but in the busi- 
ness of “public accounting,” and that, there- 
fore, by his very experience and training must 
be a conservative, his statements are just so 
much more significant and encouraging to the 
man who at this time must decide on his pur- 
chases and expenditures for 1923. 

x ok x 

To its great family of interested subscribers 
and advertisers American Artisan and Hard- 
ware Record bespeaks a Happy New Year and 
extends its sincerest well wishes for the 
coming year. 

May this time and occasion serve to re- 
mind us all that there is a community of inter- 
est between manufacturer, artisan and retailer 
and that this publication endeavors to serve 
as the medium through which that bond of 
interest may most efficiently be expressed. 

We are proud to point to the achievements 
of the past year, as reviewed in these pages, 
and turn to the new year with best wishes to 
all—secure in the thought that earnest pur- 
pose and high endeavor will earn their just 
reward. 





December 39, 1922. 
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Random Notes and Sketches. 


By Sidney Arnold 

















“It is a fine thing to have good 
principles,” says E. B. Langenberg 
of the Front Rank furnace folks, 
“but having good principles are not 
enough,’ and then he proceeds to 
tell the following story: 

Pat was a good husband and a 
good father and had taken good 
care of his family at times. He was 
well liked in his neighberhood, but 
occasionally he would go on a spree 
while his large family got along as 
best they could. When his unex- 
pected death came the neighbors 
were shocked, and a kindly woman, 
chatting over the fence with Pat’s 
wife, proceeded to comfort her by 
telling of Pat’s good points. 


“He was such a man of princi- 


“And am I the only girl you ever 
loved?” she asked. 

“Rum 
Downs Rivals,” he replied. 


Magnate’s Daughter 
“Pops 
Question on Beach.” 

“Tom,” she breathed softly. 

He clasped her tenderly in his 
arms and whispered in her ear: 
Beach Parley Huge Success, Says 


Scribe.” 


About twenty years ago one of 
my friends who had bought a new 
house invited me to come in and 
look it over. 





NOW ALL You) 
GOTTA 00 Is T 
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home made heat regulator operated 
by an alarm clock. The contrivance 
looked very much like the “Thinga- 
majig” that Gaar Williams drew re- 
cently in the cartoon, shown here- 
with, for the Chicago Tribune. 

The point which appealed to me 
especially was the fact my friend 
did not have to get up at 5:30 in the 
morning to open the drafts in his 
furnace, and that by 6:30, when he 
got up to dress the house was warm. 

Today, the heat regulator is con- 
sidered a “regular” part of any 
properly installed warm air furnace, 
and none who have experienced the 
convenience and economy effected 
by this apparatus would any more 
think of dispensing with it than he 
would consider driving an automo- 
bile without a windshield. 


SET TH ALARM CLOCK 
: AND THAT RELEASES 
. THE THING AMATIG « 
Prerry Slichr 
? 


ple,” said the neighbor. 


“And am I not the one to know 





it?” replied the bereaved wife. 
“Sure and every Saturday night 
from the first day we were married 
didn’t he come home and place his 
pay envelope in front of me as reg- 
ular as a clock? Nota night did he 
miss all the time we were married. 
Of course the pay envelope was 
always empty, but look at the prin- 
ciple of the thing!” 


Anent the announcement of the 
engagement of Bill Laffin, the Tee 
Bee register man and tramp com- 
edian at sheet metal conventions, 
the following might not be consid- 
ered out of place: 

He was a headline writer for a 
daily newspaper. She was the 
daughter of a prosperous bootlegger. 
They sat on the beach and watched 
the moonlight ripple on the ocean. 
\fter a silence he spoke. 

“Scribe Woos Hooch 
Daughter. Meets Fate at Seashore.” 

“Oh, Tom,” she murmured faint- 
ly, “when did you first knew you 
really cared?” 

“Journalist Smitten at Net Tilt. 
Loses Heart as Heiress Wins Tour- 
ney,” he answered. 


King’s 





























Ott Ov me Oncnes Pramst. 





Cartoon by Gaer Williams, Showing Early Type of Heat Regulator. 


This was in the days before any- 
one had ever heard of Volstead and 
his one-half of one per cent, so 
when this friend asked me to step 
down into his basement I had no 
idea as to what he warted to show 
me. 

But I saw 


something new—a 


“It is well to look before you 
Roy Walker, of the 
Company, “but 


leap,’ 
Meyer Tlurnace 
there are few men as fore-sighted as 
the man mentioned in the follow- 


Says 


ing conversation : 
The Boss: “We need a far-sight- 
ed man for that job, you know. Do 
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you really think Jones is that sort ?” 

His Partner: “Weil, l:e and I be- 
long to the same church and I’ve at- 
tended more than a dozen Sunday 
school picnics with him and _ he’s 
never forgotten his umbrella.” 

The Boss: “He'll do.” 

* * * 

Dick Wiechert, of the St. Clair 
Foundry Corporation, tells a story 
about a dear old lady who was hav- 
ing her first ride in a taxi: 

She watched with growing alarm 
the driver continually putting his 
hand outside the car as a signal to 
the following traffic. At last she 
became exasperated. 

“Young man,” she said, “you look 
after that car of yours and watch 
where you are going. I'll tell you 
when it starts raining!” 

* * * 

Dick Moncrief, who attends con- 
ventions for the Henry Furnace & 
Foundry Company, sometimes has 
to travel on the “one-engine”’ rail- 
roads of Ohio which somehow man- 
age to stay alive on purely local 
traffic. 

For a couple of hours the rural 
railroad train had been bumping 
along, stopping mysteriously every 
now and then and making the hard- 
est kind of going. Finally there 
was a delay of almost an hour, 
after which the conductor walked 
through the smoker, casting furtive 
glances at the exasperated passen- 
gers. He at last selected Dick as 
the best-natured appearing man 
among them, leaned down and whis- 
pered : 

“Say, have you got a piece of 
string? We want to fix the en- 
gine.” 

ok * ok 

“If you do not believe in your- 
self, nobody else is likely to do so,” 
said W. G. Wise, who makes the 
furnace with the owl trade mark, 
and then he told the following story 
which took place in the Akron court 
house: 

A case involving some architec- 
tural plans was being tried and a 
number of nationally prominent 
architects were put on the stand as 
experts. Finally one William Sum- 
ner, a local architect of no particu- 


lar reputation, was called. The 
plaintiff’s attorney started to cross- 
examine him, demanding: 

“Who do you consider the great- 
est architect in the world?” 

“William Sumner,” was the im- 
mediate reply. 

There was a roar of laughter, in 
which the witness did not join. At 
the close of the trial one of his 
friends came up to him and asked: 

“Didn’t you go a little strong 
there, Bill?” 

“Where—how ?” queried Sumner. 

“Settin’ up there and claimin’ to 
be the greatest architect in the world 
with all them big bugs around.” 
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“Well, what else could I say?” 
asked the veracious Sumner. “I was 
under oath, wasn’t I?” 

Here is a new one on the Scotch 
and their reputed habits of frugal- 
ity, which George Harms of Handy 
furnace pipe fame sends me: 

A Scotch passenger on a liner was 
watching an approaching vessel 
through field glasses. 

“Hoot!” he remarked to a com- 
panion. “She’s a Scotch ship.” 

“How can you tell she’s Scotch.” 

“Tak’ the glasses yersel’. D’ye 
ken that there’s nae gulls followin’ 
her ?” 


THE AMERICAN LEGION WEEKLY 





Substitutes for Coal 
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WARM WITHOUT COAL. 
In VIEW OF "THE 
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OP COAL FoR HEATING 
Purroses THIS WINTER 
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EXCELLENT EXERCISES 
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You FEEL REAL CoD 
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Cartoon in American Legion Weekly Furnishing Suggestions for the Man Who 
Is Short of Coal. 
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Complete Text of Approved Standard Code for Installation 
of Warm Air Furnaces 


This Code, as Approved by Chief Organizations of Manu- 
facturers and Installers, Is Guide for Residence Installations. 


-* THE request of many manu- 
facturers and installers of 
warm air furnaces we publish again 
the complete text of the “Standard 
Code Regulating the Installation of 
Warm Air Furnaces in Residences.” 

Those who made the request did 
so because, as they said, AMERICAN 
ARTISAN Warm Air Furnace Spe- 
cials, issued as they are at the close 
of each year, have come to be re- 
garded as reference books for the 
coming year, so that the 1922 Warm 
Air Furnace Special should, they 
say, contain the complete text of the 
most important piece of information 
and instruction that was produced 
during 1922. 

The Standard Code was pre- 
pared by a committee consisting 
of men with theoretical as well as 
practical experience in manufactur- 
ing and installing warm air fur- 
naces. Their conclusions were ar- 
rived at after thorough discussion 
and investigation. Their recom- 
mendations were presented to the 
members of the National Warm Air 

leating and Ventilating Associa- 
tion, the Western Warm Air Fur- 
nace & Supply Association and the 
National Association of Sheet Metal 
Contractors, the three chief bodies 
of manufacturers and _ installers, 
and were adopted as follows: 

Outline. 

Article 1.—Meaning of Terms. 

Article 2.—Provisions in Build- 
ing. 

Section 1—Construction. 

Section 2.—Chimneys. 

Article 3.—Formulae. 

Article 4.—Installation. 

Section 1.—Location of 
naces. 

Section 2.—Foundation. 

Section 3.—Setting Furnace. 

Section 4.—Casings. 

a. Portable. 
b. Brick Set. 


Section 5.—Basement Pipes. 


Fur- 


Section 6.—Wall Stacks. 
a. Single. 
b. Double. 

Section 7.—Registers. 

Section 8.—Air Supply. 

Section 9.—Smoke Pipe. 

Section 10.—Pipeless. 

Article Number 1.—Meaning of the 
Term “Warm Air Furnace 
Heating Plant.” 

Warm air furnace heating plants, 
to which this code refers, shall con- 
sist of one or more warm air fur- 
races, enclosed within casings, to- 
gether with necessary appurte- 
nances thereto, consisting of warm 
air pipes and fittings, cold air or 
recirculating pipes, boxes and fit- 
tings, smoke pipes and fittings, reg- 
isters, borders and face plates, the 
same being intended for heating 
buildings in which they may be in- 
stalled. 


Article Number 2.—Provisions to Be 
Made in Building Under Construc- 
tion for Reception of Warm Air 
Furnace Heating Plants. 


Section 1. (a) The following 
provisions shall be made by the 
owner or building contractor, in any 
building wherein a warm air heating 
plant is to be installed. 

(b) Where warm air register 
boxes, heads, pipes or stacks are to 
be installed, joists shall be set not 
less than sixteen inches (16”) on 
centers and shall be butted and not 
lapped. Studding shall set directly 
over and under joists, leaving a 
space of not less than fourteen 
inches (14”) between studs and 
joists. Wherever joists are cut, 
headers must be put in to support 
joists. 

(c) All first story single or sub- 
floors shall be continuous. In all 
houses having studded exterior 
walls, these floors shall be extended 
to the outside sheathing and all 
spaces between studding shall be 
closed at the attic line. 


Note 1. It is strongly recom- 
mended that the attic be tightly 
floored to reduce heat losses. 

(d) All partition walls (or sec- 
tions of these walls) in which heat 
stacks to the second floor rooms are 
to be installed, shall be built of six 
inch (6”) studding to second story 
floor joists. 

Chimneys. 

Section 2. (a) The owner shall 
provide a chimney for the furnace 
constructed in a manner to comply 
with the following specifications. 

(b) The chimney must be abso- 
lutely smoke tight throughout its 
entire length, and must extend at 
least three feet (3’) above a flat 
roof or two feet above the ridges 
of peak roofs. 

(c) If built of a single thickness 
of brick or of cement blocks, it 
shall be lined throughout its entire 
iength with fire clay flue lining, hav- 
ing not less than three-fourths inch 
(34”) thickness. Flue lining to be 
laid in mortar and made airtight. 

(d) The furnace flue must have 
no other opening for attaching any 
fireplace, furnace, stove, range, 
water heater, gas or ventilating con- 
nection. 

(e) If necessary to offset the 
flue, it must be done in such a man- 
ner as not to reduce the cross sec- 
tional area nor create a ledge or 
obstruction, where loose material 
may lodge. 

(f) Its narrowest dimension shall 
not be less than eight (8”) inches 
and no flue smaller than 8” x 8” 
rectangular or eight (8”) inch di- 
ameter round will be considered 
suitable when hard coal is to be 
burned, or 8” x 12” rectangular or 
ten (10”) inch round for soft coal 
or wood. 

Note 2. It is recommended that 
the height above the furnace grate 
be not less than twenty-six (26’) 
feet. 








56 AMERICAN ARTISAN 


Note 3. It is strongly recom- 
mended that all new chimneys be 
built in strict accordance with the 
ordinance recommended by the Na- 
tional Board of Fire Underwriters. 
Article Number 3.—Method for De- 

termining Size of Warm Air Pipes, 


Wall Stacks and Furnaces for 
Use in a Residence. 


Method of Determining Sise of 
Basement Warm Air Pipes. 
(Read Explanatory Notes 4 to II.) 
Section 1. First Floor Rooms. 

Divide square feet of glass by 12. 

Divide square feet of net wall 
by 40. 

Divide cubic contents by 800. 

Add together the above and mul- 
tiply by 8. 

The result is the area of the 
basement pipe. 

The sum of: 

Glass (sq. ft.) (Note 4) —- 12, 
Net Wall (sq. ft.) (Note 5) -- 40, 
Cubic Contents —- 800 * 8 = Area 
of Basement Pipe (Note 10). 

Section 2. Second Floor Rooms. 

Divide square feet of glass by 12. 

Divide square feet of net wall 
by 40. 

Divide cubic contents by 800. 

Add together the above and mul- 
tiply by 6. 

The result is the area of the 
basement pipe. 

The sum of: 

Glass (sq. ft.) (Note 4) -+- 12, 
Net Wall (sq. ft.) (Note 5) — 40, 
Cubic Contents -- 800 * 6 = Area 
of Basement Pipe (Note 10). 

Section 3. Third Floor Rooms. 

Divide square feet of glass by 12. 

Divide square feet of net wall 
by 40. 





Divide cubic contents by 800. 

Add together the above and mul- 
tiply by 5. 

The result is the area of the base- 
ment pipe. 

The sum of : 

Glass (sq. ft.) (Note 4) + 12, 
Net Wall (sq. ft.) (Note 5) -+ 40, 
Cubic Contents -- 800 & 5 = Area 
of Basement Pipe (Note 10). 
Method of Determining Size of Wall 

Stacks. 
Section 4. First Floor Rooms. 
Same as Section 1. 


Section 5. Second Floor Rooms. 
Deduct 40% from basement pipe 
area determined in Section 2. 

Section 6. Third Floor Rooms. 
Deduct 40% from basement pipe 
area determined in Section 3. 

Explanatcry Notes. 

Note 4. In obtaining glass sur- 
face use full casement opening. An 
outside door is figured as glass. 

Note 5. To obtain net outside 
wall multiply height by width and 
deduct the glass in all windows and 
outside doors. 

Note 6. 
usual exposure, ordinarily north, 
northeast and northwest, add 15% 
to pipe area. For east and west ex- 
posure, add 10%. 


For rooms having un- 


Note 7. For cold ceilings, add 
one-half net area of ceiling to net 
exposed wall (cold ceilings are 
those next to unfloored attics). 

Note 8. Use no warm air pipe 
less than 8 inches in diameter. 

Note 9. It is understood in using 
the above values for determining 
basement warm air pipe areas, that 
these pipes should be run compara- 
tively straight and that they should 
not be over 10 to 12 feet in length. 
Sharp turns and long pipes should 
have extra capacity. 

Note 10. These formulae are for 
70° inside temperature with zero 
temperature outside. For a temper- 
ature of 10° below zero, add 10% 
to the capacity of each pipe. 

Note 11. The value of 800 (used 
in cubic contents) is for an esti- 
mated air change of one room vol- 
ume per hour. If it is desired to pro- 
vide for 1% room volume use the 
figure 600. If for 2-room volumes 
use the figure 400. The factor of 8 
in Section 1 will give a register tem- 
perature of approximately 190° in 
zero weather. Should a lower reg- 
ister temperature be desired, the 
factor 9 will give 175° at the reg- 
ister. 

Transition Fittings and Stacks. 

Section 7. Transition from warm 
air pipes to stacks shall be made 
with a well designed elbow or boot 
and no stack shall be less than 60% 
of the warm air pipe area. 

Section 8. All registers shall have 
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a free area at least equal to the cal- 
culated area of the basement pipe, 
transition fitting or stack to which 
it is connected. 

Section 9. Add together the ac- 
tual warm air pipe areas in sq. in. 
as obtained in Sec. 1, 2 and 3, and 
select a furnace having a free area 
not less than the sum of all the 
warm air pipe areas. 

Article Number 4.—Installation and 
Location of Furnace. 

Section 1. The location of the 
furnace shall equalize the length of 
warm air runs as far as possible, 
yet give necessary preference to 
pipes supplying living rooms, din- 
ing rooms and main halls. 

Section 2. Furnace foundation of 
brick, cement, or other incombusti- 
ble material must be provided. Said 
foundation to extend at least fif- 
teen (15) inches at rear and sides 
of furnace casing and at least thir- 
ty-six (36”) inches in front of fur- 
nace casing. Foundation to be level. 

Setting or Assembling of Furnace. 

Section 3. (a) The base ring of 
the furnace shall be cemented to 
the foundation, making an airtight 
joint. The furnace parts shall be 
assembled plumb and level, and in a 
workmanlike manner. 

(b) All sections and joints shall 
be properly fitted. Joints requiring 
cement shall be well filled and all 
bolts shall be drawn up tightly. 

Casings. 

Section 4. (a) Warm air fur- 
naces shall be enclosed in metal 
casings or walls of brick, tile or 
concrete. 

(b) Portable. 
ings including casing tops shall be 


Sheet metal cas- 


made of galvanized sheets, not 
lighter than Number 26-U. S. 


Standard Gauge. They shall fit the 
castings and casing rings closely, so 
as to be dust tight, and shall be 
securely fastened to the front. The 
casing shall be lined from the upper 
casing ring down to a line on a level 
with the grate. 

(c) When side collars are used 
the casing top must be of sufficient 
height so that the largest warm air 
pipe can be taken from side without 
ovaling. In no case shall a distance 
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less than eight (8”) inches be main- 
tained between the top of any fur- 
nace and the top of casing or bonnet. 

(d) Any furnace, the casing top 
of which shall come within sixteen 
( 16”) inches of a combustible floor, 
ceiling or joist, shall be protected 
by a metal shield, extending not less 
than eighteen (18”) inches beyond 
ihe casing of said furnace. This 
shield shall be suspended at least 
two inches below wood work, allow- 
ing free air space between shield 
and woodwork. No furnace casing 
or top, coming nearer than six (6”) 
inches of ceiling or joists shall be 
allowed in any case. 

(e) Openings for side casing col- 
lars shall be cut into the casing top, 
so that the tops of all openings are 
on a level. Casing collars shall be 
fitted into place with a_ proper 
flange, or bead on the outside and 
drawn up on the inside, making a 
dust tight joint. All collars shall be 
of same size as the warm air pipes 
to which they are to be connected. 

(f) Brick set, cement or hollow 
tile casings shall be constructed as 
follows: Walls shall be not less than 
eight (8”) inches in thickness, and 
shall be constructed airtight. Rec- 
tangular casing shall be, with least 
inside dimensions, the same as that 
of the portable casing of a corre- 
sponding size of furnace. Walls 
shall be carried to the same height 
as the portable walls, allowing not 
iess than eight (8”) inches between 
the top of the furnace and the bot- 
tom of the top cover. After placing 
the collars for the warm air pipes, 
continue the masonry up even with 
the top of the collars, lay spacing 
rods of bar iron on edge or angle 
irons across the furnace top, cover 
these with sheet iron, cover the 
sheet iron with masonry and run 
ihe side walls four (4”) inches 
above the masonry bed. A gal- 
vanized iron casing bonnet may be 
used on brick set furnaces. 

Provision shall be made in the 
walls for a manhole to give ingress 
to heater. 

Warm Air Pipes in Basement. 

Section 5. (a) All warm air pipes 
shall be made of bright tin not 
lighter than IC, or galvanized iron. 
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Side seams shall be locked seams. 
All joints shall be either double 
seamed or lapped not less than one 
and one-quarter (1144”) inches and 
such joints shall be beaded and sol- 
dered or riveted. All pipes shall be 
properly secured to ceiling or joist. 
No solder or riveted joint is re- 
quired where round pipe slips over 
the casing collar. Any pipe twelve 
(12”) inches or greater in diameter 
shall not be made of material lighter 
than IX tin or Number 26 U. S. 
Standard Gauge galvanized iron. 

Note 12. 
all warm air pipes in the basement 
shall have an upward pitch of not 
less than one (1”) inch per run- 
ning foot. 

(b) No warm air pipe shall run 
within one (1”) inch of any wood- 
work unless such woodwork is cov- 
ered with asbestos paper and the 


It is recommended that 


paper covered with tin or iron. 

(c) All warm air pipes in the 
basement shall be provided with 
dampers not more than two feet 
from the casing. 

(d) Where warm air pipes pass 
through a masonry wall, a metal 
thimble shall be provided, having a 
diameter at least 1” greater than 
the pipe, and pipe supported in such 
a manner that the air space is uni- 
form on all sides. 

Wall Stacks. 

Section 6. (a) Single Stacks. All 
single wall stacks or wall pipes, 
heads, boots, ells, tees, angles and 
other connections shall be made of 
bright tin or galvanized iron and 
shall be covered with not less than 
one thickness of 12 lbs. per one 
hundred (100) square feet of as- 
bestos paper. All studding and other 
woodwork facing said pipe shall be 
lined with metal and metal lath used 
in place of wood lath. An air space 
of not less than three-eighths (3¢”) 
of an inch shall be allowed on the 
two sides nearest the vertical studs. 
All such pipes shall be braced in a 
proper manner so as not to obstruct 
the flow of air but to retain the full 
capacity throughout. All joints shall 
be locked and held in place by 
means of lugs, or straps. No joint 
shall depend wholly upon solder to 
make it tight. 
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(b) Double Stacks. All double 
wall stacks -or wall pipes, heads, 
boots, ells, tees, angles and other 
connections shall be made of bright 
tin, not lighter than IC or galvan- 
ized iron and shall be made double, 
from and including the boot or foot 
piece in basement to the top of each 
end every stack and register head on 
all floors. There shall be continuous 
uniform air space of not less than 
five-sixteenths (5/16) of an inch, 
which must be maintained between 
the outer and inner walls of all such 
pipes and fittings of all kinds, styles 
and descriptions ; such pipes, heads, 
hoots and other fittings to be of the 
styles, or equal to those accepted by 
the National Board of Fire Under- 
writers. 

All pipes and fittings either single 
or double must be secured firmly in 
place by lugs or straps attached to 
the outer walls of stacks and fit-. 
tings, and no nails shall be driven 
through these stacks or fittings at 
any point. No wall pipes or fittings 
shall be used which depend wholly 
on soldered joints. The various 
members shall be so made that all 
joints are locked and soldered and 
the several members shall be at- 
tached to each other with slip joints, 
which are, for the purpose intended, 
airtight. 

Registers. 

Section 7. (a) When baseboard 
or wall registers are used, they shall 
be properly and permanently at- 
tached to the stack head in such a 
manner that will prevent any leak- 
age of air between the head and the 
register. 

(b) Floor registers shall be pro- 
vided either with register borders or 
double register boxes of tin or gal- 
vanized iron with an air space of not 
less than five-sixteenths (5/16) of 
an inch between inner and outer 
boxes. 

(c) Registers for warm air and 
warm air pipes shall not be located 
in outside walls. The warm air reg- 
isters in the various rooms shall be 
located in or rear the inside walls 
in all cases. 

Air Supply to Furnace. 

Section 8. (a) The air supply 
to furnace for warm air heating 
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plants may be taken from outside 
or from within the building or may 
be taken partially from outside and 
partially from within. In no case, 
however, shall air be supplied to any 
furnace from any basement or fur- 
nace room. 

(b) The cold air intake or return 
where air is taken from within the 
building shall have a net area 
throughout its entire length of not 
less than the combined net area of 
all warm air pipes leading from the 
furnace. This may be maintained in 
one or more ducts. 

(c) When the cold air supply is 
taken wholly from the outside of 
the building the supply duct at its 
most contracted area must equal or 
exceed eighty (80%) per cent of 
the combined area of all warm air 
pipes leading from the furnace. 

(d) Cold air ducts shall be con- 
structed of metal, tile or other in- 
combustible material having smooth 
inner surface and shall maintain a 
constant net area throughout their 
entire length and shall be made air- 
tight. Where a boot or shoe is con- 
nected to the casing at the base, the 
opening shall not extend higher than 
a line on the level of the grate of 
the furnace. The width of the shoe 
shall be of proper measurement to 
make the area at least equal to that 
of the round or square pipe to 
which it is connected. 


(e) Wherever the space between 
joists is used to convey cold air 
over head, the joists and all wooden 
surfaces between such joists shail 
be lined with metal and a sheet 
metal pan constructed to extend not 
less than six (6) inches below said 
joists. The connection from this 
pan to the boot or shoe shall be 
made of galvanized iron not lighter 
than Number 26 U. S. Standard 
Gauge, and shall have a transition 
collar, the top area of which shall 
be at least 10% greater than the 
area of the connecting pipe. 

(d) The cold air face or faces 
shall be made of wood, or metal. 
When set in floors the top of same 
shall be flush with floor. Where 
cold air face is placed in a seat or 
side wall (whether furnished by 
owner, general contractor or fur- 


nace contractor) the open work of 
face must extend to within at least 
one (1”) inch of the floor line. 

The free area of cold air faces 
shall be at least 10% in excess of 
the free area of the duct or ducts 
to which they are connected. 

Note 13. The effective area of a 
vertical cold air face lies within 
twelve (12) inches of the floor 
line, hence, the capacity of any ver- 
tical cold air face shall be deter- 
mined by multiplying the base line 
it inches by not to exceed twelve 
(12”) inches in height and deduct- 
ing for the grills or cross bars. 

Smoke Pipes. 

Section 9. (a) The smoke pipe 
shall be as short and direct as con- 
sistent with the location of the fur- 
nace. It shall be made of either 
black or galvanized iron not lighter 
than Number 24 U. S. Standard 
Gauge, and of the full size of the 
collar on the furnace throughout 
its entire length. It must have no 
other opening for attaching any fire- 
place, stove, range, water heater, 
gas or ventilating connection. It 
shall be lock seamed or riveted; all 
joints shall lap not less than one and 
one-half (112) inches and it shall 
be rigidly secured. Cast iron smoke 
pipe may be used. 

(b) When the smoke pipe enters 
the flue, a thimble shall be cemented 
into the flue and the connections 
thereto made airtight. Should any 
smoke pipe come within sixteen 
(16) inches of any combustible 
material, such combustible material 
must be covered with asbestos paper 
and a metal shield so fastened that 
a two-inch air space exists between 
this shield and the combustible ma- 
terial. This shield shall be no less 
in size than twice the diameter of 
the smoke pipe and of sufficient 
length to cover the wood at all 
points. 

(c) No smoke pipe shall project 
through any external wall or win- 
dow. 

Pipeless or One-Pipe Furnaces. 

Section 10. (a) When but one 
duplex grating is used for both 
warm air and cold air in a so-called 
pipeless furnace, the area of the 
cold air intake shall be at least equal 
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to the area of the warm air outlet 
of the grating. Article 4, Section 4, 
relative to casing shall not govern 
when this type of furnace is in- 
stalled, but the following specifica- 
tion shall be followed: The inner 
and outer casing of this type of 
furnace may be made of either 
black or galvanized iron not lighter 
than Number 26 U. S. Standard 
Gauge. A uniform air space shall 
be maintained at all points between 
the inner and outer casing. In no 
case shall the top of the furnace be 
allowed closer than twelve (12’) 
inches to any ceiling to joists above 
the furnace. 

(b) Where joists are cut to ac- 
commodate this furnace, headers 
shall be put in and braced so as not 
to weaken the structure of the floor 
above the furnace. 

(c) Article Number 3 for deter- 
mining area of warm air pipe shall 
not govern in figuring a pipeless 
furnace. 

(d) Where one warm air regis- 
ter face is used and separate face or 
faces for cold air supply are used, 
then Article Number 4, Sections 5 
and 8 shall apply. 





Manny Heating Supply Company 
Occupies Larger Quarters. 


The Manny Heating Supply 
Company will on January Ist take 
over practically the entire building 
at 131 West Lake Street, Chicago. 

The Boynton Furnace Company, 
one of the oldest furnace manufac- 
turers in the country, who have 
occupied space in this building for 
many years, will on that date dis- 
continue their Chicago branch. 

Their stock will be turned over 
to the Manny Heating Supply Com- 
pany, who will carry a full line of 
Boynton repairs for the benefit of 
the many thousands of Boynton 
users in the West. 

The growth of the Manny Heat- 
ing Supply Company, organized in 
the Spring of 1919, has been ex- 
traordinary. With this additional 
floor space, much larger offices 
which will be moved to the second 
floor, and increased office and ware- 
house help, Manny customers are 
assured of the same quick service. 
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1922 Prosperous, 1923 Better, Is Forecast for 
Furnace Industry of President I. L. Jones. 


National Warm Air Heating and Ventilating 
Association Head Urges Better Costs System. 


REDICTING, before the books 

of 1922 have been balanced that 
it has been a prosperous year, and 
that the prospects for 1923 are 
brighter, 1. L. Jones; president of 
the National Warm Air Heating 
and Ventilating Association, ap- 
peals, in the following article writ- 
ten specially for the “Warm Air 
Heater Special,’ for unanimous 
boosting of the installation code and 
for the study and use of better costs 
practices. The Association’s speciai 
research work will go on, he says, 
and he foresees further accomplish: 
ments. He writes: 

The year now drawing to a close 
should be a prosperous one for both 
the manufacturer and dealer. Start- 
ing slowly, the demand for furnaces 
has gathered momentum with the 
passing months and our e facilities 
have been taxed to the utmost to 
supply the demand. 

While 
have caused the demand for pipe- 
jess and one-pipe heaters to lag, the 
call for other types have been very 
heavy. 

It is especially pleasing to note 


agricultural conditions 


the increasing use of the better 
grades of furnaces. 

The great advance in the price of 
pig iron, coke and other materials 
entering into the cost of fur- 
nace manufacturing has naturally 
brought with it an increase in selling 
prices of furnaces. These selling 
prices, however, have not fully re- 
flected the advance in costs. The 
dealers who bought early this year 
were fortunate, and no doubt have 
profited accordingly. 

Never have the developments of 
the year’s business better demon- 
strated the fallacy of loading up in 
the early part of the year with a lot 
of low priced business which hardly 
shows a profit, and which makes 
necessary the passing up of good 
profitable business when the real 
demand arrives. The consumer per- 


haps profits from this cut-throat 
competition, which so often devel- 
ops in the spring months, but surely 
the manufacturers and dealers do 
not. No more furnaces are sold, but 
profits are materially reduced as a 


result of this condition. Nothing 
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- will so help this condition as a bet- 


ter knowledge of the tosts of pro- 
duction and installation. 

For the new year would it not be 
a good resolution to: 

“Know our costs better than ever 
before?” 

Our industry has made distinct 


HARDWARE RECORD 59 


progress during the year. The adop- 
tion of the Code for Installations, 
after the most careful consideration, 
marks a distinct step forward. 
Every effort is being made to secure 
a wide distribution of this code and 
many thousands of copies have al- 
ready been distributed. It is to be 
hoped the coming year will see its 
adoption into the building codes of 
many communities. This will re- 
quire concerted effort on the part 
of manufacturers and dealers, but 
the results to be obtained will jus- 
tify the work necessary to secure its 
adoption. 

Work 
being carried on by the National 
Warm Air Heating and Ventilating 
Association at the University of Il- 
linois with Professor Willard and 
his staff has progressed 


The Furnace Research 


steadily 
under the direction of Professor 
Willard and the Research Commit- 
tee of our Association. The diffi- 
culties encountered in the work and 
the way the problems have been 
solved demonstrate clearly the ne- 
cessity and wisdom of co-operative 
effort in such an undertaking. Much 
has already been accomplished. The 
work is unbiased and accurate and 
as the work progresses, the facts 
developed will be far-reaching in 
their effect on design of apparatus 
and methods of installation. 

The prospect is bright for a pros- 
perous year ahead for the furnace 
industry. Let us all hope the pros- 
pect will be realized. 


Increased Output, Adoption of Code, Were 1922 
Milestones in the Warm Air Furnace Industry. 
Allen W. Williams, Secretary of National Asso- 


ciation, Reviews Events of Progress in Trade. 


ESEARCH work carried on by 

° National Warm Air Heat- 
ing and Ventilating Association at 
the University of Illinois, adoption 
of the new installation code, manu- 
facture of a much greater number 
of heating units—these were the 
milestones for the year 1922 in the 
national warm air furnace industry. 
In the selection of these outstand- 
ing features of the year’s progress, 


there probably could be found no 
more competent authority to en- 
umerate them than Allen W. Wil- 
liams, secretary, National Warm 
Air Heating and Ventilating Asso- 
ciation, and the author of the sub- 
joined article. 

Readers of AMERICAN ARTISAN 
AND HARDWARE ReEcorp will find in 
Mr. Williams’ review of the year in 
the industry not only an analysis of 
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the principal events, but a most im- 
portant suggestion for the future— 
namely, the adoption of better 
merchandising methods in display 
rooms. The article follows: 


A Few Observations as to the Warm 
Air Furnace Industry. 


The year that has just passed hes 
been another one during which no 
amount of experience in the sales 
end of the business was helpful in 
determining production schedules; 
however, for the first few months 
this was unimportant as trade was 
light with prospects for business or 
profits uncertain. In addition to 
this in many cases unsettled labor 
conditions caused manufacturers to 
curtail the making of goods for 
stock. Nearly half of 1922 had 
passed before any marked improve- 
ment in business was noted but 
from July on the volume of orders 
assumed quite normal proportions, 
the city trade, as well known, being 
much better than that in the rural 
districts but as trade improved the 
lack of finished stock in the hands 
of some manufacturers, as well as 
numerous embargoes placed by 
many of the railroads, then made 
deliveries slow and unsatisfactory. 

Yet in spite of the difficulties 
which conspired to make 1922 an 
off year, and while no definite fig- 
ures are available, it seems quite 
safe to say that the number of units 
manufactured during 1922 was 
greatly in excess of the output in 
1021. To be sure during the latter 
vear there was a decided slump in 
the number of warm air furnaces 
made as compared with 1920; nev- 
ertheless the improvement has been 
enough to be an encouragement to 
both manufacturers and _ dealers 
and to cause them to feel that if we 
can have a new year reasonably free 
from labor troubles and transporta- 
tion difficulties the industry will not 
be long in getting back to normal 
and that 1923 will be a bigger and 
more profitable period. 

It would seem that early buying 
will be in order but should some- 
thing unforeseen cause a disappoint- 
ment in this regard it is certain the 
manufacturers will not stock their 
goods to any extent for their mar- 
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gins are too close to justify any 
slower turnover than ordinarily ex- 
ists in the industry. Developments 
during the past twelve months have 
not shown many marked changes in 
construction but the determination 
to make better goods and more effi- 
cient heaters has been apparent. 

In the past year the Research 
Work carried on by the National 
Warm Air Heating and Ventilating 
Association at the University of II- 
linois reached the practical stage 
and will continue along that line 
from now on to the mutual benefit 
of manufacturers, dea'ers and con- 
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sumers. It is hoped in the coming 
year to arrange 
which testing and Research Work 
can be conducted under the same 
conditions that are found in every 


for a house in 


day installations. 

The new Installation Code which 
was recently distributed should be 
of great help to all concerned. The 
many discussions during its forma- 
tion have proven wonderfully edu- 
cational and incidentally advertised 
in a very positive way the necessity 
for good installation. Even if the 
value of correct installation had al- 
ready been pointed out thousands 
of times the full consideration that 
was had of this Code emphasized 
the fact that our system at least is 
right. Among other good things it 
will be noted that the Code is abso- 
lutely against the use of cellar air 
and it is to be hoped it will assist in 
eliminating this undesirable feature 
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in installations and from which it 
is only ordinary justice to protect 
the uninformed home owner. The 
small additional expense necessary 
is certainly justified by the marked 
increase in efficiency and comfort 
secured when first floor or outside 
air supply is used. It would be 
helpful if some method of publicity 
could be devised and followed that 
will make at least the chief features 
of a good warm air heating installa- 
tion a matter of more common 
knowledge for when the home 
owner is protected our industry is 
protected. 

A few years ago the economy of 
fuel did not particularly interest 
the prospective purchaser of a 
warm air furnace, but 1922 has 
again painfully impressed upon the 
ccnsumer the fact that fuel really 
does cost money and there will be 
an exceptional opportunity during 
the new year to convince customers 
of the real saving that will come 
through the purchase of a well- 
made, well mounted, efficient fur- 
nace to be properly installed and it 
will not be necessary for the deal- 
ers to labor like Greek slaves in an 
honest effort to convince a prospect 
that the first cost of a heating plant 
is about the last thing that should 
be considered. 

One interesting and extremely 
important movement that seems to 
have started in earnest during the 
year that has closed is the distinct 
improvement in  merchandizing 
methods in the matter of display 
rooms. For too long the majority 
of warm air heaters and accesso- 
ries have been offered for sale in the 
midst of the most unattractive and 
forbidding surroundings. 

Someone has said—‘“‘A sale is 
something that takes place in the 
mind of the buyer.” 

If this is true then most of the 
past purchasers of our goods must 
have had their minds made up be- 
fore entering the market for there 
was little to influence them favor- 
ably and thus undoubtedly many 
sales were lost by the old uninterest- 
ing way in which our goods were 
presented to the public. 

It is fortunate that there were 








December 30, 1922. 

some progressive manufacturers 
and wide awake dealers, to whom a 
debt of gratitude is due, who real- 
ized the opportunity for improve- 
ment in the method of attracting 
customers. Furnace merchants who 
have made the comparatively smal 
investment necessary to provide 
bright and attractive window dis- 
plays and clean comfortable sales 
rooms have undoubtedly been _ re- 
warded with many additional sales. 
incidentally an improvement of 


that kind when made has not only 
unconsciously increased the deal- 
ers’ own respect for the warm air 
heaters and accessories, offered for 
sale, but what is more to the point— 
that of their customers. The manu- 
facturers in our growing industry 
have a vital interest in attractive 
sales rooms for their distributors, 
for it is not at all fanciful to state 
that the procession of trade will na- 
turally head toward bright clean 
and comfortable show rooms. 


Triggs Foresees Still Greater Progress for Warm 
Air Furnace Industry. 


PresiJent of Miiland Furnace Club Compares 
Conditions Twenty-five Years Ago and Now. 


N THE following letter from 

James M. Triggs, President of the 
Midland Furnace Club the sugges- 
tion is made that the furnace manu- 
facturers engage in a cooperative 
educational campaign to the general 
public for the purpose of bringing 
out the many advantages of warm 
air furnaces as against any other 
means of heating residences and also 
to give the public information as to 
proper methods of operating fur- 
naces : 

In the first place as a manufac- 
turer of warm air heating specialties 
and furnaces I wish to express my 
appreciation to AMERICAN ARTISAN 
for the special effort that your or- 
ganization has put forth in years 
passed in preparing the annual spe- 
cial warm air number entirely in the 
_ interest of the industry, which is of 
not only such vital importance to 
manufacturers, dealers, contractors, 
etc., but of equal importance to the 
vast number of home owners who 
have the privilege of enjoying the 
comforts of a well planned and cor- 
rectly installed warm air heating 
plant. 

As I look back over the past twen- 
ty years during which time I have 
been directly interested in the manu- 
facture of warm air heating appli- 
ances a feeling of deep satisfaction 
comes to me, as it does to others who 
are manufacturing and installing a 
first class heating equipment, espe- 


cially on a day like this with the 
thermometer registering twelve be- 
low zero, when we can feel that 
those at home are being comfortably 
heated through the efforts of those 
who have chosen this particular line 
of work for their livelihood. 

There is something worth while 
in the things that we get out of life, 
and I really feel that men who have 
made a study of the warm air heat- 
ing problem and who have insisted 
on proper circulation and capacity 
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have a right to feel that they are 
members of a large army of business 
men and mechanics, benefactors to 
the comforts and conveniences of 
the great host of common people 
who find it necessary to make their 
homes comfortable in these colder 
climates and whose homes are held 
during the colder months at practi- 
cally the same temperature that they 
enjoy during the summer months 
all through the efforts of our indus- 
try. 

I also realize that since I became 
industry great 
progress has been made and a great 
deal of knowledge has been handed 


interested in this 


out to those who are responsible for 
proper installation through AMeErI- 
CAN ARTISAN and other papers of 
believe 
that the present generation has a 
better knowledge of the require- 
ments and the work of a warm air 
heating plant than those of twenty- 
five years ago, and due to this fact 
we have less problems to solve. 


similar character. I also 


Yet I feel that the furnace manu- 
facturers as a whole could do a 
wonderful piece of work in the pro- 
motion of the industry by aiding the 
coming generation as to the proper 
management of furnaces, proper cir- 
culation of air, draft, etc. While I 
am no prophet yet I really feel that 
as soon as the splendid work which 
is being conducted by the National 
Warm Air Heating and Ventilating 
Association at the University of II- 
linois under the supervision of Pro- 
fessor Willard is _ sufficiently ad- 
vanced so as to give us a more com- 
plete knowledge, it would be wise to 
recommend to the Association a 
campaign of publicity that would 
enlighten those who are interested 
in proper heating, so that a much 
better understanding can be brought 
to the user and to the prospective 
furnace dealer and installer. 

I really feel that our furnace in- 
dustry as a whole is today on a much 
higher plane than it has ever been, 
entirely due to conscientious work- 
manship, which is absolutely essen- 
tial to keep our industry in the po- 
sition that it now holds on the part 
of home owners, who realize that 
our system is superior to any other 








ii, the heating of residences, bunga- 
lows, stores, churches and that char- 
acter of buildings which can be suc- 
vessfully heated by warm air. 

| thank you again for the inter- 
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est on the part of your organization 
in the work that you are doing and 
hope that your 1922 special warm 
air number will be the best ever and 
with kind personal regards. 


Sees Warm Air Furnace Again -Enthroned as 
Best and Most Economical Heating Plant. 


President Pierpont of National Sheet Metai 
Contractors Points to Educational Campzign. 


5 Bee warm air furnace is again 
coming into its own. It has 


always been the most economical 
heater—that is, it has produced 
more heat at the least cost—but the 
failure of the trade to keep on the 
alert allowed the manufacturers of 
steam and hot water heating plants 


to assume the advantage. This ad- 


guesswork on the part of the dealer, 
they appealed to the general public. 
from the fact that even under ad- 
verse conditions, warm air furnaces 
produced better results for the 
mioney than any other method of 
heating. 

And it is most gratifying at this 
time to be able to say that under 
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vantage is now being overcome and 
education is doing it. 

Such are the main observations of 
John A. Pierpont, president of the 
National Association, Sheet Metal 
Contractors of the United States, 
whose seasonal greetings to readers 
of AMERICAN ARTISAN AND Harp- 
WARE Recorp are as follows: 

Looking back over the old guess 
method and faulty installation of 
warm air furnaces, one often won- 
ders why laws were not enacted to 
prevent their use, but in spite of all 


the present method of installation 
they are gaining a stronger foot- 
hold, among those who are building 
homes for their own use, than ever 
before because it is undisputable 
that they cost less to install, are less 
expense in upkeep, will burn any 
kind of fuel, and as long as any 
parts remain they can be repaired at 
small cost, and made to give good 
service. 

This was brought about through 
an educational program of the na- 
tional and local associations together 
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with the manufacturers and jobbers, 
who have carried on a campaign of 
advertisement, showing the advan- 
tages of warm air heat over steam 
and hot water, together with the im- 
proved method of installation. 

This is an entire change over the 
old method, and today the architects 
and owners are giving more careful 
consideration to the warm air fur- 
nace, with its great advantage of 
first cost and simplicity of opera- 
tion, both of which cannot be 
equaled by any other system of 
heating. 

One of the'most important things 
to the furnace trade in general this 


“past year was the adoption of the 


Standard Code, regulating the in- 
stallation of warm air furnace, by 
the National Association, Sheet 
Metal Contractors of the United 
States, at Indianapolis, Ind., last 
May. This was ratified by the three 
committees at a meeting in Chicago 
recently, and is now ready for dis- 
tribution. 

This Code, if carried out by those 
installing warm air furnaces, will 
mean better business from year to 
vear, and place the warm air fur- 
nace at the head of the list of heat- 
ing and ventilating systems. 


Use Mossy Zinc As 
Soot Cleaning Compound. 

Here is another use for zinc, ac- 
cording to the American Zinc Insti- 
tute—the use of mossy zinc as a 
soot-cleaning compound. This me- 
tallic zinc, when thrown on top of 
a hot fire, oxidizes, and in this very 
fine hot state (such as the oxide is 
in, due to its being freshiy formed 
on a hot fire) it apparently has 
some cleaning action on the soot in 
chimneys and flues, because the hot 
carbon very readily reduces the zinc 
oxide, and, by alternate reductions 
and oxidations of the zinc, the car- 
bon is burned out of the flues. 
Many people have found that this 
is a very satisfactory way of clean- 
ing soft coal soot out of flues and 


stacks. 





An inch of smile is better than a 
yard of frown. 
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Both Manufacturers and Installers Are Meeting 
New Demands for Better Heating and V entilating 


Edwin L. Seabrook, National Secretary, Sheet 
Metal Contractors, Cites Industry's Progress. 


— heating and ventilating 
are demanded in present-day 
house construction, and that de- 
mand is being met, both by the man- 
ufacturer who is producing a better 
heat generator and by the installer 
who is now, with the adoption of the 
new code, proving his ability to 
keep march with progress. 

Such is the inspirational message 
to the warm air heating industry of 
Edwin L. Seabrook, secretary of 
the National Association Sheet 
Metal Contractors of the United 
States. Mr. Seabrook believes the 
industry is on the upgrade and that 
the poor installer is on the down- 
grade. His_ special article to 
AMERICAN ARTISAN AND Harp- 
WARE Recorp follows: 

Evolution and the Warm Air Furnace 
Industry. 

If there is such a thing as evolu- 
tion, then the warm air furnace 
industry is certainly witnessing and 
experiencing its operation. 

Evolution always operates in one 
direction—upward from the lower 
to the higher. The results of each 
step are always a little better than 
the preceding one. It looks far 
ahead, even into the dim distance, 
sees perfection as its ultimate goa! 
«nd makes the never-ceasing ad- 
vances toward it. 

Who can say that warm air heat- 
ing is not evolving from good to 
better and is advancing to its right- 
ful position, best! 

One of ‘the advanced steps has 
been the compilation of a standard 
code and its adoption by the three 
leading associations interested in 
warm air furnace heating. It should 
be borne in mind that evolution is a 
developing process and not perfec- 
tion. Those who adversely criticize 
‘he code could not write a perfect 
one. A committee of humans that 
could compile a perfect warm air 
heating code with the present scien- 
tific knowledge available would be 
a wonder. 


For the first time there is a 
standard code available for the 
warm air furnace heating contrac- 
tor. It can be used in any section 
of the country. It can be incorpo- 
rated into the building codes of 
municipalities. How often in the 
past have cities adopted building 
codes with no mention of warm air 
furnace heating; or if there was 
anything in the code, it neither 
safeguarded the health, nor pro- 
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vided for efficient installation. The 
standard code makes provision for 
both of these. 

The manufacturer has turned the 
results of scientific tests and investi- 
gations into the production of a bet- 
Some genera- 
were 


ter heat generator. 
tion-old_ practices, which 
thought to be all self-sufficient are 
being discarded. Science deals with 
facts, and what these disclose can- 
not long be disregarded. 

If house structures are built no 
better than they were in the middle 
of the last century, the interiors are 
certainly planned with improved 
ideas of heating and ventilating 
Much publicity has been given both 
of these. Better heating and venti- 
lating are demanded in present-day 
house construction by the home 


owner. A demand for the better or 


best aiways finds a response from 
those supplying such demands. 

A new generation of warm air 
furnace dealers and 
being educated along modern lines 
and in harmony with the scientific 
facts developed through investiga- 
tion and research. Beyond any ques- 
tion, this means better and more 
efficient installation. There is muct 
poor installation, there always will 


installers is 


be while people exist who will 1 ot 
pay the price for what is good and 
worth while, or who are content 
with something that is even less 
than good, to say nothing of | etter 
or best. 

There is no question but what 
warm air furnace installation is on 
the upgrade. The complaints re- 
garding this feature, the agitation 
during the last ten years for better 
work, has driven the poor installer 
more and more in the background 
or compelled him to study, adopt 
and apply the best there is available 
in warm air heating plant construc- 
tion. 

Every one who will carefully and 
impartially study warm air furnace 
heating for the past twenty years 
must reach the conclusion that the 
law of evolution is working in that 
particular industry. 


Ten Commandments 


of Business. 

Handle the hardest job first each 
day. Easy ones are pleasures. 

Do not be afraid of criticism— 
criticise yourself often. 

Be glad and rejoice in the other 
fellow’s success—study his meth- 
ods. 

Do not be misled by dislikes. 
Acid ruins the finest fabric. How- 
ever, both dislikes and acids may be 
used to advantage. 

Be enthusiastic—it is contagious. 

Do not have the notion that suc- 
cess means simply money-making. 

Be fair, and do at least one de- 
cent act every day in the year. 

Honor the chief. There must be 
a head to everything. 

Have confidence in yourself, and 
make yourself it. 

Harmonize your work. Let sun- 
shine radiate and penetrate. 
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Warm Air Heating Industry Has Taken Vast 
Strides Forward in Y ear, Declares R.W. Menk. 


Retiring President of Western Association 
Also Points Out Progressive Steps Ahead. 


‘N HIS survey of the year just 
concluded, R. W. Menk, retiring 
president of the Western Warm 
Air and Furnace Supply Associa- 
tion, declares that the industry has 
taken marked steps forward, which 
makes him much more optimistic. In 
the following article, written for 
this special number of AMERICAN 
ARTISAN AND HARDWARE REcorD, 
Mr. Menk analyzes his optimism 
and also enumerates other progres- 
sive steps which he feels the indus- 
try should take if it is to be alive to 
its opportunities and responsibilities. 
He writes: 

The first paragraph in my article 
published in your Warm Air 
Heater Special of a year ago stated 
that “The future of the Warm Air 
Industry, and the position it would 
hold with other methods of heating, 
crime against Warm Air Heating, 
there have also been many addition- 
al thousands of installations made 
that are a benefit to Warm Air, 
many of which can be directly 
credited to the efforts of those who 
have the best interests of the indus- 
try at heart. 

The good work of the trade 
journals is especially commendable 
and continues to uplift, also the 
work of associations (while not 
half enough) have all had their 
effect for the better. 

Associations especially can put 
depended upon the vision, inspira- 
tion and will power put into Warm 
Air Heating by those engaged in 
the line.” I also raised the ques- 
tion of whether it would be elevat- 
ed to a higher standard or whether 
the makers of furnaces and acces- 
sories would be content to follow 
the same beaten paths and can 
frankly say that there have been 
improvements and in some particu- 
lars very marked changes have de- 
veloped to such an extent that there 
are many, including myself, who 


are much more optimistic than they ~ 


were a year ago. 


While there is still much room 
for improvement and _ installations 
continue to be made that are a 
forth greater efforts to improve the 
industry by advocating the stand- 
ardizing of a great many details be- 
tween the factory or foundry and 
the ultimate user of the apparatus 
in order to develop the high stand- 
ard that is due the little old “hot 
air’ furnace of the past. 

The standardization of furnaces 
has made some headway but will 





R. W. Menk. 


have to continue in the mill for a 
few years more, or until the work 
at the Illinois University has prog- 
ressed to such a stage as to put the 
various apparatus to the acid test. 
Let us, however, not be alarmed 
over this delay for there are many 
other items of greater importance 
just now. 

The adoption of a standardized 
installation code by the three Asso- 
ciations most vitally interested was 
one big step forward, and while we 
do not all agree that it is just ex- 
actly to our liking, one needs only 
to refer to the making of our own 
United States Constitution, made 
many years ago, to get enlighten- 
ment that its makers also did not 
agree, as many of the signers were 
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much opposed to certain clauses. 
Therefore, let us all boost the code 
and advocate its adoption with the 
assurance that whatever errors it 
may contain will soon, or ultimate- 
ly, be corrected. 

Standardization of operating in- 
struction cards, estimating and 
specification blanks will work out 
to advantage, especially the oper- 
ating instruction card, and I am 
sure one can see the advantage of 
same by a little reflection. 

The possibilities for the greater 
improvement of Warm Air Heat- 
ing lie in many channels, one im- 
provement especially that requires 
further development is the fan and 
blower. Not that warm air heating 
cannot otherwise be installed satis- 
factorily, but that by the use of the 
fan or blower greater efficiency can 
be procured. The fan also affords 
the installation of warm air fur- 
naces in many buildings and in 
many ways, which would be impos- 
sible with gravity circulation. 

Hope of the future for the Warm 
Air Industry lies in our willingness 
to get behind every proposed move- 
ment that tends to elevate and pro- 
mote its sale. Don’t blame the 
home-owner if he condemns Warm 
Air. Don’t blame the installer if 
the installations are unsatisfactory. 
Don’t blame the architect if he tries 
to induce his clients to use other 
methods of heating. The conditions 
are just as the furnace manufac- 
turers made them and if they are 
ever to be corrected it will have to 
be by, the efforts of those who are 
willing to pay, with their time, ef- 
forts and money, the price neces- 
sary to put Warm Air Heating 
where it belongs. 





Many people are dissatisfied with 
their pay when they ought to be dis- 
satisfied with themselves. We need 
to take frequent inventory-—inven- 
tory of our mental habits ; our stock 
in trade or progressive, up-to-the- 
minute information about goods and 
business methods; and of our act- 
ual business-building value to the 
firm. And when we take inventory, 
we must be honest—the silliest 
thing of all is to fool ourselves. 
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Western Warm Air Furnace G& Supply 
Association Proud of Standard Code. 


Secretary Hussie Believes Move Is 
Great Step to Better Installations. 


HE adoption of the standard 

furnace code is the outstand- 
ing feature of the year in the warm 
air heating industry, in the opinion 
of John H. Hussie, secretary of the 
Western Warm Air Furnace & Sup- 
ply Association. In his annual re- 
view of business conditions, written 
specially for AMERICAN ARTISAN 
AND HARDWARE Recorp, Mr. Hus- 
sie declares that the adoption of the 
code will prove not only a boon to 
the industry, but by reason of better 
installations will work to the good 
of the public. Mr. Hussie’s article 
follows : 

The Western Warm Air Furnace & 
Supply Association and the 
New Code. 

The Western Warm Air Furnace 
& Supply Association is well and 
prosperous and its secretary is, 

therefore, well fed and happy. 

The Western has reason to re- 
joice over the birth of that bounc- 
ing boy, the Standard Furnace 
While the Western does not 
exactly claim to be both father and 
mother of this child, it at least may 
claim to be a step-father or some 
such relation through marriage. 
(Hope this isn’t too complicated. ) 


Code. 


For many years, furnace manu- 
facturers talked about getting out a 
furnace installation code but 
nothing seemed to come from all of 
the talk until the Western Associa- 
tion hurled a bomb into the too 
peaceful camp by introducing a bill 
in the legislature of the State of 
Nebraska, asking that a furnace in- 
stallation code, endorsed by the 
Western and National Sheet Metal 
Contractors be enacted into a law. 


The echo of this explosion pene- 
trated even into the mountain fast- 
nesses of the darkest East. The 
result is that manufacturers, job- 
bers and installers got together and 
produced the Standard Code that 
has just been given to the public. 
This, in my judgment, is a great 


stride toward better furnace installa- 
tions. True there are a few critics 
who profess not to like it. 

Strange as it may seem, however, 
the furnace manufacturers, furnace 
dealers and furnace installers all 
seem to believe that the Code is 
good and that a furnace installed in 
accordance therewith will be a 
pretty good job, while the ones who 


-do not like it seem to be men en- 


gaged in some other line of busi- 


ness. These gentlemen could pos- 
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sibly have written a better Code but 
they did not write one and I think 
never would have. 

I have met men who thought they 
could have improved on the Declar- 
ation of Independence, had they 
been called upon, but the Declara- 
tion has served its purpose very 
well. 
furnace in- 
your 


My suggestion to 
stallers is—Start installing 
furnaces according to this Code, see 
how much you can improve on it as 
vou go along, making each installa- 
tion better than the preceeding one. 
If this is done, warm air heating 
will soon be known as the ideal 
method for homes. 

With regard to the furnace situa- 
ticn for the coming year, it seems 
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that manufacturers are in a some- 
difficult suyers 
want to know what prices for the 


what position. 
first half of the year will be and no 
one seems to know. Everyone feels 
that the present price of pig iron 
is too high but no one is brave 
enough to prophesy what it will be 
next year. 

I have not changed my views 
since | wrote you a year ago on this 
same subject. The price of iron, 
the price of manufactured articles 
and the price of labor is out of pro- 
portion with the price paid the 
farmer for his produce and farm- 
er’s prices must come up or our 
prices must come down. 

I look for a great year in the fur- 
nace industry next year and while 
manufacturers, as indicated above, 
will have their troubles, during the 
early days of the year, I am opti- 
mistic enough to believe that it will 
all come out in the wash and we will 
all make a little profit. 

I wish to thank the Artisan for 
its consistent and intelligent efforts 
to assist all those interested in the 
Warm Air Heating industry and 
for its fair and impartial treatment 
of all questions that have arisen 
relating to the industry. 





The Man Who Knows 
Makes Best Customer. 


Wise manufacturers are glad to 
do business with discriminating mer- 
chants because they have confidence 
in the “maa who knows and knows 
that he knows.” It is the man who 
does not know and buys carelessly 
who causes all the credit worry. So, 
if for no other reason, manu factur- 
ers welcome the opportunity to 
work with a merchant who is keen 
enough to study his business and 
learn how goods are made that 
will increase his trade and make the 
account grow, because he is a better 
credit risk than the easy going mer- 
chant. 





Carnegie once said: “It marks a 
big step in a man’s development 
when he comes to realize that other 
men can be called into help him do 
a better job than he could do alone.” 
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Rating of Furnaces Must Be Based on Register 


Temperature as Well as Leader Pipe 


Area. 


Professor Willard Makes It Plain Why the Latter 
Is Not a Safe Guide as to Furnace Capacity. 


By A. C. Willard, Professor of Heating and Ventilation and Head of Department of Mechanical Engi- 


NE of the most important ob- 
jects of the research work of 
the Warm Air Furnace Heating In- 
vestigation, which is now in progress 
at the University of Illinois, has 
been the determination of the factors 
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affecting the rating of a warin ait 
furnace. Every manufacturer is 
vitally concerned with the basis 
upon which furnace ratings are de- 
termined. Most manufacturers are 
agreed that the square inches of 
leader pipe area which a furnace can 
supply is a satisfactory basis for 
expressing the heating capacity of a 
furnace. Unfortunately, this is not 
the end of the story by any means, 
as such a basis of rating is still in- 
definite, unless the air temperature 
at the registers is also stated. 

The real significance of this air 
temperature at the registers can be 
shown very easily by reference to 
any series of tests run at the Uni- 


neering, University of Illinois. 
versity on piped furnaces. In fact, 
it is a very simple matter to show 
that a given furnace, connected to a 
given system of leaders, stacks, and 


be made to develop several different 
heating capacities when operating 
with the same number of square 


inches of leader pipe area. It is only 





registers as shown in Figure I can 


the draft, 


necessary to increase 
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Figure 1.—Sectional Elevation of Piped Furnace Testing Plant. From Bulletin 
120, University of Illinois, Engineering Experiment Station. 
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thereby burning more coal per 
square foot, of grate, and as a con- 
sequence secure a higher air tem- 
perature at the register face. That 
the heating capacity of the furnace 
will be increased by such a proced- 
ure is obvious to anyone, and it 
should be equally obvious that any 
attempt to express the rating of a 
furnace in square inches of leader 
pipe area means nothing unless the 
register temperature is stated at the 
same time. 

In order to illustrate just how im- 
portant this item of air temperature 
at the registers really is, the results 
of three tests on the piped furnace 
plant (Figure 1) are presented in 
Figure 2 and analyzed. Absolutely 
no changes were made in the fur- 
nace or plant during these tests. In 
the right hand half of the figure 
each inclined line represents one 
test; the lowest line shows the re- 
sults from a test with the air tem- 
peratures at the registers for the 
three floors averaging 141.2° F., the 
middle line is taken from a test with 
an average register temperature of 
175.8° F., and the upper line repre- 
sents the results of a test with an av- 
erage register temperature of 197.5° 
F. The horizontal indicates 
of the register above 


axis 


the height 
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the grate in feet, and the vertical 
axis gives the heating effect pro- 
duced in the room per square inch 
of leader pipe area. 

For example, during the first or 
low temperature test, each square 
inch of leader pipe to the first floor 
registers supplied 50 B. t. u. per 
hour for useful heating effect in the 
rooms, each square inch of leader 
pipe to second floor registers sup- 
plied 89 B. t. u. per hour for useful 
heating effect in the rooms, and each 
square inch of leader pipe to third 
floor registers supplied 122 B. t. u. 
per hour for useful heating effect in 
the rooms. At this time the draft 
was 0.05 inches of water and the 
combustion rate was 3.8 pounds of 
coal per square foot of grate. 

By merely increasing the draft 
to 0.14 inches of water, the combus- 
tion rate in the second test increased 
to 5.6 pounds of coal per square foot 
of grate and the average air temper- 
atures at the registers became 175.8 
F, This raised the useful heat car- 
rying capacity of each square inch 
of leader pipe for the first floor 
from 50 to 103 B. t. u. per hour, for 
the second floor from 89 to 153 B. 
t. u. per hour, and for the third 
floor from 122 to 204 B. t. u. per 


hour. A further increase of the 
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draft to 0.16 inches of water gave a 
still higher combustion rate of 6.5 
pounds per square foot of grate and 
correspondingly greater heat carry- 
ing capacities for each square inch 
of leader as shown in the upper 
curve of the right hand half of 
Figure 2. 

The left hand half of Figure 2 
shows the air velocities in the lead- 
ers to each floor for each test. A 
glance at the curves (each curve 
represents one test) will show that 
the velocity and hence the quantity 
of air delivered was materially in- 
creased each time the register tem- 
perature was increased, hence an in- 
crease in register temperature not 
only adds more heat to each pound 
of air supplied at the registers, but 
also increases the number of pounds 
of the hotter air which is supplied. 
In all cases the leader area was the 
same. 

It is also possible to determine ex- 
actly just what effect the changes in 
air temperature at the registers has 
had on the heating capacity of this 
furnace and plant. The first floor 
leader area is 4 113 == 452 square 
inches, the second floor leader area 
is 2X 50+2 xX 64= 228 square 
inches, and the third floor leaders 


area is 2 X 64 — 128 square inches, 
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or a total of 808 square inches. 
The free area of the furnace is 
838.4 square inches. Hence this 
furnace developed the following 
useful heating capacities (that is, 
heat supplied at registers for heat- 
ing rooms to 70° F.) in each of the 
three tests: 
Test Number 1. 

Register temperature = 141.2° F. 
(Draft = 0.05 inches and combus- 
tion rate = 3.8 pounds per square 
foot of grates.) 

452 X 50 = 22,600 
228 & 89 = 20,300 
128 & 122 = 15,600 


58,500 B.t.u. per hour 
Test Number 2. 

Register temperature = 175.8° F. 
(Draft = 0.14 inches and combus- 
tion rate 5.6 pounds per square 
foot of grate.) 

452 X 103 = 46,600 
228 X 153 = 34,900 
128 X 204 = 26,100 
107,600 B.t.u. per hour 
Test Number 3. 

Register temperature = 197.5° F. 
(Draft = 0.16 inches and combus- 
tion rate 6.5 pounds per square 
foot of grate.) 

452 X 134 = 60,500 
228 & 168 = 38,400 
128 X 243 = 31,000 
130,000 B.t.u. per hour 

By merely increasing the draft 
and combustion rate, the register 
temperature has been raised from 
141.2° F. to 197.5° F., and the heat- 
capacity has been increased from 
58,500 to 130,000 B.t.u. per hour, 
or an increase of 122%, but the free 
area through the furnace, and the 
leader pipe area has remained the 
same. 

It should, therefore, be apparent 
that the rating of any furnace in 
square inches of leader pipe area 
means nothing unless the air temper- 
ature at the registers is also definite- 
ly stated at the same time. The 
preceding discussion is in no sense 
an agreement against rating on the 
free area basis, but rather an argu- 
ment to show the manufacturer and 
the installer the vital importance of 


fixing upon some standard register 
temperature, so that ratings in 
square inches of leader pipe area 
will be definite and can be made 
comparable and understandable by 
both the manufacturer and the en- 
gineer. The Advisory Committee 
on Furnace Research of the Nation- 
al Warm Air Heating and Ventilat- 
ing Association has recently ap- 
proved a maximum register temper- 
ature of 180° F. for warm air fur- 
nace heating systems. 

Every manufacturer of warm air 
furnaces should give this matter his 
careful consideration for the fixing 
of the register temperature places a 
definite maximum rating on each of 
his furnaces. 





High Fuel Prices Help 
Sales of Heat Regulating 
and Humidifying Devices. 

The following editorial from the 
Heating and 
with 


December issue of 
Ventilating Magazine applies 
equal force to the warm air furnace 
installer. 

Attempts to familiarize the public 
with modern heating and ventilating 
methods have made such compara- 
tively slow progress and the ad- 
vances in the art have been so rapid, 
that there is still a remarkable lag 
between what the industry has to 
offer for the comfort of the public 
and the public’s appreciation of 
these comforts. Since the present 
coal shortage has brought home the 
need of more careful attention to 
the economical heating of buildings, 
many householders and others are 
now getting their first knowledge of 
such devices as temperature regula- 
tors and humidifiers, to say nothing 
of hygrometers and humidostats. 
Yet to tell the average householder 
that his daily humidity require- 
ments are a matter of gallons of 
water, rather than quarts, comes as 
a total surprise. 

That there is, however, an awak- 
ening going on is evidenced by the 
attitudes now being taken by many 
doctors in recommending the use of 
humidifying devices in the home 
and in the increased number of in- 
quiries regarding such devices. For 
instance, one house owner writes: 
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“T hear a good deal these days about 
hygrometers and humidostats, but 
where can I buy them? Our local 
heating man (he wrote ‘plumber’ ) 
does not keep them and does not 
seem to know the first thing about 
them.” If this situation is at all 
general, and we believe it is, it of- 
fers a fine opportunity to the in- 
dustry to link up a sales campaign 
with one to familiarize the heating 
contractors and dealers, as well as 
the public, with the various types of 
air moistening devices, heat-regulat- 
ing systems and other means for 
promoting health and economy. 
“My wife,” continues our corre- 
spondent, “has been reading up on 
the latest and most up-to-date meth- 
ods of heating and ventilating the 
home, because we are paying $14.00 
a ton for coal and find it scarce at 
that figure. We would buy some of 
these economy devices today if we 
knew just where to get them.” 
Before the winter is out we dare 
say the householders throughout 
the country will have gained more 
heating information than they ever 
had before. What is more, they are 
already in a most receptive frame of 
mind for suggestions as to methods 
of conserving their fuel and of pro- 
viding ideal air conditions in their 
homes. The men in the industry are 


pretty well versed in the principles 


of both heating and ventilation and 
it now remains for them to show the 
public in a practical way how these 
principles may be applied and where 
the necessary equipment may be ob- 
tained. In other words, what is 
needed is a concerted effort to place 
on the shelves of the dealers the very 
appliances which are declared to be 
so useful in saving coal and in pro- 
moting health and then to furnish 
the dealers with full information as 
to their purpose and operation so 
that they will not be “stumped” by 
the layman when he starts taking 
humidity and the wet-bulb. 





Midland Furnace Club 
Will Meet January Fifth. 

The Midland Furnace Club will 
hold a meeting Friday, January 5th, 
at the Congress Hotel, Chicago, 
starting at 10 a. m. 
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Twin Furnace _ Installation with Blower 


Attachment for Arkansas Theatre Building. 


The Unusual Features of This Installation 
Are Well Worthy of Your Careful Study. 


N THE accompanying illustra- Heating Engineer of the Haynes- 


tions are shown the plans for an Langenberg Manufacturing Com- 
installation of a twin warm air fur- pany, St. Louis, Missouri, will 
nace heating and ventilating plant therefore, no doubt, be studied with 


much interest : 
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ed drive blower in a theater build- 
ing at McGehee, Arkansas. The 
building was designed along the 
lines of theaters which are used in 
the smaller towns. After the heat re- 
quirements were determined, it was 
found that two Number 6o1 “Front 
Rank” furnaces would be necessary 
to heat the entire building to 
even and comfortable temperature 


With the 


an 


in severest of weather. 





for a theater building, under con- furnace room at the extreme end of 
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ber 601 “Front Rank” steel fur- 


several respects 
were out of the ordinary and the il- 
lustrations and the following de- 


ditions which in 
complished by a gravity system, and 
it was necessary to use a blower in 
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long trunk line, running the length 
of the building and thence to the 
various warm air registers. 

“This theater has a sloping floor 
which is customary in theater con- 
struction. The cold air was taken 
from the lowest floor level and a 
separate duct runs to the base of 
each furnace. To reduce the noise 
to a mimimum, a belted drive blower 
was recommended. However, this 
could not be installed at the rear of 
the furnaces, which is the usual 
custom, on account of limited base- 


ment space. The blower was placed 
on a substantially constructed plat- 
form in such a position that the 
warm air outlet would run directly 
below the floor joists. A large 
warm air pipe was taken directly 
from the top of each furnace and 
then connected to the inlet of the 
blower by a single pipe. 

“This method of taking the air 
from the furnace is called the pulled 
through method and can be installed 
satisfactorily where basement condi- 
tions will permit.” 


W ell Prepared Advertisement Brought Customer 


for Church Installation of Duplex System. 
W. H. Williams Ascribes His Success to His Adver- 


tising Policy and Cooperation from Manufacturer. 


N UNUSUAL installation of 
a pipeless warm air furnace is 


shown in the accompanying. illus- 


tration. The work was done by W. 
H. Williams, 33 North Gay street, 
Baltimore, Maryland, from plans 
furnished by the engineering depart- 
ment of the Majestic Company, 
Huntington, Indiana. 


The “board” of the “M. P.” 
church at Webster, Maryland, 
wanted to have a warm air furnace 
installed, but for some reason did 
not desire a regular pipe installation 
and yet it was necessary to provide 
some means for heating the Sunday 
School room—the section shown at 
the left in the illustration. 
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After some discussion it was con- 
cluded to buy an “egg stove” for 
this purpose, but before the pur- 
chase was made somebody on the 
board saw an advertisement of the 
Majestic Duplex Heating System in 
one of the Baltimore newspapers 
and they got in communication with 
Mr. Williams, with the result that 
he made a contract with them for 
the installation as shown. 

Here is Mr. William’s letter de- 
scribing how he obtained the con- 
tract, how the installation was done 
and how the plant operates: 

“After being told that it would be 
impractical to make an extra run to 
the Sunday School room, it was then 
decided to heat this room with an 
egg-stove. Then seeing my adver- 
tisement in one of their papers, they 
decided to have me submit an esti- 
mate, and the job was installed as 
per the sketch mailed you. 

“By using dampers in the pipes 
the heat can be thrown into either 
the church or Sunday School room 
or both, as desired. Provision was 
also made for heating the basement 
of the church by closing the damp- 
ers in the two main pipes and open- 
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Installation Plan for Warm Air Furnace in Church at Webster, Maryland, Using Duplex Registers, Executed by W. H. 


Williams, Baltimore, Maryland. 
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ing a door in the bonnet of the fur- 
nace; also a slide was placed in 
the floor register heat pipe, near the 
elbow, which was to be opened when 
the damper was closed; thus dis- 
tributing the heat to both ends of 
the room.” 

The advertisement shown in the 
accompanying illustration is one of 
a series run by Mr. Williams in 
The Baltimore News and it is in- 
teresting to note in his letter that 
he ascribes the obtaining of this 
contract to the fact that somebody 
read his advertisement ; also that he 
has installed more than one thou- 
sand Majestic Duplex registers in 
connection with his furnace work 
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Building Boom in Small Homes Helps Warm 
Air Heating Industry, Say Manufacturers. 


Most Makers Report Volume of Production Has 
Been Stimulated By Small Home Building Demand. 


AS the shortage of dwelling 
houses had any appreciable 
effect upon the volume of Warm 
Air Heater production during this 
year? 
Furnace manufacturers, inter- 
viewed by AMERICAN ARTISAN AND 
HARDWARE REcorpD on the forego- 
ing question, generally replied in the 
affirmative, although there was a va- 
riety of viewpoints presented. 
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THE MAJESTIC DUPLEX HEATING SYSTEM can be readily 
installed in any home or store—old or new. 

The Majestic Duplex Register is an attractive, useful piece of 
furniture that heats as no other reg.ster can. 
tage—next to the wall or as the base of colonnades between rooms 
takes up less floor space than the pipeless floor level register, an 
discharges a large volume of clean, healthful heated air at floor 
level—eliminating draughty floors, cold corners and overheated: 


If you are considering installing a heating plant this fall, it will 

pay you to look into the merits of the i 

Write for our booklet “BETTER HEATING,” and obtain prices. 
This heating system can be paid for in monthly installments. 


W. H. WILLIAMS 
332 N. Gay St. _ Baltimore, Md. 
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It locates to advan- 


Majestic. 








Phone CA Ivert 2830 
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The Advertisement That Brought the Church Job of Installation to W. H. 
Williams, Baltimore, Maryland. 


For instance, the Case lurnace 
Company of Seattle, Washington, 
who are in reality jobbers and man- 
ufacturers’ agents, replied as fol- 
lows : 

“The business here in the North- 
west has been better this year than 
for some years. It is not where it 
should be, however, due, I am 
afraid, to the many unsuccessful 
pipeless furnaces installed by inex- 
perienced dealers. The pipeless fur- 
nace is losing out very rapidly here; 
in fact, it has lost out.” 

One of the largest of the St. 
louis stove and furnace manufac- 
turers writes: 

“The shortage of houses has cer- 
tainly stimulated the sale of this 
business during the past year.” 

A similar viewpoint is held by the 
Campbell Heating Company of Des 
Moines, Iowa, as expressed by Hor- 
ace D. Campbell, as follows: 

“Helped it by stimulating building 
to more rapid recovery than busi- 
ness in general. 

“We believe’ it (the dwelling 
house shortage) has,” asserts a well- 
known Milwaukee manufacturer. 
“The fact that the small house was 
such an important factor in the past 
season’s building activities undoubt- 
edly stimulated the 
Warm Air Heaters.” 


demand for 


Quite a number of the replies 
were non-committal or qualified as 
“To a limited extent,” “We believe 
so,” “Yes, the shortage of homes 
caused a large volume of home 
building,” “Have not noticed any 
shortage,” “We have no way of tell- 
ing,” etc. 

One manufacturer took a con- 
trary view, declaring “sales much 
less, due to house shortage or some 
other cause,” and still another as- 
serted: “There are so many other 
factors affecting the demand for 
warm air furnaces it is impossible 
to answer this question  intelli- 
gently.” 








72 AMERICAN ARTISAN AND HARDWARE RECORD December 30, 1922. 


Installation Plan for Warm Air Furnace for a 
Six Room Bungalow. 


Two Return Air Ducts Are Provided and All 
Warm Air Pipes Wrapped with Corrugated Asbestos. 


HE use of an over-size furnace Farris Furnace Company, Spring- 
with two return air ducts and field, Illinois. 


all basement heating pipes insulated “The accompanying illustration 
with corrugated asbestos board, are | shows how the heating problem of 
the principal features of the installa- a six room bungalow may be treated 
tion which is described in the fol- to obtain thoroughly practical _re- 


lowing by C. H. Spaulding, of the sults in comfort and efficiency. 
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Installation Plan for Warm Air Furnace in Six Room Bungalow. 


“The first important feature is 
the chimney which, as specified, is 
probably better than the average, but 
which is an ideal to be held before 
every builder. It determines the ul- 
timate capacity of the heating plant. 

“Two return air ducts are provid- 
ed in order to maintain complete cir- 
culation when the living side of the 
home is shut off from the sleeping 
rooms and bath, as may frequently 
be required. Warm air pipes are 
all wrapped with air cell asbestos in- 
sulation, one ply. This minimizes 
the difference in the carrying capac- 
ity of long and short pipes by reduc- 
ing the loss of gravity head due to 
cooling in long leaders. 

“Pipes and register sizes are com- 
puted in accordance with the Stand- 
ard Code Regulating the Installa- 
tion of Warm Air Furnaces. The 
size of furnace is one size larger 
than actually required by computa- 
tion. The advantage in this case is a 
fool-proof precaution, as many a 
man will try to warm his house with 
a fire pot half full of ashes. In 
other words, we cannot expect as 
efficient operation of a heating plant 
by the general public as by the heat- 
ing specialist. 

“Last but not least, the Water 
Base Farris Furnace is specified, as 
in our opinion humidity is as impor- 
tant as temperature to the health 
and comfort of those who live in 
the house. With this furnace a 
guarantee of 40-50 per cent relative 
humidity is right in line with 70 de- 
grees temperature in any sort of 
weather.” 





A New Edition of 
a Useful Book. 


Just off the press and ready for 
distribution is a new edition of 
Hayes’ Practical Exhaust and Blow 
Piping. It is a well written treatise 
or the planning and installing of fan 
piping in all its branches, with an 
appendix giving additional infor- 
mation as to special problems in 
blower work, hints on installing and 
estimating the cost of an exhaust 
system, with details of the construc- 
tion of settling chambers for grind- 
ers. It can be had from the Book 
Department .of AMERICAN ARTISAN 
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This Installation Is Planned in Accordance 
with the Rules of the New Standard Code. 


A Small Circulating Fan Is Used in Con- 
nection With The Warm Air Furnace. 


N THE four accompanying illus- 

trations are shown the installation 
plan for a warm air heating job in 
a two-story house. <A small circu- 
lating fan is used in connection with 
this installation which was planned 
by the Engineering Department of 


the Meyer Furnace Company for the 


than fifteen feet in length, thus giv- 
ing a good rise to all basement 
leaders. 

As it would be almost impossible 
to assure a positive delivery of warm 
air to the dining porch and the sun 
parlor on this job by a gravity sys- 
tem, we have specified the installa- 
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Basement Plan for Furnace Installation, Designed by Meyer Furnace Company’s 
Engineering Department. 


residence of Mr. Pageford, Peoria, 
Illinois. 

The description of the plan fol- 
lows: 

In planning this particular heat- 
ing job, all details and dimensions 
furnished by architects have been 
carefully taken into consideration. 
The furnace has been located al- 
most in the center of the building, 
and while this does not give a very 
short smoke travel, still we are of the 
opinion that with a good chimney 
this resistance can be easily over- 
come. By locating the furnace in 
this manner it was possible for us to 
get an even distribution of warm air 
outlets around the casing bonnet. It 
will be noted that all, with the excep- 
tion of the pipes leading to the sun 
parlor and dining porch, are less 
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tion of a Number 36 Sirocco Circul- 
ator in connection with this heating 
system. This circulator will not 
only be a benefit in delivering a posi- 
tive supply of warm air to the two 
rooms mentioned, but will also be of 
great value in speeding up the cir- 
culation throughout the house dur- 
ing cold morning periods when espe- 
cially needed, and by operating this 
blower for a period of about an 
hour two or three times a day, we 
believe it will be possible to keep the 
temperature of this building to 70° 
in any weather. 

The pipe sizes have been calculat- 
ed under gravity conditions in or- 
der that when the fan is not in use 
the system will continue to operate 
as a straight gravity system. 

The Number 330 Weir Furnace 
specified on this job is guaranteed 
to deliver 1080 square inches of 
warm air area, and therefore it can 
readily be seen that the furnace will 
not need be forced, which, if done 
undoubtedly shortens the life of any 
furnace. The registers and return 
air faces specified on this job are 
also guaranteed to deliver and carry 
away more than the area of pipes 
leading to them. 

It will be noted the total 
warm air area delivered exceeds that 
required, in accordance with the 
Standard Code. It will also be noted 
that the return air area is also in 
excess of the warm air delivered. 


that 
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Plan for First Floor. 
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When the fan is operating, these 
conditions will change accordingly. 
The following schedule gives the 
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exposures, pipe sizes required and 
pipe sizes, delivered: 
Total returning air required, 957. 


Total returning air delivered, 983. Residences. 
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Total warm air required, 943. 
Total warm air delivered, 957. 
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Front and Side Views of Fan Installation. 
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Cash Sales Favored 
Over Installment Plan. 


Furnace installers favor cash 
sales over installment payment 
methods almost unanimously. Here 
are the ways most of the installers 
replied as to their preference: 

“Cash sales are the very best. No 
credit for mine.” 

“Ninety days is our limit.” 

““*A4 furnace always works better 
when paid for cash’ is our motto, 
with few exceptions.” 

“T believe in cash sales always.” 

“We pay cash and get cash.” 

“We are opposed to long term 
credits. Too many worries and re- 
grets! And it gradually works you 
into a class of business that is not 
profitable. Last, but not least, you 
encourage your customer to buy 
recklessly and carelessly which 
proves more expensive to him in 
the end.” 

“IT have a sales contract of my 
own and find it very effective.” 

“I have never done any business 
on long time credit and don’t want 
to.” 

“T have had no such experiences 
and do not want such. My rule is 
the quicker you collect for a furnace 
job the better satisfied the customer 
is. If you sell a good furnace and 
install it correctly you will have no 
trouble collecting cash.” 

“Long time credits will soon be a 
thing of the past. The buyer has to 
pay for it generally in inferior 
goods. We sell for cash, thirty 
days, and succeed.” 

“Long term credits mean short 
life of any business.” 

“Do not favor them. September 
datings are long enough. I never 
urge a sale without the knowledge 
of the customer’s ability to pay. 
Heaters always work better when 
they are paid for.” 

Many other replies of a similar 
tenor were received. The question, 
as put, inquired as to the desirability 
of the long term credits being 
financed through the manufacturer. 
Many correspondents confessed they 
had no such experience to their 
credit. Others who commented 
somewhat differently from the fore- 
going were as follows: 
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“We finance our own sales but 
make no long time sales.” 

“We finance our own credits. I 
am not a supporter of a manufac- 
turer carrying the credits of the 
consumer.” 

“Terms make many sales that 
would otherwise be lost.” 

“Have had no such experience. 
Have handled some accounts with a 
series of notes bearing interest.” 

“Have never put out goods this 
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way. Have taken notes for |X—] 
Separators and turned them over to 
the company. Find it good system.” 

“I have had no experience. But 
what I know of it, I don’t think it 
works in many cases.” 

“Have never had any personal 
experience. An agent here using 
that system is getting fifty per cent 
of the business, whereas he should 
get twenty-five per cent, all other 
things being equal.”’ 


Twin Setting of Warm Air Furnaces With 


Several Unusual Features. 


One Furnace Is Equipped with Holland Cast Fit- 
tings for Hot Water Radiation for Certain Rooms. 


N THE three accompanying illus- 

trations are shown the installation 
plans for a twin setting of warm air 
furnaces which were set under the 
supervision of the Engineering De- 
partment of the Lennox Furnace 
Company, the explanation of same 
being furnished by A. O. Bishop of 
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the company named, as follows: 
“The Torrid Zone furnace has 
been installed in many kinds of set- 
tings and one of the latest is shown 
on the accompanying prints of an 
installation with two furnaces en- 
cased together which we choose to 
call our Twin Setting. One of these 
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Basement Plan for Installation of Twin Furnaces in Residence of Dr. 
H. A. Kinnan; Drawn by Engineering Department of Lennox 
Furnace Company, Marshalltown, Iowa. 
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furnaces is fitted with hollow cast 
sections to heat water for hot water 
radiation and supplies heat to those 
rooms that would be hard to heat 
with direct warm air. 

“This installation was made in 
the new residence of Dr. H. A. 
Kinnan of Marshalltown under the 
supervision of our city and engi- 
neering departments. 

“The system is positive in every 
sense of the word and_ responds 
quickly to the fire. The Twin con- 
struction, though costing more than 
one larger furnace, has the advan- 
tage of greater radiating surface, 
double fire pot, economy of fuel 
consumption, and a saving of the 
life of the furnace construction. In 
mild weather one fire will care for 
the heat needed and on severe days 
the two furnaces will furnish ample 
heat without crowding either fur- 
nace. 

“To supplement the warm air it’ 
was necessary to install hot water 
radiation in some of the rooms. The 
cast iron sections used in the Torrid 
Zone furnaces are very effective 
heaters and radiation can be provid- 
ed for remote rooms at a very small 
cost of fuel. 

“The combination installation of 
warm air and hot water is proving 
quite the favorite with owners of 
large homes and especially where 
garages are close to the house so 
that connection can be made to the 
heating plant. 

“In the installation for Dr. Kin- 
nan you will notice by referring to 
the plans that a large volume of 
warm air is provided for each room 
rather than a small volume of air 
to be over-heated and an _ equal 
amount of return air is provided to 
make a well balanced and economi- 
cal heating plant. To avoid run- 
ning return air ducts through the 
basement the air is carried through 
underground pits built of cement. 
All joints in both warm and return 
air ducts are made tight so that no 
dust from the basement can enter 
the air circulation. No asbestos pa- 
per is used on either ducts or fur- 
nace casing. 

“This installation is working fine 
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First Floor Plan of Warm Air Furnace Installation in Residence of 
Dr. H. A. Kinnan, Marshalltown, Iowa. 


and proves what can be expected 
from good furnaces set in twin cas- 
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Second Floor Plan of Warm Air Furnace Installation in Residence of 
Dr. H. A. Kinnan, Marshalltown, Iowa. 
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35,000 Chicago Chimneys 
Add to Smoke Probl.m. 

“Clearer Skies Ahead” is the 
witty caption in the latest bulletin 
of the Chicago Department of 
Health, dealing with the city’s anti- 
smoke crusade. A Smoke Abate- 
ment Commission has been formed 
of the city’s most representative cit- 
izens and industries. This is grati- 
fying to the department, which 
realizes, however, that education, 
rather than coercive measures, will 
do more to abate the evil in ques- 
tion. The Bulletin describes the sit- 


uation in part as follows: 

It is pretty well understood by 
those who have studied the problem 
of smoke abatement that while 
properly constructed boiler plants, 
stack capacity and intelligent stok- 
ing of furnaces are all important 
factors in smoke control, the kind 
end quality of fuel used also must 
be taken into consideration. As is 
well known, the coal situation in 
Chicago has been far from satis- 
factory for several years. As a re- 
sult of the long drawn-out coal 
strike, followed by the strike of 
the railway employes, Chicago has 
been without a normal supply of 
fuel for many months. Especially 
has this been true as to the supply 
of the smokeless coals, which have 
been depended upon as the one im- 
portant agency in reducing what 
may be termed domestic smoke 
production. 


It is estimated that as a result of 
largely increased building opera- 
tions in Chicago during the past 
two years, there now are not less 
than 35,000 flat and large apart- 
ment buildings, the chimneys of 
which are contributing much more 
than their full share to the city’s 
smoke supply. But now with the 
fuel situation again approaching 
normal and thus providing the 
smokeless coals for domestic pur- 
poses, there is certain to be a 
marked improvement in this par- 
ticular field. 

But with improved conditions as 
to the domestic phase of the prob- 
lem, there are still left approxi- 
mately 20,000 industrial stacks, 
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many of which are continually emit- 
ting large quantities of smoke, 
which can and must be stopped. 
Abolishing smoke in Chicago is 
not a one-man job. But with the 
people favoring and supporting the 
movement, its ultimate success is as- 
sured. Smoke belching from indus- 
trial plants may be a sign of activity, 
but it is also a streamer of waste. 
As one of the leading daily papers 
well puts it, “The best managed 
factories are the least smoky ones. 
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They burn their coal instead of 
driving it away through the chim- 
ney to soil a neighbor’s facade. A 
big factory cannot afford to waste 
coal. When it does so, it is because 
of neglect or inefficiency of an em- 
ploye and is promptly corrected, if 
the management is awake.” 

The same is true of the flat, 


house or small hotel owner. In 
other words, fuel waste means 
smoke production. Don’t waste 
your fuel. 


Six- Apartment Building Is Heated by One 
Warm Air Furnace with Fan Attachment. 


Building Is Three Stories High and Each Apart- 
ment Has Its Own Warm and Cold Air Ducts. 


HE accompanying drawings il- 
lustrate a warm air furnace in- 
stallation in a three story, six flat 
building. Each flat consists of six 
rooms, a sun parlor, living room, 


dining room, bedroom, kitchen and 
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bath. These flats are equipped with 
In-a-door beds, which when in use, 
are located partly in bedroom and 
partly in living room, and when not 
in use fold back into a closet located 
between 


the kitchen and dinirg 
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Basement Plan for Six-Flat Building. Designed by Excelsior Steel Furnace 
Company, Chicago. 


RECORD 


77 


room. Care had to be used in lay- 
ing this job out, so as not to destroy 
the privacy in any flat and at the 
same time install such a system as to 
obtain perfect recirculation of air. 
The furnace used on this installa- 
tion was a Number 30-60 Excelsior 
Special having a 30-inch oversized 
fire pot and a 60-inch galvanized tin 
and asbestos lined casing. The 
height of the basement permitted the 
warm air leaders to be taken off the 
top of the bonnet and these leaders 
consisted of two 24-inch and two 
16-inch galvanized iron pipes. The 
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24-inch leaders are divided into 
three 14-inch leaders. One of the 
14-inch leaders connects to a IOxI4 
Combination baseboard register and 
suplies heat to the bedroom and liv- 
ing room in the first floor apart- 
ers connect to two 5x137ast41lh 

ments. The two remaining 14-inch 
leaders connect to two 5x12 double 
wall stacks, which connect to 10x12 
Combination registers for heating 
the bedroom and living room in the 
second and third floor apartments. 
The 16-inch leaders are divided into 
three 9-inch leaders. One of these 
connects to a combination register 
for heating the kitchens and bath- 
rooms of the first floor apartments. 
The remaining two 9-inch leaders 
connect to two 3x12 double wali 
stacks and with the use of two com- 
bination registers heat the kitchens 
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operating cost is approximately one- 
half cent per hour. 
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LH — a piaae vetarene A special automatic humidifying 
i “F apparatus has been recommended 
A Bere for the job, together with an air 

ee ee Le ee sine conditioning unit. The combina- 
il tion of the Excelsior booster, the au- 
tomatic humidifying apparatus pro- 
ducing humidity of atomization of 
cold water instead of by evapora- 
tion, and the addition of the Ozone 
unit, which destroys odors and bac- 
anal | teria, produces an atmosphere that is 
| | | superior to anything yet devised for 
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the artificial heating of homes. Fur- 
ther mention of the use of these new 


Livine Freom Din ‘N@ Froom 

















el / = devices will be made in AMERICAN 
re, ~Fesi- ARTISAN at an early date. 

Finst Fucon Pran- /4'Srace In this building there is approxi- 

mately 25,000 cubic feet of space 

First Floor Plan. to be heated, including 2,200 square 


feet of net wall exposure and 800 
and bathrooms of the second and 


























































































































































































































third floor apartments respectively. 
No provision for heating the sun [ a 
parlor was provided for in the speci- |... Sila r\ Maem FutRg Focon 
fications. | ( o_o oe 
Three 10x20 galvanized cold air eral 
stacks are installed in the partition «| lost What Ba Hees 
between the living room and dining a -_ ; = L___, 
room for the cold air returns. Each " ‘ f ] a 
apartment has a separate cold air J. 70 tarme rcon | 
return, which is equipped with two Bro Foom Agrcwen 
10x14 cold air intakes located as a erie ae ee i= 
shown. These six 10x20 cold air — @aerw 
returns drop directly into the 14x44 i om — <m — 
underground cold air duct. 4 *\ = ' B 
An Excelsior furnace booster, ne sand 
capable of supplying 120,000 cubic r | -Hj- 
feet of air per hour was included in Ir ] 7A BED Foom KITCHEN 
this installation. This Booster con- 
sists of a fan and motor which is | Ll 
located outside the furnace casing. _ | com LL = ams 
The air supply to the fan is taken f s ‘ 
from the cold air duct through two tT 
suction pipes as shown on drawing. | esis Mili ined: Mies 
The air discharged from the fan is . Sentient 
blown into the booster shoe, which | / BL 
fits around the ash-pit of the fur- L ral + a | 





nace, the air being discharged 
through a nozzle at the top of the 
booster shoe. With further refer- Second Floor Plan. 
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square feet of glass. Following the 
formula as adopted in the Furnace 
Code for computing warm air lead- 
ing requirements, we divide the 25,- 
ooo cubic feet by 800, the 2,200 
square feet by 40 and the 800 square 
feet by 12, adding these results to- 
gether and multiplying them by the 
factor 9. This gives a total of 1,223 
square inches of warm air leader 
area as against 1,304 square inches 
supplied. It will be noted on draw- 
ings that the cold air returns con- 
form very closely to the warm air 
supply, assuring adequate circula- 
tion. 

The installation of this job has 
opened up a new field for the use 
of warm air heating apparatus, 
which should greatly increase the 
use of warm air heating and its sat- 
isfactory and comfortable results 
assure a bright future for the-indus- 
try. 





Analyze your store, your stock, 
yourself and your men. Be sure the 
first three are above par, then con- 
centrate on the fourth. 
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Be Sure to Get All Facts You Should Know 
About House That You Are Proposing to Heat. 


Make Preliminary Plan While You Look Through 
Home and Ask Lots of Pertinent Questions. 


OME warm air furnace manu- 

facturers make a practice of 
furnishing their dealer-installers 
with special forms on which to indi- 
cate the shape and room arrange- 
ment of homes where the installer 
is trying to make a sale. These 
forms are filled out and then sent 
to the Engineering Department of 
the manufacturer and plans for the 
installation are then marked out and 
drawn for the assistance of the in- 
staller who naturally stands a better 
show of making a sale when he can 
show the prospect something con- 
crete as to how the plant is going to 
be installed. 

As a matter of fact, it is well 
worth while for every installer to 
have a set of forms which he may 
use in figuring on an installation, 
and so we show herewith a sugges- 
tion for a preliminary plan sheet, 
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Third Floor Plan. 


together with a list of questions to 
which the installers should make a 


_ special effort to obtain specific an- 


swers. 
The questions are quoted from 
the information blank furnished by 
the Haynes-Langenberg Manufac- 
turing Company, St. Louis. Their 
instructions and questions follow: 
Mark shape of each floor in the 
ruled spaces allowing each square 
on the blank to equal one square 
foot of actual floor space. Show 
location of windows, doors, tran- 
soms, stairs and other openings 
which will have bearing on placing 
of registers. Mark rooms what they 
are: such as Living Room, Dining 


Room, etc. Show location of fur- 
nace flue. 
Please Answer the Follow'ng Ques- 


tions. 

1. What is the size of the chim- 
ney, inside measurement ? 

2. Does chimney extend .to base- 
ment ? 

3. Is there any other flue opening 
in furnace chimney? 

4. What fuel will be used? 

5. Does building stand alone, or 
is it protected by other buildings? 

6. Of what material is house con- 
structed ? , 

7. Which is north? 
plan. ) 

8. Mark with X all rooms to be 
heated by furnace. 

g. Is stair to second floor open or 
closed ? 

10. Does house 
over inside doors? 

11. Give height and width of in- 
side doors. 

12. Is 
house? 

Are there girders or double 
joists in basement supporting inside 
walls (show on basement sketch by 
dotted lines). 

14. If necessary. to place furnace 
in pit (because cellar is not deep 
enough) would there be danger of 
seep water? 


(Show on 


have transoms 


basement under entire 








< 


15. Specify ceiling heights and 
basement depth in space provided 
below. 

The following special informa- 
tion is required for the heating of 
churches, schools, theatres, stores, 
etc: 

Mark with X all spaces to be 
heated. 

Is basement to be heated ? 

Is basement to be heated at same 
time auditorium is heated or alter- 
nately ? 

Is auditorium floor level or slop- 
ing? 

What is extreme height of audi- 
torium? 

What is height of side walls? 

Is ceiling flat or arched ? 

Is there a gallery in auditorium? 

Show location of pulpit, aisles, 
also location and size of the flue. 

Give height of all side rooms and 
state whether floors are level with 
auditorium floor. 
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Writes at Random 


on Many and Various Warm Air Subjects. 


He Says That Standard Installation Code 
Makes a Good Foundation on Which to Build. 


HEREVER warm air heating 

men gather there is always 
sure to be something doing if Jesse 
M. McHenry is among those pres- 
ent, for this same gentieman, with 
the name of a train robber, tempera- 
ment of a man whom nothing ever 
excites and a manner of speaking 
which sort of “gets under the hide,” 
knows a lot about warm air fur- 
naces, their good qualities, the fail- 
ures of the men who install them 
and the weaknesses of human nature 
which make the manufacturer fe-! 
unduly optimistic when it comes to 
and, last of all, 





rating his furnaces 
—he likes to talk, and he also likes 
to see his writing in trade maga- 


Preliminary Plan Sheet for Warm Air Furnace Installation. 


zines like AMERICAN ARTISAN. 

Knowing this latter peculiarity of 
Mr. McHenry, the Ed.tor wrote to 
Mr. McHenry some time ago a 
courteous letter requesting that he 
prepare a “short” articie on the ad- 
visability of using over-size fur- 
naces rather than those which barely 
fill requirements, but received no 
indication that he had even seen the 
letter. Failing to find him in his 
office, a second request was mailed 
and here is what we received in 
reply—surely “Mac” ic taking un- 
due advantage, especially as he re- 
requires us to publish “all or noth- 
ing”: 

Your decree that I produce an 
article for the amusement of readers 
of the Annual Warm air Heater 
Special came mighty near embar- 
rassing me. 

You see, it’s just this way: I 
agreed with myself a little while ago 
that I would refrain from speaking 
in public or writing for publication 
for a period of one year. That 
agreement was entered into some 
seven or eight months ago. In spite 
of some nearly irresistible tempta- 
tions, I have during these past sev- 
eral months plodded along right in 
the middle of the straight and nar- 
row path, looking neither to the 
right or left. 

Your decree Number 1, ordering 
me to produce, was laid aside fully 
expecting that you would forget the 
whole blamed thing and that would 
end it and, as a result, my agree- 
ment with myself would remain in- 
violate. Only a few days after hav- 
ing, supposedly, disposed of the 
aforesaid decree, I sensed your pres- 
ence in this neighborhood, where- 
upon I made a hasty retreat. I 
went into hiding after having in- 
structed my trusted co-workers to 
report to you that I was absent 
from the city and would not return 
for several days. Not until I was 
reliably informed that you were 
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Four Pages from Selling Helps Booklet of the Utica Heater Company, Utica, 
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headed back towards the Windy 
City did I find courage to come 
forth from my hiding place. When 
I did finally step out into the day- 
light again, I heaved a sigh of re- 
lief and patted myself on the back 
and says I to myself, “There, now, 
I have completely thwarted that 
confounded Editor’s plans for once, 
any way.” 

I existed serenely and quietly for 
a couple of days thereafter in the 
thought that I had outwitted you; 
that state of exuberance, however, 
experienced a rude shock on the 
morning of the third day thereafter, 
when it was discovered that you had 
actually entered into a conspiracy 
with Uncle Sam who delivered to 
me that morning decree Number 2. 
This last strategic move of yours 
and Uncle Sam’s completely flabber- 
gasted me and left me without any 
visible means of escape. Another 
hurried conference between I and 
myself was called, during the course 
of which says I to myself, “Here 
we are between the Devil and the 


deep sea—a dogged persistent edi- 
tor on one side, and a perfectly hon- 
orable agreement between me and 
myself on the other, which way 
shall we jump?” 

Characteristic of the party to the 
aforesaid agreement, it was unani- 
mously agreed that the most sensible 
thing to do was to follow the line of 
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least resistance and here I am, trav- 
eling zlong in that direction. 

There is one comforting thought, 
Mr. Editor, and I believe that I 
shall stop right here and tell you 
about it. On that agreement which 
existed between me and myself up 
to thirty minutes ago, I attained an 
efficiency of at least seven-twelfths 
per cent, and that, you will agree, is 
quite remarkable for one who has 
followed the heating business so 
closely as I have followed it for 
more than a quarter of a century. 

Now listen, Friend Editor, what 
in the mischief ever induced you to 
order me to write on a defined sub- 
ject? Don’t you know that I am 
devoid of all literary talent and that 
I have never had training along lit- 
erary lines? Don’t yon know me 
well enough to realize that it would 
be impossible for me to write more 
than a dozen logical sentences on 
any sort of a fixed subject? Surely, 
under these circumstances you will 
grant me the privilege of writing as 
I please, at random—as it were. By 
the way—it occurs to me that a 
good subject for this effort, if a 
subject is desired, would be “At 
Random.” 

I rather enjoy talking about the 
latest things out, and to write about 
them, too, when I am arbitrarily 
commanded to write. The newest 
thing out in the heating world, is 
the national Installation Code, and 
I am going to exercise the privilege 
of saying a word about it. 
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The organizations sponsoring this 
new Code and assuming responsibil- 
ity for its existence, make no claims 
that it is a perfectly finished prod- 
uct, but assert that it is the best 
compromise that could be effected 
between the various elements repre- 
sented in its development. It is not 
to be pretended that the instrument 
is perfect or that it represents all 
the hopes and wishes of any one 
person or groups of persons. It is, 
as was the Federal Constitution, and 
as all such measures must be, the 
result of compromises. 

I contend, Friend Editor, that no 
one can justify oneself in approach- 
ing the consideration of the Code 
with the mind to compare it with 
one’s own ideal. That attitude 
would, in all probability, mean its 
condemnation in advance. Nor 
should it be objected to because 
some desired provisions may not be 
found within its scope. The real 
and only question at this stage of 
the game is: “Is this Code as it is 
now framed, a good foundation on 
which to build a greater one?’ 
Looking at it from this angle, it 
seems to me that no fair or impar- 
tial minded man can think other 
than favorably of it. 

Although I had a minor part in 
the development of the Code, I am 
frank to admit that I am not alto- 
gether satisfied with some of its 
provisions. I may, as a matter of 
fact, offer constructive criticism, a 
privilege which I trust many will 
exercise. 

Now, Mr. Editor, 
peremptory command, that I write 
to the subject “Why Should Install- 
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ers Use Larger Furnaces?” or some- 
thing like that. 

Had you left out that word 
“why,” my task would be finished, 
I would simply say “yes” and let it 
go at that, but darn the luck, you 
started the thing with that little in- 
significant word of three letters and 
I am now racking the little brains 
that I possess trying to think up 
some way to upset it. 

Well, at any rate, I may as well 
start by saying that every one who 
investigated or given 
question 


may have 
careful thought to this 
knows that furnaces of generous ca- 
pacity—which is only another way 
of putting it—should be used. How 
do they know it? That’s easy! 
They know it because of the sad ex- 
periences realized by themselves or 
others who suffer the consequences 
accompanying the use of heating 
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units possessing capacities inade- 
quate to the needs. They know of 
the resultant discomforts, the exces- 
sive fuel consumption, the expenses 
for repairs or replacements, and the 
annoyances incidental thereto. 


I am safe in asserting, my dear 
Sir, that at least seventy-five per 
cent of the furnaces installed in 
your City of Chicago and in my 
own City of St. Louis and many 
other localities with which I am fa- 
miliar, are altogether too limited in 
their heating power or capacity, to 
perform the function for which they 
are provided, on an economicai or 
satisfactory basis. 

Should you or any of the readers 
of your periodical doubt the ac- 
curacy of this assertion, let them or 
yourself come to St. Louis, and I 
will take a day off and demonstrate 
the fact as stated. Practices other 
than the use of heating units, lack- 
ing in quality and heating power, 
conspire to discredit the warm air 
heating system in the estimation of 
the public, but these are factors of 
which I am not privileged to write 
at this time. 

Large heaters or those having ca- 
pacities in excess of the maximum 
demands likely to be exacted should 
be used, because there is involved 
the vital interest and welfare of the 
home or property owner who in- 
vests in the system. The installer’s 
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good-will or reputation is enhanced 
or otherwise affected by the per- 
formance of the heating systems he 
plans and installs. It is chiefly 
through the use of heating units 
with capacities to meet all demands 
economically and satisfactorily that 
a good reputation for the warm air 
heating system is to be established 
and maintained. 


There now, following a lot of 
preliminary stuff the subject as- 
signed to me has been disposed of 
in four brief paragraphs, but I can’t 
stop here because there arises in 
logical sequence the question as to 
how installers, at least a good por- 
tion of them, are to know whether 
or not the heating units which they 
use actually possess the required 
capacity. The new Code offers no 
real help in that direction. The 
method of determining size of fur- 
naces as recommended in Section 9 
of the Code is the weakest part of 
the entire instrument. 


The size of a casing in its relation 
to the heatnng unit or in other 
words, the free area through the 
casing is not a safe basis on which 
to estimate the heating capacity of 
any furnace. 

If that were true we would, all of 
us, start at once to remodel our 
heaters and put larger casings on 
them. 

This section is fallacious. It 
should not, in my judgment, have 
been incorporated in the Code, as it 
adds nothing whatever of value to it. 

In the absence of the suggestion 
of any more practical method for 
determining the furnace require- 
ments, I offered, as a member of the 
Joint Committee ,the following as a 
substitute for Section 9: 


“The grate areas of furnaces for 
heating systems shall equal 60% of 
the area of warm air pipe or pipes 
as arrived at by the use of the pipe 
area rules of the Code. The area 
of grates to be considered equal to 
the area of the firepot at the plane 
of its shortest diameter.” 

In common with others who have 
expressed themselves, you probably 
will say that grates do not constitute 
a reliable basis for capacity ratings. 
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the owner. And to satisfy the 
owner is a factor of supreme im- 
portance. 

With the possible exception of in- 
stances where extra large furnaces, 
those having firepots 30 inches or 
more in diameter, are used, I defy 
anyone to come forward with evi- 
dence that will successfully discredit 
my contention. 

The dealer who installs heating 
systems in accordance with the Na- 
tional Code and uses standard pipes 
of furnaces having grate areas equal 
to 60% of the warm air pipe areas 
will establish a good-will for him- 
self and will derive a degree of 
pleasure and profit to adequately 
compensate for time and effort ex- 
pended. 

Now, my dear Editor, I shall not 
need to remind you that I am rather 
dogmatic in some of my statements. 
You will have discovered that fact. 
I may remind you, however, in clos- 
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You can’t get an argument out of 
me on that score, for I at once agree 
with you. Nevertheless, the per- 
formance of standard types of fur- 
naces having grate areas equalling 
60% of the area of warm air pipes 
of well designed and properly in- 
stalled systems will continuously for 
an indefinite term of years, satisfy 
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ing, that one writing at random, as 
I have, against time and space, finds 
it necessary to concisely state the 
facts as one sees them. 

With this I close, wishing you 
and the entire AMERICAN ARTISAN 
Staff, together with all of its read- 
ers, a very Happy and Prosperous 
New Year. 
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Best Heating Installation Likely to Fail If 


Chimney and Draft Construction Are Faulty. 


W. Gunton of R. J. Schwab & Sons Company Explains 
Ideal Flue and Gives Valuable Hints to Installer. 


HE important relations of 

chimneys and draft to proper 
heating installation form the sub- 
ject of this special contribution to 
AMERICAN ARTISAN AND HArp- 
WARE Recorp’s “Warm Air Heater 
Special,” prepared by W. Gunton, 
engineering department, R. J. 
Schwab & Sons Company. The 
technical information, together with 
the practical suggestions in this arti- 
cle, make of it a valuable addition to 
the installer’s knowledge. It fol- 
lows: 

All heating men know and agree 
that a heating plant of any kind is 
no better than the chimney to which 
it is connected. 

The value of any flue as a carrier 
of heated gases depends upon both 
velocity and transverse area and it 
is not only necessary that a chimney 
have sufficient. height to produce 
draft but that it must have an area 
capable of carrying the total volume 
of the. gases. The height may be 
sufficient to create a good velocity 
but the area may not be sufficient to 
carry the volume of gases required 
and the draft becomes ineffective 
because of clogging. 

On the other hand, the draft may 
become ineffective from reduced 
velocity due to too large an area. In 
any chimney, height and area are 
dependent variables. The height is 
first determined to give a certain 
draft and to agree with surrounding 
building conditions, after which the 
area is determined to carry the gases 
at the given height and resulting 
gas velocity. 

The idea seems to be carried by 
most users of heating plants that the 
method of testing the draft in a 
chimney is by inserting a piece of 
lighted paper in either the smoke 
pipe or the chimney, if the paper 
burns quite readily they insist that 
the draft is good and that the chim- 
ney is sufficient for the heating 
plant. This test has no meaning 


whatever, as a flue of almost any 
size would be capable of carrying 
the amount of gases produced by 
the combustion of the paper. How- 
ever, no test would be of any value, 
unless it takes into consideration the 
volume of gases produced by the 
combustion of the amount of fuel 
consumed by the heating plant, this 
amount to be based on the grate 
area of the furnace or boiler. 














W. Gunton. 


Combustion as used by heating 
engineers signifies a rapid chemical 
combination between oxygen and 
the carbon, hydrogen and sulphur 
comprising the various fuels. This 
combination takes place usually at 
high temperature with the evolution 
of light and heat. 

The substance combining with the 
oxygen is known as the combusti- 
ble, and if it is completely burned 
or oxidized the combustion is per- 
fect, that is, no more oxygen can 
be taken up by the products of the 
reaction. 

The combustion is imperfect or 
incomplete when carbon burns to 
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carbon monoxide instead of carbon 
dioxide. Since the former may be 
further burned to form carbon 
dioxide if the necessary oxygen is 
supplied. Each combustion element 
in the fuel will unite with a definite 
amount of oxygen. With the ulti- 
mate analysis of the fuel known, the 
theoretical amount of air required 
for combustion may be calculated. 

When as is ordinarily the case, 
the oxygen is obtained from the air, 
the nitrogen of the air passes into 
the furnace with the oxygen. It 
takes no part in the combustion, but 
passes through the furnace and up 
the chimney with the carbon dioxide 
without any change in its nature; it 
is, however, usually called a product 
of combustion in air. 

Carbon dioxide is composed by 
weight of twelve parts of carbon 
and thirty-two parts of oxygen. 
Hence, to burn a pound of carbon 
requires two and two-thirds pounds 
of oxygen. If the oxygen is taken 
from the air, which contains only 
twenty-three per cent of oxygen, it 
will take eleven and _ six-tenths 
pounds or approximately one hun- 
dred fifty-five cubic feet of air and 
as carbon is the principal element in 
ordinary fuel, it can readily be seen 
that it requires a _ considerable 
amount of air for the proper com- 
bustion of one pound of fuel. This 
is variously estimated at between 
ten and twelve pounds, or from one 
hundred and forty to one hundred 
and sixty cubic feet, basing our fig- 
ures on a combustion rate of four 
and one-half pounds of fuel per 
square foot of grate area. The aver- 
age grate area for a twenty-four 
inch furnace is two and three-quar- 
ters square feet. Thus assuming 
that the heater would consume ap- 
proximately twelve and one-half 
pounds of fuel per hour. The 
amount of air necessary for the 
proper combustion of this fuel 
would be approximately two thou- 
sand cubic feet per hour. The cal- 
culations for air required presup- 
pose that each and every particle of 
oxygen can be brought into intimate 
contact with the combustible. Prac- 
tically this is impossible, due to the 
large amount of inert nitrogen pres- 
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ent, variations in the fuel bed and 
interference of clinker and ash, 
which cannot be removed as soon 
as formed. 

It is therefore necessary to pro- 
vide an excess of air when burning 
coal under either natural or forced 
draft, amounting to approximately 
fifty to one hundred per cent of the 
net calculated amount. This amount 
of air would be passed up the chim- 
ney as products of combustion. 
From these few figures showing the 
volume of gases which it is neces- 
sary for the chimney to handle as a 
result of the combustion of coal, it 
can readily be seen that area and 
velocity are factors to be considered 
in arriving at the proper size of 
chimney for any heating plant. 

The height is the primary factor 
in creating velocity, but the form 
of the flue and the construction and 
the kind of materials also affect the 
velocity. 

The manufacturer of furnaces 
and boilers can guarantee a stated 
rating of his products only if the 
draft and capacity of the chimney 
is right, and the heating contractor 
has every right and in justice to 
himself must insist that a good 
chimney, sufficient to furnish a 
proper draft, and should write such 
a clause into his contract, as a con- 
dition of his guaranteeing any in- 
stallation. 

The ideal chimney flue is round 
in section, though the rectangular 
shape is most used. These should 
be kept as nearly square as possible. 
A chimney should be built up of 
hard burned bricks, well bedded in 
cement mortar, with all joints 
struck smooth. Lime cement brick 
or cement or concrete block chim- 
neys are too porous to make a really 
good chimney. A tile lined chimney 
properly constructed is good and if 
used the brick should be laid up 
around the tile after it is set in 
place and cement should be slushed 
between the tile and the brick. 

Chimneys under thirty feet in 
height are unreliable in their action, 
some engineers recommending noth- 
ing under forty feet. If the top of 
a chimney is below any nearby por- 
tion of the building and sometimes 


neighboring structures, eddy cur- 
rents will be formed, which will 
seriously reduce the draft. 
Chimneys on outside walls, while 
sometimes adding to the artistic 
appearance of a house, are not as 
satisfactory, due to the contact with 
the cold outside air, as a chimney 
going through the inside of a house. 
When an outside chimney is built, 
it should be made double walled, 
with an air space between the walls. 
In most cases all of the evils 
resulting from an inefficient chim- 
ney are first blamed to the heater 
and heating contractor. If it is in 
his power to insist that the code for 
chimney construction such as for- 
mulated by the National Board of 
Fire Underwriters be followed, this 
code having recently been approved 
by the National Warm Air Heating 
& Ventilating Association, National 
Association Sheet Metal Contrac- 
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tors and Western Warm Air & Fur- 
nace Supply Association, he will be 
protecting himself and doing his 
customer a real favor as well. As 
in many cases it is ignorance as to 
what comprises a good chimney 
rather than anything else that causes 
an owner to allow a poor chimney 
to be built, and if he is impressed 
in advance with the necessity of 
following certain definite specifica- 
tions in order to insure his heating 
plant of a good chimney he will 
do so. 

The heating contractor will de 
well to bear this in mind and sell 
his customer on the value of good 
chimneys at the same time that he 
is selling them the heating installa- 
tion, and his conscientiousness in 
this regard will reflect to his benefit 
and be an assistance, rather than a 
hindrance, in selling the heating 
plant itself. 


Make Installation First Consideration and 
Expense Secondary, Declares Manufacturer. 


Head of American Furnace Company Sees Way 
To Increase Sales and Recover Lost Business. 


HEAP installation should be 

sold as such, says H. V. Bayse, 
president of the American Furnace 
Company. But the right kind of 
furnace, properly installed, can be 
sold to compete with any steam or 
hot water installation, and it is up 
to the installer to educate the house- 
holder just what are the advantages 
of warm air heating, continues Mr. 
Bayse. His special message is as 
follows: 

The other day a furnace con- 
tractor asked me what I thought of 
the Standard Code, regulating the 
installation of warm air furnaces. I 
told him that my thirty-three years 
of continuous experience in this 
business, with the advantage of call- 
ing on furnace dealers from St. 
Louis to the East Coast once each 
year for twenty-seven years and 
to the Pacific Coast for twenty- 
two years, naturally has placed me 
in position to know more or less 
about the subject and that I con- 
sider the Code to be a grat deal 


more important than many heating 
men supposed it to be, that if it 
were adhered to, it would positively 
increase furnace sales and enable us 
to creep back into heating the better 
class of houses, which we have 
driven into hot water heating not 
only by the use of cheap faulty fur- 
naces, but by not properly installing 
the better grade of furnaces as well. 

We must resort to better furnace 
heating at any apparent cost. We 
must come to our senses. The real 
problem is this: you had better lose 
e furnace job by being high than 
lose it to hot water later by reason 
of a cheap and improper installa- 
tion. 

It has been demonstrated that the 
public will not stand for the cheap 
faulty furnace or installation. It is 
plain to see the loss of our business 
to the hot water and steam man, 
which is simply the result of faulty 
furnaces. 

The furnace has every advantage 
over hot water or steam in a house, 
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say, of twelve rooms and smaller. It 
is a fact that can be proven either 
by argument or demonstration. It 
is now up to us to demonstrate the 
fact and we can and must do so. 

I am not criticizing the Code for 
the reason it has too much good for 
criticism, but would call attention to 
a point which I believe could have 
been made more specific, and that is 
in relation to proper air supply. 

Several years ago we had three 
to five open grates or fireplaces in a 
seven-room house. Those fireplaces 


Now, fellows, let us all get to- 
gether and improve the situation. 
We all look around and see the 
small house installing hot water or 
steam; we hear them “knock” the 
furnace. Let us not pass the “buck” 
to the manufacturer or to the in- 
staller, we are all to blame for the 
present condition of affairs. Let us 
make this rule, each of us to sell the 
cheap furnace or installation with 
an apology, not offer the cheap fur- 
nace as the best nor a good furnace 
with a cheap installation as the best. 





H. V. Bayse. 


enabled us to take air from the out- 
side, they provided ventilation as 
well as proper circulation for out- 
side air supply. We now find the 
average small house has omitted the 
fireplace, or possibly has one in the 
living room which has made it im- 
practical for outside air supply. In 
such cases the air supply should be 
taken from the interior of the house, 
first floor; also I would advise that 
in keeping with gravity heating that 
the cold air pipe have a gradual fall 
from the cold air face all the way to 
the furnace and under no circum- 
stances permit a level run, such as 
boxing below the joists for return 
air supply; also that return air pipe 
should be constructed so as not to 
permit any cellar dust to enter the 
installation from that source. 


Be fair and honest. Do business 
like the piano man—all pianos are 
guaranteed to make music—all fur- 
naces are guaranteed to heat. 

Have a good line to offer for the 
reason it is your duty to give your 
customer an opportunity to buy good 
goods and explain to him when he 
buys too cheap, not to condemn fur- 
nace heating until he pays a price 
for the right kind of furnace prop- 
erly installed. In other words, pass 
the “buck” where it belongs—to the 
purchaser of cheap, faulty furnace 
installation. 





There are times when a salesman 
should not act without getting in- 
structions from the boss, but there 
are times, too, when to wait for in- 
structions is to lose the opportunity. 


AND HARDWARE 
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Chicago Daily Tribune Stresses 
Importance of Proper Firing. 

Reference has been made by us 
on many occasions to the impor- 
tance of improving methods of fir- 
ing residence furnaces, both from 
a fuel saving standpoint and from 
that of avoiding preventable air pol- 
lution. 

Installers of warm air furnace 
can render a highly valued service 
to their customers as well as to 
their community at large by making 
it a point to instruct them in proper 
methods of firing. 

That the public is already inter- 
ested, to a certain degree at least, is 
evident from the fact that impor- 
tant papers, like the Chicago Daily 
Tribune deem it worth while to de- 
vote space not only in its news col- 
umns, but even among its editorials, 
to the discussion of this subject, as 
for example the following editorial 
which appeared Thursday, Novem- 
ber 23rd: 

Burn the Smoke. 

“A new anti-smoke campaign in 
Chicago has been launched by 
Health Commissioner Bundesen. 
He has organized a smoke abate- 
ment*commission designed to re- 
duce the evil. H. W. Evans, chair- 
man of the commission, says the an- 
nual loss directly attributable to the 
smoke evil in Chicago is $20,000,- 
ooo. That should be sufficient, even 
without the evidence constantly be- 
fore our eyes, to fix public attention 
on the evil and win support for any 
movement which promises to re- 
duce it. 

“Frankly, however, though we 
have full sympathy with the effort, 
who do not expect to see Chicago re- 
stored promptly to pristine clean- 
liness through the new commission. 
It may help. We hope it does. But 
at best it cannot do one-tenth of 
one-hundredth part of what the citi- 
zens of Chicago could do without 
such a commission if they were will- 
ing or intelligent enough to do the 
obvious things. 

“Smoke is largely due to careless- 
ness or ignorance. It is due to im- 
proper combustion of fuel. Thus 
gases, soot, and various combusti- 
bles are carried into the air to lodge 
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on buildings, on white collars, on 
carpets and hangings, and in lungs 
and nostrils. Every bit of smoke 
released to do such damage is evi- 
dence of waste. Properly built 
furnaces and proper building and 
stoking of fires will save perhaps 
half the coal bill due to poor fur- 
naces and unintelligent firing. At 
ithe same time they could save prob- 
ably more than half of the $20,000,- 
000 now estimated as the annual 


damage due to smoke in Chicago. 
“Intelligent factory managers 
know this. The best managed fac- 
tories are the least smoky ones. 
They burn their coal instead of 
driving it away through the chim- 
ney to soil a neighbor’s facade. A 
big factory cannot afford to waste 
coal. When it does so it is because 
of neglect or inefficiency of an em- 
ploye and is promptly corrected if 
the management is awake. How, 
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then, can a small house or flat own- 
er afford to waste his fuel at the 
present high prices? He cannot. 
A little study and a little supervision 
of janitors will show the way to 
savings which will be immense in 
the aggregate. 

“A cleaner and more healthful 
and more prosperous city can re- 
sult from such efforts. There is a 
field for the new smoke abatement 
commission.” 


Many Manufacturers and Nearly All Installers Favor 


Uniform Laws for Warm Air Heating Installations. 


But Opinion Is More Divided As to Wisdom of 
Having States License Installers, Reports Show. 


ENERALLY _ speaking, the 

furnace manufacturers of the 
country, as interviewed by 
AMERICAN ARTISAN AND 
HARDWARE REeEcorp, are in favor of 
uniform legislation on warm air 
heater installations, but there is a 
marked division of opinion as to 
the advisability of having the sev- 
cral states license the installers of 
warm air heaters. The installers, 
however, are almost unanimous for 
uniform laws, and most of them 
javor the state license plan. 


The replies to the questions put 
to the manufacturers on these two 
subjects indicate a careful reflec- 
tion on the part of makers, and a 
tendency to leave nothing undone 
to promote the industry. The ques- 
tions were put as follows: 

(a)Do you approve of uniform 
legislation throughout the country 
governing the details of Warm Air 
Heater installation? 

(b) As a logical corollary of such 
laws, do you approve the licensing 
of Warm Air Heater installers by 
the State? 

Some of the replies and the com- 
ment evoked are as follows: 

“(a) Yes, if reasonable. (b) It 
would benefit the business if politics 
could be avoided.” 

“(a) Yes. (b) No.” 

“(a) Yes. (b) Under certain 
conditions: only.” 


“(a) Yes. (b) Might be a good 
plan.” 

“(a) Yes. (b) Not so sure about 
this.” 

“(a) Yes. (b) No.” 


“(a) Yes, if it could be done 
O. K., but it is impractical. (b) 
Would be too much crookedness.” 


“(a) No. (b) No.” 
“(a) Yes. (b) Yes.” 
“(a) Yes. (b) I do not favor a 


license but I do favor legislation 
which will compel installations ac- 
cording to a certain standard with 
inspection to see that it is done.” 


“(a) Yes. (b) Yes.” 
“(a) Yes. (b) Yes.” 
“(a) No. (b) No.” 
“(a) No. (b) No.” 
“(a) No. (b) Yes.” 
“(a) No. (b) No.” 


“(a) Yes, though different local- 
ities require larger or smaller fur- 
naces and pipes and registers. (b) 
Not until educational work amongst 
iistallers warrants such action.” 

“(a) Yes. (b) Yes.” 

“(a) Yes. (b) Yes.” 

“(a) Yes, if the legislation is in- 
telligently done. (b) No.” 

“(a) Yes. (b) Yes.” 

“(a) If right. (b) No.” 

“(a) Yes. (b) Yes.” 

“(a) Doubt the advisability of 
any legislation—too much regula- 
tion now and too much of it ill ad- 


vised. (b) No. We believe in 
freedom.” 
“(a) Most assuredly, if any leg- 


islation is necessary. Generally 
speaking, there is too much legis- 
lation. (b) No objection to it, but 
there are many very sensible prac- 
tical men that could pass no kind 
of examination requiring clear writ- 
ing.” 

“(a) No. (b) No.” 

“(a) So long as politics would 
enter into the legislation concerning 


warm air heating, I would not be in 
favor of same. (b) We do not be- 


lieve in licensing warm air instal- 
lers.” 

“(a) In so far as regulation re- 
lating to safety and the mechanical 
features of installation, could well 
be uniform. Those relating to sizes 
must be based on the heat loss and 
would vary with climatic conditions. 
It depends on how these were 


drawn, whether such _ regulation 
could be more uniform. (b) Yes.” 
“(a) We do. (b) Yes.” 


“(a) Most emphatically no. (b) 
No.” 

“(a) Yes. (b) Yes.” 
Installers Strong for Uniform Laws 


and Majority Favor State 
License Plan. 


Turning now to the warm air 
heater installer we find a more 
unanimity of opinion on these ques- 


tions. The inquiry was put to the 
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trade in a slightly different form, 
as follows: 

(a) Is it a good thing for the 
trade in general to have state laws 
controlling the installation of warm 
air heaters? 

(b) Do you think that installers 
should be licensed by the State, thus 
excluding unskilled people who 
make warm air heaters merely a 
side line to some other business. 

More than a score of installers 
answered the two questions with a 
blunt “Yes” as against two or three 
_ negatives. More is to be gleaned, 
however, from the comment evoked, 
by the inquiries, of which the fol- 
lowing are characteristic: 

“(a) I believe it would be a good 
thing for the trade. (b) I do think 
that installers should be licensed.” 

“(a) Yes, if a man with brains 
that knows something about warm 
air furnaces can draw the law. 

(b) Yes.” 

“(a) I believe in the Constitution 
of our Government. If one buys 
from an incompetent dealer that’s 
his fault. He won’t do it the sec- 
ond time in order to save a few 
dollars. (b) I think the above an- 
swers this question.” (a) Yes, by 
all means. The Handy Man, and 
Tom, Dick and Harry should be 
put out of business, and the Cheap 
John Furnace Manufacturer, as a 
sideline, should also be prevented 
from flooding the markets with his 
trash to the detriment of legitimate 
trade. (b) Above item answers my 
opinion on this very important as 
well as aggravating question, as the 
Cheap John Manufacturers and the 
consequent Handy Man have just 
about put a black eye on the honest 
and legitimate furnace business.” 

“(a) Do not think so. (b) Let 
‘em go, they will soon get enough.” 

“(a) Yes, and there ought to be 
some law that would make these 
mushroom manufacturers that 
spring up now and then submit 
their furnaces to at least a two 
winters’ test in the North. (b) 
Yes, we would consider such a law 

‘when strictly enforced a very good 
thing. As it is now, whenever 
someone thinks of some freak look- 
ing stove which they think would 


make a good furnace, they have a 
few made and put them on the pub- 
lic and call them furnaces.” 

“(a) I do not think it necessary. 
(b) Not necessary here.” 

“(a) Laws are all right at the 
right time and in the right place but 
it looks to me like the law has its 
hands full now. (b) I think that 
for license we have enough to pay 
now.” 

“(a) By all means. Too many 
are put in by persons that know 
nothing about them and then con- 
demn the furnace. (b) Yes.” 

“(a) If it could be conducted on 
a proper basis and without petty 
graft it would be all right. (b) 
Manufacturers are not always in- 
stallers, so this question or answer 
could be misconstrued.” 

“(a) Yes, if a first class man is 
in charge. (b) Yes, if properly 
handled, which is impossible.” 

“(a) Not any advantage. (b) 
No, too much red tape in the state 
now.” 

“(a) This question must be 
looked at from a point of view of 
both sides; whereas, it might be 
all right in some cases, in others, 
ofttimes, it would not be. We find 
persons not licensed to do a certain 
class of work know more about it 
than one licensed. (b) No, to be 
candid, I don’t.” 

“(a) It might be if the drafters 
of the law were familiar with warm 
(b) If it could be ac- 


without abuse. of 


air heating. 
complished 
power.” 

“(a) Yes, it would cut out this 
bad work. (b) Yes, it would be 
better for the furnace trade.” 

“(a) Yes. Then every furni- 
ture dealer, butcher and groceryman 
or handy man in small towns would 
not be butting into the trade. (b) 
Yes, by all means.” 

“(a) This is the only way the 
heating men will be able to get bet- 
ter heating systems installed, as it 
will keep out all the good-for-noth- 
ing heating men who are selling fur- 
naces for the money they get. (b) 
This would be a wonderful thing, if 
it ever happens. Every installer 
should be licensed.” 
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“(a) By all means, any sucker 
can now install furnaces. (b) Most 
emphatically.” 

“(a) Yes, if politics are taken 
out of its control and men who are 
real engineers are in charge. (b) 
Not necessarily. The man laying 
out the system should be an engi- 
neer. An unskilled installer may 
do a poor job but if laid out right 
it will work right.” 

“(a) We question any particular 
advantage being derived from state 
laws. (b) No.” 

“(a) I think it would be a good 
thing if handled on the square. (b) 
I do think something should be 
done to protect the public as well as 
the man that has given his work 
some thought.” 

“(a) Yes, would tend to bring 
about better installations and bring 
the reliable, legitimate dealer into 
his own.” 

“(a) Yes, if the laws are written 
by men who know how the work 
should be done. (b) Yes.” 


“(a) Yes, it would add greatly to 
the service a heating plant will give 
by proper installation. (b) Yes, it 
would cut out every inexperienced 
man from going out and putting in 
a plant any old way and causing so 
much complaint about furnaces be- 
ing no good.” 

“(a) Yes. (b) Yes, providing 
such laws prohibited owners from 
buying from mail order houses and 
let any but licensed installers put 
same in.” 

“(a) We are of the opinion that 
state regulation might be made to 
act to the advantage of the public 
and the conscientious dealer or job- 
ber. On the other hand, it might 
act against the conscientious and 
established dealer or jobber. Would 
be a good thing if it could be based 
on fairness to both parties, as this 
is the only lasting method. (b) We 
think that the dealer who sells 
should carry as much responsibility 
as the installer and that the whole 
question hinges on the requirements 
of the license. It is true that the 
dealer who carries furnaces as a 
side line does not know his furnace 
overhead and dealer’s Jiability in 
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the matter of conscientious service 
and expert advice to the customer.” 

“(a) Wethink so. (b) Positive- 
ly we do. What would the medical 
profession amount to if no one 
needed a license? And we cer- 
tainly do affect the health of a fam- 
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ily one way or another when we 
heat the home they live in.” 

The balance of the replies are 
of the same tenor, the only appre- 
hension being that the laws should 
be drawn by experienced heating 
men and not politicians. 


Gravity Ventilating Systems Found Wanting 
On Larger Buildings As Science Progresses. 


D. M. Haines Shows How Mechanical Means Only 
Can Provide Fresh Air on Bigger Structures. 


RAVITY ventilating systems 

are cheaper and are therefore 
in wide use, but their functions are 
limited and circumscribed. Real 
ventilation for large edifices and 
buildings given to public gatherings 
can be obtained only by scientific 
and mechanical means through elec- 
trically driven motors, fan appara- 
tus, air washing apparatus, temper- 
ature control and air humidifying 
apparatus. 

These are the conclusions of 
D. M. Haines, president The Haines 
Company of Chicago, blast heating 
and ventilating contractors, and 
third vice-president of the National 
Association, Sheet Metal Contrac- 
tors of the United States, in a spe- 
cial article on ventilation prepared 
for AMERICAN ARTISAN AND 
HARDWARE Recorp. Mr. Haines’ 
article is as follows: 

Mechanical Ventilation as Compared 
With Gravitv Ventilation. 

The writer in a lecture given be- 
fore the National Association of 
Sheet Metal Contractors on the sub- 
ject, Ventilation, Its Place and 
Necessity in Modern Buildings, re- 
ferred mainly to mechanical venti- 
lation. For some time, advocates 
of gravity ventilating systems have 
have been active to convince the 
public that mechanical apparatus 
for ventilation is not necessary. 

The object of this article is to 
bring out the favorable points of 
mechanical ventilation as compared 
with gravity ventilation in buildings 
constructed for gatherings of per- 
sons for worship, educational and 
similar types. This, of course, elim- 
inates any discussion of small build- 
ings, residences, etc. 


By mechanical ventilation we 
mean the induction of fresh air 
heated to a comfortable degree into 
buildings of the above type and 
eduction of foul air. All accepted 
ventilating laws are based on the 
fact that a specified amount of fresh 
air must be provided in a given time 
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It is also essential that these quan- 
tities of fresh air are supplied to 
the various rooms in the building 
in a way that the quantity and qual- 
ity of this air can be measured by 
acceptable instruments. 

Gravity systems designed to com- 
ply with ventilating laws as accepted 
by the larger cities of our country 
must have large enough duct sizes 
to allow for the slow velocities given 
to the air by heat induction only 
and none at the best in any way as- 
sure a positive movement of air, 
either fresh, temperate or foul. It 
is for this reason that gravity ven- 
tilation systems have never received 
a full approval from ventilating 
authorities in larger cities. 

If gravity ventilating systems are 
properly designed as to capacities 
of ducts and register openings their 
cost would about equal the cost of 





David M. Haines 


for each occupant in a room at a 
comfortable temperature. This tem- 
perature is taken in this country at 
about 70 degrees F. This of course 
has led also to the adoption of the 
use of mechanical apparatus for the 
removing of foul air from build- 
ings. These fundamental require- 
ments or ventilating laws establish 
the necessity of using positive meth- 
ods of introducing the required 
amount of air into the buildings and 
rooms thereof. 


installation of mechanical systems, 
including apparatus. One of the 
main reasons for installing gravity 
systems in ventilation is that the 
public has been misled as to the cost 
of same and have been made to be- 
lieve that they are much cheaper. 
The operating of a mechanical ven- 
tilating system is an item that the 
owner objects to, and wants to save, 
but experiences of owners of suc- 
cessful theaters have found out that 
the operating cost of a proper 
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mechanical system is a well paying 
investment. 

Humidity has become one of the 
great factors of proper ventilation. 
On account of the unreliability of 
the measurement of air in gravity 
systems, the exact percentage of 
moisture to be given the air in this 
type of system is very hard to con- 
trol and if it is to be accomplished 
by installing humidifiers in each 
and every room, the cost of this 
ventilation and maintenance be- 
comes prohibitive. 

Gravity ventilating systems are 
usually designed to allow cold fresh 
air into the building to a point 
where direct heating surfaces are 
installed, and if these surfaces are 
spread throughout the building and 
sometimes one and more units in 
each and every room of the build- 
ing, the heating surface has to be 
greatly increased to allow for this 
infiltration of cold air and therefore 
necessitates the increase of radiating 
surfaces, pipe sizes, valves and fit- 
tings throughout the building. 

Some authorities on gravity ven- 
tilating systems advise the opening 
of windows for the purpose of al- 
lowing cold air to enter into rooms 
through these windows and mix 
with the air in the rooms without 
being subjected to any heating sur- 
face. It becomes necessary there- 
fore to control the temperature of 
the air in these rooms by manipu- 
latiig the windows and this usually 
becomes everybody’s or nobody’s 
business and leads to dissatisfaction 
and a general condemnation of such 
a system. The elements of weather 
also greatly combat any gravity ven- 
tilating system requiring open win- 
dows, as a strong wind aided by rain 
or snow on all rooms on the wind- 
ward side would necessitate the 
closing of windows and thus at once 
stop the scheme of this type of ven- 
tilation. 


City authorities and ventilating 
specialists who have tried to ascer- 
tain the condition of the air and the 
quantities of air supplied or dis- 
charged in systems of the above 
type have been unable to ascertain 
the correct data of air changes 
taking place in the various rooms of 


a large structure with any degree 
of accuracy. 

Rooms situated at different ele- 
vations and especially under the 
roof must receive different treat- 
ments as it is quite possible in build- 
ings of some height that the lower 
rooms will ventilate into the upper 
rooms and the use of any type of 
back draft dampers in these types 
of system have nearly always 
proven a failure. Under adverse 
conditions back drafts are estab- 
lished. The adjustment of doors 
and the opening and closing of same 
also enter into the phase of discus- 
sion of these systems. 

It must be evident already that a 
positive or automatic control of the 
temperature, changes of air and 
humidity becomes a very delicate 
problem in gravity systems. The 
condition of the air is then entirely 
controlled by human opinion and 
especially in large rooms, such as 
lecture halls and auditoriums which 
accommodate a large number of 
people in a close seating capacity, it 
becomes a serious factor. 

It is of course maintained by ad- 
vocates of gravity systems that the 
maintenance of a comfortable tem- 
perature of a room is not as impor- 
tant as is usually assumed and that 
better health is obtained by creating 
outdoor conditions in rooms occu- 
pied by human beings. This fact 


in a general way cannot be denied 


because if it was possible for all of 
us to live in balmy climates and con- 
duct our business under shade trees 
and on green lawns, we would all 
prefer it. This, however, is only a 
dream with most of us who have to 
earn our living in a large city and 
in congested districts. 

Under these living conditions it 
becomes necessary that the air be 
washed to clean it of all dirt and 
foreign matter accumulated. How 
this can be effectively done in a 
gravity ventilating system is a ques- 
tion I am unable to answer. This 
point of the use of air washers leads 
the. writer to register a surprise of 
the fact that they are not used in 
the schools in the city of Chicago, 
whereas in other cities they have 
been considered an absolute neces- 
sity to give good ventilation, even 
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in cities where fresh air is far more 
easily obtained than in a city of 
Chicago’s size. 

It is nearly impossible to de- 
humidify air in case the outdoor air 
becomes saturated during rainy 
weather, when gravity ventilating 
systems are used. 

The failure of operation of some 
furnace installations without the 
use of fans have proven that cir- 
culating air in a building by differ- 
ence of temperature only is not 
positive enough to assure the best 
results. In fact, on the leeward 
side of a building on a windy day 
the air may be sucked out of rooms 
instead of fresh air entering into 
rooms, which would upset the grav- 
ity method of circulation. 

Any ventilating system that de- 
pends on the opening of windows 
cannot be adopted in buildings that 
contain auditoriums, libraries, lec- 
ture rooms and music rooms, as all 
are subjected to outside noises 
which are undesirable in this type 
of building. 

Gravity ventilating systems are 
perhaps the first type that were 
used to give a supply of fresh air to 
people inhabiting buildings where 
ventilation was desired. Science has 
greatly improved upon this system 
in these days where it becomes nec- 
essary to gather a number of peo- 
ple in congested areas by providing 
improved mechanical means in the 
form of electrically driven motors, 
fan apparatus, air washing appa- 
ratus, temperature control and 
humidifying apparatus for the posi- 
tive means of supplying air changes. 





Hamilton & Hamilton 
Still in Business. 


A letter from J. T. Hamilton, of 
Hamilton & Hamilton, hardware 
merchants in Oskaloosa, Iowa, 
states that they are still in business, 
although we had been informed by 
parties, whose reliability we have 
had no reason to doubt, that the 
business had been sold out to R. E. 
Redman. 





The “alibi” is failure’s apology 
for lack of performance better ef- 
forts would have achieved. 
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Has Pipeless Furnace Sale Decreased—W hy ? 
Asks Champion of This Form of Installation. 


George Washington Turton Gives History of Pipeless 
Furnace Demand During Boom Times of 1920 and 192]. 


Written especially for AMERICAN ARTISAN AND HARDWARE REcorRD by 


George Washington Turton, Niles, Michigan. 


DO NOT expect all readers to 

agree with all statements in this 
article. In fact I hope you don’t. I 
much prefer to have you pen your 
protests with reasons showing I am 
in error. 


If you come back with snappy de- 
fiance I shall feel my effort has been 
rewarded by stimulating you to 
thought, discussion and action, all 
for the betterment of the profes~ 
sion. 

We gain knowledge by free and 
fearless exchange of opinions, fully 
as much from 
from agrement. Especially so if 
statements are based on good reas- 
oning and experience. Such is the 
mission of this article. 


Information from various sources 
seems to confirm the statements that 
the ratio of pipeless to pipe furnace 
sales for 1921 and 1922 is less than 
the ratio for the two preceding 
years, which were the banner pipe- 
less years. This information comes 
‘from factories, salesmen and _ in- 
stallers. And from some of the 
same comes the tantalizing, “I told 
you so, kid! A new broom sweeps 
clean! Only a fad! Just a passing 
‘fancy—all passed but the sorrow 
‘and regret!” All of which excites 
us to the stinging, satirical retort: 
“‘Well, well! So bad as all that?” 


One of the many errors human- 
ity is prone to make is to jump at 
conclusions without a foundation or 
pillar to support the expressed opin- 
ion or thought. This is no attempt 
to defend or excuse the pipeless for 
fiddling in the race. But a square 
deal is to give the devil his dues no 
matter where, who or what the devil 
it is. 

The pipeless needs no defense. 
Merely an equal chance by installers 
as qualified for pipeless installation 
as they are for pipe installations. 


disagreements as’ 


At this point permit me to repeat: 
It requires a more thorough knowl- 
edge of the definitely fixed principles 
of heating to properly install a pipe- 
less than is required for a pipe in- 
stallation in the same house, both 
types being adaptable. 

Treat the pipeless 
and it will beat its older brother “to 
a frazzle.” Sufficient proof of this 
has been furnished by the authori- 
tive tests at Urbana, Illinois, which 


scientifically 
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authority rates the pipeless fifteen 
percent more efficient than the pipe 
heater. 

Al of which makes you more 
eager to put the question: Why 
then have pipeless sales fallen off, 
comparatively ? 

Not for one reason alone but a 
combination of several. You all 
agree that extensive and persistent 
advertising sells goods. There never 
was a time when a more extensive 
pipeless campaign was executed 
than during 1919 and 1920. The 


present generation never before 
witnessed such a shortage of goods 
and such a demand for them. 

Are you all aware of this fact?: 
The big majority of pipeless sales 
during those two years was made by 
installment furniture dealers. Fur- 
niture factory outputs were sold 
nine months beyond capacity and 
dealers could not get goods to sell. 
Live pipeless manufacturers saw an 
opportunity. Salesmen were coached 
to “go after the furniture dealer. He 
has nothing to sell. Show him how 
a pipeless department will fill the 
vacant spot in his business.” 

And they did. And in justice to 
these salesmen let it be said that 
they did not knowingly use any im- 
proper business methods. But 
through both ignorance and inno- 
cence of all concerned, the furniture 
dealer was persuaded to believe that 
his lack of knowledge and experi- 
ence in the furnace and _ heating 
game would not prevent his doing a 
volume business. “Anyone handy 
with a screwdriver can install a pipe- 
less. Just follow instructions from 
our engineering department and you 
can have no trouble.” 

Then he was shown a fine cut of 
an installation being made by a fel- 
low with slick hair in the college- 
brush-back style, spotless white 
shirt and cuffs, and hands unsoiled. 
The anxious dealer took wings and 
soared into the realms of expectancy 
and easy money. 

And they were not disappointed. 
Many furniture dealers installed 
over 100 pipeless each during the 
last six months of 1919. And in 
spite of novice installations, results 
were entirely satisfactory to pur- 
chasers. Surely this is ample proof 
that the pipeless in skillful hands is 
little short of marvelous. 

The wonderful results caused 
these same dealers to redouble their 
efforts in 1920 and their sales in- 
creased to 300 to 500 each; and this 
was the beginning of trouble. User 
demand increased. Factory supply 
decreased. Dealers became more 
anxious for quicker and more in- 
stallations. Up to this time they 
had followed factory instructions. 
Now they were chaffing because it 
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required four days to send floor 
plans from the Eastern coast to the 
factory in the Chicago district, and 
get blueprint instructions in return. 
The governor belt was off and the 
speed wagon running wild. 

Floor plans reached the factory 
during the morning of the second 
day and blueprint was in the return 
mail before six p. m. But that was 
too sluggish. There must be more 
pep. At the time I was on the re- 
ceiving end of many such demands. 

Spurred on by the satisfactory 
results from their 1919 installations 
these dealers, rubbing shoulders 
with some of the factory salesmen, 
conceived the cock-a-hoop idea that 
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And the natural consequence: 
buyers became skeptical and _ hesi- 
tated; the made-over furniture 
dealer lost his spizz—slowed down 
to a shuffle instead of his former 
snappy stride. 

About this time the furniture fac- 
tories had accumulated a little stock 
and Mr. Dealer was “delighted” 
with the excuse to shed the pipeless 
and get back into a game of which 
he had greater knowledge. 

In 1919 pipeless sales to pipe sales 
were as two to one. In 1920 the 
ratio was four to one, which evi- 
dences what can be done with a 
good thing when properly handled. 
Subsequent results indicate what 
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to second floor. He says that suf- 
ficient volume for entire house de- 
livered to first floor will be dis- 
tributed via the stairway to second 
floor. Valuable discovery! If this 
gentleman will experiment a little 
further by amputating the leaders 
as well, he will have another admis- 
sion to make. 

All home owners cannot be satis- 
fied with the same kind of a heating 
system. And each is entitled to his 
preference. There is room for both 
systems. 

The health and comfort of fam- 
lies and loved ones is at the mercy 
of the heating engineer or installer. 
Is your advice drawn from the tank 
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Problem in Pipeless Installation Put by George Washington Turton, Niles, Michigan. 


they could dispense with much of 
the factory assistance. So they be- 
gan making installation according to 
their own ideas, sending only the 
seemingly difficult plans for factory 
instructions. 

Results from these supposedly 
easy installations during the winter 
of 1920 and ’21 counterbalanced 
the good reputation started the pre- 
vious winter. And many of these 
factory made heating engineers dis- 
covered that instead of boosting 
testimonials they had a bunch of 
complaints and demands to make 
good or “take the durn thing out,” 
both of which gave the profit roll a 
gaunt feeling. 





happens to a good thing when over- 
sold and shamefully abused by in- 
competent handlers. 

Don’t form hasty and adverse 
pipeless opinions. What are you 
doing to learn the mysteries of the 
pipeless, anything? If not, you are 
quite apt to have to submit to keep- 
ing quiet, without a comeback, when 
you provoke some fellow into telling 
you that you don’t know what you 
are talking about. 

The pipeless is not on the road to 
discard. Many careers have been 
greatly stabilized by a temporary 
check. A recent article from the 
pen of a pipe advocate suggests 
much larger leaders and no stacks 





of facts or from the fountain of 
bluff and bull? 

Suppose a customer should give 
you his house floor plans like the 
following, with full basement, and 
advise you that he wanted a pipeless. 
What would you advise him? If 
you accepted, how would you make 
installation? A free and fearless 
discussion may enlighten all of us 
willing to learn. 

(First floor—Ceiling 8’ 6” ; doors 
and cased opening 6’ 8”; closed 
stairway. Second floor—Ceiling 7’ 
6”: doors 6’ 8”; temperature de- 
sired, 65°, temperature’ for bath 
&c°; spindle railing at A and B.) 
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Pipeless Favored by Few Installers 
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Only When House Is Compact and Unified. 


Some Furnace Men Believe Pipeless Installation I's 
Never Adaptable, While Others Report Good Results. _. 


HE pipeless furnace is not in 
high favor with the furnace 
installers of the country. 

The questionnaire addressed by 
AMERICAN ARTISAN AND HArp- 
WARE Recorp asking them, “To 
what kind of buildings is the pipe- 
less warm air suited?” produced a 
number of replies to the general 
effect that no such type of building 
existed. Other installers, who gave 
the query a more serious considera- 
tion, were more or less of the same 
opinion that only structures small, 
compact and with large and open 
orifices between the rooms and 
chambers, were adaptable to this 
form of furnace? 

Below we have listed some of the 
replies, particularly from installers 
who have given the pipeless furnace 
an opportunity under favored sur- 
roundings : 

A. C. Tinker, Manager Lib- 
erty Special Company, Conneaut, 
Ohio: There are so many things to 
be taken into consideration in locat- 
ing, selecting size, amount of glass 
exposure, construction of building, 
location of stairway, size and height 
of openings, location of basement in 
relation to the rooms above, height 
of ceilings of different rooms in old 
houses, that every house has to be 
studied for results. There have 
been so many mistakes in the locat- 
ing and. laying out of pipeless heat- 
ing jobs that the public is becoming 
dissatisfied with this kind of heat- 
ing on account of not enough care 
in the installation and providing the 
necessary grills and ceiling registers 
to do away with the congestion 
sometimes found in this kind of 
heating. 

In judging any of the different 
methods of heating in the average 
house, all have their faults. It de- 
pends largely on the conditions as 
you find them with your customer, 
as you are not trying to sell him a 
furnace exactly. You are simply as- 


sisting him in the purchase, giving 
him the benefit of your experience. 

The pipeless warm air heater is 
best adapted to buildings with base- 
ments situated so as to get heat di- 
rect into rooms on north and west. 
All opening between rooms should 
be as high and wide as_ possible. 
Never heat more than one large or 
two small rooms through single 
doorway, unless doorway is extra 
wide and top within a few inches of 
ceiling without providing grills in 
side wall to relieve the congestion.” 

John F. Werner, Tracy, Minne- 
sota: For a one story building where 
the doorways are very large; they 
may also work good in one room 
store, and then I have always had 
better luck with the three register 
system. 

A. A. Clendenning, Keota, Iowa: 
To buildings with large openings be- 
tween rooms and square or compact 
in shape. Two story buildings with 
large open stairs and large openings 
below are also very satisfactorily 
heated. Oftentimes the customer is 
replacing stoves with the pipeless 
and it does so much more that he is 
entirely satisfied even though his 
home is not entirely heated as it 
could be with pipes. 

C. L. Epps, Van Wert, Ohio: 
Store buildings. For residences 
that can be heated with one warm 
air register. I put in two cold air 
pipes taking the air from the outside 
walls thereby stopping the cold air 
traveling over the floors. I have 
changed several pipeless jobs to 
three register jobs this summer and 
I now have on my desk the cost 
figured on changing another one. 

The Lathrop Furnace Company, 
San Antonio, Texas: Auditoriums, 
Convention and other halls, and 
some specially adapted buildings. 

Baird-Swannell, Incorporated, 
Kankakee, Illinois: Square and with 
large openings between rooms, or 
putting it in another way, to build- 
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ings owned by persons who refuse to 
listen to reason and install a real 
heating system which is the pipe job. 

S. D. Helm Manufacturing Com- 
pany, Crawfordville, Indiana: I 
would say that a pipeless furnace 
is not suited to the building but to 
the customer. 

E. H. Snow, Sleepy, Eye, Minne- 
sota: Buildings, in the first place, 
for one family. Buildings with 
large doors in interiors. Buildings 
that are not worth a hot water heat- 
ing plant, etc. 

W. E. Foncannon, Ashland, Kan- 
sas: All buildings that do not have 
a very large hall can be heated by a 
pipeless. They must have a free 
circulation of air. 

A. A. Richards, W. E. Richards 
and Sons, Roanoke, Indiana: Small 
type, open room buildings. Never 
try to sell a customer a pipeless job, 
which will not deliver the goods in 
his type of house. 

Charles E. Hedblom, Naperville, 
Illinois: None. We do not talk 
pipeless furnaces at all, although we 
have one on our floor to convince 
customers they are not satisfactory. 

Silverton Blow Pipe Company, 
Silverton, Oregon: Residences with 
rooms arranged to allow easy cir- 
culation. We refuse to sell where a 
building is not suited for pipeless 
furnace. 

The Chandler Hardware Com- 
pany, Sylvania, Ohio: Bungalows 
and small dwellings with double 
doors. 

J. C. Bayman, Greenville, Ohio: 
Square, with free circulation of air 
in every room throughout the first 
floor. 

W. F. Kasbohm, Van Wert, 
Ohio: Six or eight room house all 
on one floor with arches from room 
to room. 

Adkins Roofing Company, Wheel- 
ing, West Virginia: A small bung- 
alow of two rooms. 

J. W. Creech, Williamsburg, 
Towa: Have installed pipeless fur- 
naces in quite a few different kinds 
of buildings with good success. 

C. R. Oberholtzer, Angola, In- 
diana: Small per cent of buildings, 
except those of open archways can 
use pipeless heaters successfully. 
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Good Work and Follow-Up Service Pay in Increased 


Sales 


and Customer 


Satisfaction, 


Say Installers. 


Dealers Almost Unanimous in Giving Further Attention 
to Educating Householder as to Operating New Plant. 


URNACE installers have an 

acute sense of their obligations 
to the customer, and they believe in 
a service which is what the word 
means in its fullest and accepted 
sense. 

This was the almost unanimous 
declaration of installers in response 
to AMERICAN ARTISAN AND Harp- 
WARE REcorp’s inquiry to the trade 
on the following related questions: 

Do you follow up your sales of 
warm air heaters when the cold 
weather sets in by a visit to the cus- 
tomer and an assurance to him of 
continuous service? 

What is your opinion of service 
as part of a sale? 

The comments and observations 
these questions produced are related 
herewith because of the value and 
timeliness of the many suggestions. 
Attention is called also to the fact 
that they show on the part of the 
installers a vigorous effort to elevate 
the industry to the high plane it de- 
serves. 

“Yes,” replies the Chandler Hard- 
ware Company of Sylvania, Ohio, 
by R. A. Chandler, “if every job 
does not give satisfactory service in 
every way we tell our customer we 
want to know it, and ofttimes send 
out our service man to make any 
minor adjustments necessary. We 
give a written contract guaranteed 
to heat in zero weather and we al- 
ways carry out the guarantee, al- 
though in only two instances have 
we had to make any changes. 

Service Sells 55 Jobs. 

“Our reputation for service is one 
of the most important factors in our 
success in the furnace business. Al- 
ready this year we have sold over 
fifty-five jobs and the opinion of 
other owners was an important fac- 
tor in closing a good many of them. 

“Recently we sent out an ad like 
the enclosed sample which goes to 
all the owners which we have sold. 


Within the past couple of years we 
have also sent out a letter to the 
prospects suggesting that they get in 
touch with some of these owners as 
there should be some in their neigh- 
borhood.” 

A similar viewpoint is held by A. 
A. Clendenning of Keota, Iowa, 
who writes: 

“Yes, it is time well spent as you 
can often give them pointers in 
firing or control of drafts which will 
save fuel or give the furnace a bet- 
ter chance. Some are using a fur- 
nace for the first time while others 
may have a furnace of entirely new 
design and I have found a visit 
often saves complaints which are no 
fault of the furnace. Then, too, 
this customer may be in the market 
some day for another furnace and 
he will remember your service. I 
have always used service as a part 
of a sale and mention it as one of 
my sales arguments.” 

The Silverton Blow Pipe Com- 
pany of Silverton, Oregon, are 
manufacturers, and their angle is 
stated by L. E. Eastman of the firm 
as follows: 

“We manufacture our own fur- 
nace but advise our dealers to carry 
out this policy and we do the same 
in the local territory which we han- 
dle ourselves. Service as a part of 
the sale is very important as mis- 
understandings are much more eas- 
ily corrected.” 

“T make a visit very often in the 
winter to all my warm air system 
users,” writes John F. Werner, in- 
staller, of Tracy, Minnesota, “to see 


' whether or not they are operating 


their particular systems so it is a 
coal saver and not a coal eater, like 
a good many systems are, because 
the dealer never shows his customer 
how to operate the furnace with less 
coal. Service helps me make a good 
many sales by telling my customers 


of the service I give them long after 
the service is installed.” 

A Nebraska installer had this to. 
say: 

“Service, in my opinion, is, or 
should be, the foundation on which 
every form of business should be 
built; not service promised, but 
service fully rendered. The furnace 
business is no exception to this rule. 
I would recommend less guarantee, 
more real service, together with 
plain business horse sense. In mak- 
ing a sale 100 per cent service 
should be promised and adhered to. 

A customer should be made to 
feel he is dealing with an honest 
man, so he would not need a beauti- 
fully worded and colored manu- 
script, called a guarantee, which one 
would have to go to court to en- 
force.” 

J. R. Everrood of Columbus, In- 
diana, follows up his installations as 
follows: 

“In most all cases I go to my cus- 
tomers when they begin using the 
furnace and show them to the best 
of my ability how to operate the 
plant to get the best results and as- 
sure them that any time that any- 
thing isn’t giving satisfaction to 
notify me and I will come as soon 
thereafter as possible and correct 
the trouble. Service, as a part of 
the sale, is the best of advertising.” 

The Liberty Specialty Company 
of Conneaut, Ohio, through Mana- 
ger A. C. Tinker, says: 

Sell Heat Service. 

“We are at all times trying to 
impress the customer that heat serv- 
ice and length of life of the invest- 
ment is the issue. Anyone can sell 
furnaces and get a large repair busi- 
ness. We impress it upon the cus- 
tomer’s mind that heat service is all 
that we sell; that if he buys a rail- 
road ticket to a distant point the 
railroad agrees to carry him a cer- 
tain distance for so much money.” 
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“T make it a rule to start a fire 
first in a new furnace,” is the way 
J. R. Johnston of Henderson, Ken- 
tucky, describes the service he gives, 
“and to give instruction to the 
owners, and ask them to call on me 
if at any time they need advice on 
anything in regard to the furnace. 
Good service is the best salesman 
of all.” 


AMERICAN 


“We follow up sales even to the 
furnace we take down and supply 
with new parts, as it gives us a 
chance to see how our customers 
run their furnaces and if any fault 
is found we explain to them how to 
run same. This also is a means of 
keeping our shop in their minds for 
other work. We believe the dealer 
should render every assistance to 
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Built fora Purpose 


) 

Success Heaters are scientifically con- 
structed to insure the highest degree of 

, service and performance in 
warm air heating— 
Built for auditoriums, sehools, churches, 
large or small residences and dthier 
buildings. 
Power Plus Generators, Service and Life 
Saver Pipeless, comprise our types of 
boiler riveted, gas proof, soot, smoke 
and dust tight Heaters. They insure sat 
isfactory service and efficient perform- 
on meagan pure air, constantly 
d, in 
ample volume. ime Plus Generators 
are being installed by schools in many 
states and rendering satisfactory service 
under the most rigid regulations. Health 
Heat is the most essential requirement of 
the modern home. Success Heaters fol- 
low Nature's method of heating — the 
method approved by health atthorities 
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| | Buildings large and small are assured 
iN I i| clean, healthful, comfortable indoor at- 
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ment Every Success Heater is boiler 
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SUCCESS HEATER & MFG. CO. 


21015 Murphy Street 


Des Moines, U.S.A. 9 





Broadside Published by Success Heater & Manufacturing Company, 
Des Moines, Iowa. 


The Merrill Sheet Metal Works 
of Merrill, Wisconsin, writes that 
“we visit the job during the cold 
weather and we also encourage our 
customers to call us whenever they 
have any difficulty in handling the 
plant. Our opinion of service, as 
part of a sale, is to satisfy the rea- 
sonable demands of the customers.” 

Analysis of service was made by 
Charles E. Hedblom, installer of 
Napierville, Illinois, in the follow- 
ing words: 


the purchaser possible. For in- 
stance, we keep all our furnaces 
cleaned for a period of five years, 
besides one visit a week to instruct 
the householder .as to the best way 
to fire and run their furnace.” 

N. D. E. Richards & Sons of 
Roanoke, Indiana, believe in sales 
follow-up as follows: 

“We give prompt service on all 
complaints and repair jobs. Noth- 
ing like keeping the customer satis- 
fied ; he will boost for you. A sale 
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is never made until al. the service 
needed is given and the customer 
perfectly satisfied.” 

“We always follow up a prospect 
until sold,” writes W. A. Covell & 
Son of Waterloo, Iowa, “and every 
year thereafter we mail out cards 
and ask if we should look over their 
heater ; in this way we get a lot of 
repair and smoke pipe work. After 
the job is sold and paid for, there is 
no service called for, as it is not at 
all necessary.” 


“My aim is to see that the fur- 
nace does the work it was intended 
for it to do,” declares W. E. Fon- 
cannon of Ashland, Kansas. “A 
furnace man should look after his 
jobs as long as the furnace will do 
its duty and when it is worn out he 
can sell another, as he has his cus- 
tomer’s confidence.” 

Not all installers believe that their 
obligations to the customers are as 
deep as the foregoing, some con- 
tending that such extra service is 
not necessary and others that it is 
not worth while. Of this group of 
correspondents we quote from sev- 
eral as follows: 

Some Views on Other Hand. 

“T try to install the heater in such 
a manner that there will be no rea- 
son why I should need to go near 
the job unless they want the smoke 
pipe cleaned. Service as a part of 
the sale is not necessary.” 

“No. Service don’t amount to 
much.” 

“We try to.” 

“No. Service is 50 per cent.” 

“No, if a customer has any kick 
coming he wastes no time following 
me up. If the job is satisfactory he 
will do the advertising for me.” 

“Yes, when I have the time to do 
it. I think a person should look 
after a furnace after it is sold to see 
that it is operated properly so as to 
give the best satisfaction possible. 

“All real dealers do this. Service 
should be two-thirds of the sale.” 

“No, we have tried this and do 
not find where it pays. Service? 
Why this means to be on the job, to 
have the goods on the job when 
wanted, and to take care of any 
trouble that might exist after in- 
stallation. 
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“T don’t make it a practice to fol- 
low up all sales but do where the 
customer isn’t familiar with the fur- 
nace.” 

“Yes, this should be done by all 
means, as there are times when it 
will pay to keep your customer sat- 
isfied by a little advice or service 
that otherwise might lose him. 
Service is the open door to 
most of your future sales.” 

“No, I always find that 
they let you know, but I try 
to be prompt to look after 
their trouble. Service and 
good work make sales better 
the following year.” 

“No. Service should be 
to make the first fire and 
show the customer how to 
keep his fire burning all 
night.” 

“No. Service is giving 
your customer all assistance 
he requests after the fur- 
nace is installed, correcting 
any faults which may ex- 
ist.” 

“Do not, but think it a 
good suggestion. Service 
should be a great part.” 

“Yes. Service is a part 
of what we sell when we 





full benefit of the furnace, instruct- 
ing him on all points necessary in 
operating the furnace. I believe it 
is the duty of a dealer to educate the 
prospective customer on all points 
of good heating and follow it out, 
and thus watch his own interests.” 

“The better service you render, 
the more sales you make.” 
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parties and attending to the 
customer’s calls.”’ 

“No, but one should. 
More service, more sales.” 

“Yes, a person should get 
a price which will allow him 
to give service on the job.” 

“Yes, I do. Service is 
the best and cheapest adver- 
tising one can have. Service has 
made Ford’s business.” 


“Yes. We try to overcome serv- 
ice by good installation of good 
goods. But if it is our fault we are 
only too glad to give service.” 

“No. We believe in and do give 
real service, but probably have been 
neglectful in regard to furnaces.” 

“Yes. I especially assure the cus- 
tomer of this fact, so he may get the 




















‘These sad ot ber Exclasive Feareres 


The Renee Farnace Company. Poeris, i 





Aluminum Paint Is Poorest Kind 
of Coating for Radiators. 


Some time ago the’ Bureau of 
Standards was requested by a 
branch of the Air Service to devise 
a means for keeping the interior of 
balloon hangars at as low a tempera- 
ture as possible. This was done 
successfully and the results are 
equally applicable to tents. 

If the outside of the tent is cov- 
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ered with a highly reflecting sub- 
stance, such as white paint, while 
the inside is covered with aluminum 
paint, the radiation into the interior 
of the tent may be reduced by at 
least 78% to 81%. The reason why 
this method of painting has this de- 
sirable effect is that the white paint 
reflects the sun’s rays while the alu- 


Pages from Selling Helps Booklet of the Meyer Furnace Company, Peoria, 
Illinois. 


minum paint is a poor radiator of 
the long wave-length heat rays. Of 
course, it must be remembered that 
this scheme for painting tents would 
have just the reverse effect at night 
and would prevent the heat on the 
inside of the tent from escaping into 
the cooler air outside. 

This same work proves that alu- 
minum paint is the poorest possible 
kind of a coating for heat radiators. 











Neither Manufacturer Nor Dealer Is Getting Full 
Benefit From Furnace Maker's Advertising Helps. 


Survey Shows Lost Motion With Retailer Often Either Not 
Understanding Purpose or Opposed to Literature Sent Him. 


HAT is the best form of ad- 
vertising helps for the dealer? 
Probably no query addressed by 
AMERICAN ARTISAN AND HArp- 


WARE Recorp to the furnace man- - 


ufacturers of the country brought 
such a variety of viewpoints and 
breadth of suggestions. Hardly two 
were alike, although there was a 
general trend to give importance to 
newspaper advertising as the most 
effective form of dealer help. 

This question was naturally 
linked with the following one—H ow 
can the dealer make most effective 
use of your advertising helps such 
as posters, calendars, leaflets, etc.? 
—as indicated by many of the re- 
plies. The first question was an- 
swered by a Milwaukee manufac- 
turer as follows: 

“An aggressive advertising cam- 
paign by the manufacturer in pub- 
lications whose circulation is con- 
centrated in the territory actually 
served by distributors, supplemented 
by local publicity by and for the 
dealer so as to capitalize on the man- 
ufacturers’s general advertising; 
descriptive testimonial booklets and 
leaflets furnished by the manufac- 
turer for distribution by the dealer ; 
attractive store display matter.” The 
same manufacturer had these sug- 
gestions relative to using the manu- 
facturer’s literature to the best ad- 
vantage: 

“By maintaining a live list of pro- 
spective furnace buyers and the 
distribution of advertising matter to 
that list in an intelligent and orderly 
manner. Dealer should bear in mind 
that the distribution of advertising 
matter is a sales effort and that to 
be effective must be distributed with 
the same care and thought that he 
would use when presenting a sales 
argument in person.” 

From a_ Seattle, Washington, 
manufacturers’ agent comes an illu- 
minating point of view, and one 


which should interest manufacturer 
and dealer alike. In answer to the 
first interrogatory this agent writes: 

“We have tried everything and 
are starting over again,” declares a 
widely known St. Louis furnace 
manufacturer, in reply to the best 
form of advertising helps, and this 
same manufacturer complains that 
the dealer could more effectively use 
the manufacturer’s advertising helps 
“by using them instead of throwing 
them under a work bench.” 

“Local newspaper advertising 
without a shadow of a doubt. We 
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Ask Any of these Gilt Edge Dealers 


IDEAL SHEET METAL, 
HEATING & ROOFING CO. 
AE. Scheer 
728 Peart St Phone Orchard 3707 


TESCH BROS. 
The Rehable Hardware Men 
1660 Hophine Se Prone Kilboure 1262 


A L. SCHNEIDER 
The Teutonia Avenue Hardware Man 
1576 Tevtenia Ave Phone Kilbours 4140 


KLUBERTANZ BROS. CO., Inc. 
Tin and Galvanised tron Works 
M0887 Zed Se Phoee Kilboure 228 
Sheet Metal Work 
2920 Lichen Ave Phone Kilbourn 621) 


O. W. KRINGEL SHEET METAL 


AND FURNACE WORKS JNO. SCHOLTZ & SON 
2403 Foed de Lac Ave = Phone Kilb. 1998 1823 Viet Street Pheee West 256 
se Caotectors Merde: tb ermeces 
Heating ond ere ond 
oe Pine es, _ ™ PP Phen ones i 


can name two or three national ad- 
vertisers of warm air furnaces 
whose furnaces are used out here. 
By actual experiment we have de- 
termined that the users of these 
furnaces do not know the names of 
the plants—merely remembering 
the name of the dealer.” 

“The best help for a dealer is 
newspaper ads and personal letters 
sent out from the manufacturer's 
home office to the dealer’s pros- 
pects.” 

This same idea is carried into the 
answer to the second question, in 





utes ten od by 


Me 
R. J. Schwab & Sons Co, 


Ly ' q 4 Mi WAUKER, Wis. 


ROBERT WIESEKE & SON 
Shoat Metal Works 
FRED J. WITZEL 
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Cornme, Furnace and All Kinds of Ten and 
Mets! Wort 


Pree 
Gamera! Sheet Metal and Furnace Works 
148 Howell Are Pees Hemera 420 


METAL WORKS JOHN J. TADYCH 
280 6th Avenee West Allin, Win Hardware, Viewer ond Stoves 


FURNACES 





Newspaper Page Advertisement, Run by R. J. Schwab & Sons Company for 
their Milwaukee Dealers. 
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which the suggestion is made that 
the manufacturer can be of most 
aid hy devoting attention to “fewer 
posters, leaflets, etc., and more help 
to the dealer in local newspaper 
work.” 

Here are selected at random a 
number of replies to the question as 
to the best form of advertising helps 


for the dealer: 


Some Random Replies. 
“Goods well displayed in show 


windows with sign and ads calling 
attention to the particular heater.” 

“Educative information that 
makes it easier for him to convince 
the prospective buyer.” 

“The kind he will 
knows?” 

“Direct appeal.” 

“Bill boards and circulars.”’ 

“Direct by mail to lists of pros- 
pects.” 

“Direct letters to retailer.” 

“Daily newspapers.” 

“Newspapers and posters.”’ 

“Direct to consumer.” 

“Advertising in home paper.” 

“Long story!” 

“Direct mail.” 

“Live newspaper copy.” 

“Properly prepared circulars.” 

“Newspaper ads which he pays 
for.” 

“A list of his prospects followed 
up by him, also our traveling repre- 
sentative and through our office 
prospect follow-up mailing depart- 
ment.” 

The most effective use of the 
manufacturer’s literature can be ob- 
tained, according to these corre- 
spondents, as follows: 


use—who 


NewPrinciple of Health Heating “ 


= FARRIS 22 
FURNACE 


Puts Health Giving Humidity 
Into Heated Air 


ASK YOUR DEALER 


L G. LINVILLE, Maroa, Illinois 


or write Farris Furnace Company, Springfield, Illinois 








Street Car Advertisement of the rm Furnace Used by I. G. Linville, Maroa, 
inois. 
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“Installation of the Lennox TORRID 
ZONE—MONOPIPE Furnace will greatly 
increase comfort in the home throughout 
long winter days and yet materially decrease 
the amount of fuel used, thereby affecting 
real economy. ; 


The TORRID ZONE—MONOPIPE pro- © 
vides at all times clean, even heat through- 
out the entire house. All steel construction | 
does away with gas and smoke, which 
soils furnishings and is so unhealthful to 
breathe. 











LASTING SERVICE | 


When it comes to making a furnace that's absolutely proof against 
the rigors of hard usage—that means heating economy coupled with | 
continuous and lasting service—there’s no material under the sun so | 
satisfactory—so thoroughly reliable and competent as steel. 


Steel is the material that goes to make the LENNOX TORRID | 
ZONE FURNACE the leader of them all. Here's a: sturdy, depend- | 
able furnace that wins the hearty approval of every home owner. It | 
cuts a big slice from his fuel bill—heats his home with a pleasing vol- | 
| ume of purified warm air throughout the coldest months, year in and | 
year out—indefinitely. 








Pages From Selling Help Booklets a gaa Furnace Company, Marshalltown, 
owa. 

“By personal effort to explain the 
facts.” 

“By co-operating with us and 
using it as we intend.” 

“By posting and distributing ju- 
diciously and following up.” 

“By use as directed.” 


“By following up his prospects 
closely and take advantage of the 
sales help of the traveling salesman 
as well as sending in names to the 
company’s home office to be worked 
on by mail and passing out circulars 
and catalogs.” 

“Through a house to house can- 
vass.” 


“By supplying the names and ac- 
curate addresses of live prospects 
“ regularly.” 

“Send to retail with personal let- 
“By using them as they are in- 
tended.” 

“By using everyone of these.” 

“Following up all inquiries.” 

“By distributing them.” 

“Another long story.” 

“Use them—get them out.” 

“To a select list of prospects.” 

“By proper distribution.” 

“Mail direct to prospects.” 

“By proper distribution at right 
time.” 

“We believe in direct, personal 
selling principally.” 
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Colored Poster, Furnished by R. J. Schwab & Sons* Company, Milwaukee, 
Wisconsin. 


All in all, these suggestions can- 
not be considered very flattering to 
the dealer. But isn’t it up to the 
manufacturer to educate him, using 
the utmost tact and patience for, 
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A Furnace That 
Outlasts the House-- 


FOR your new home, or for replacement, here 
is a furnace we can honestly say ts a remark- 
able one. Built to fit vour home and heat it 
properly with less fuel. It cannot be classed 
with the “cheaper”’ furnaces as it is in no way 
made to sell at a “price.” But, if you want a furnace 
whose usefulness outlasts the house itself, SEE the 


PREMIER 
WARM AIR HEATER 


(Made in Dowagiac, Mich.) 

and look over these superior features that form a 
big part of a furnace for length of service, saving of 
coal and in making your home comfortable. 
Deeper and heavier feed section. Extra well fitted 
fire doors—targe capacity humidifier—convemient lever 
for shaking grates— “ radiator, swinging to any angle 

larger casings giving 75% greater air circulation—com- 
‘bustion chamber giving 50% greater capacity—made high, straight 
and more durable—deep and straight firepot, built to last and to 
give greater fuel capacity. Improved grate removes ashes with- 
out waste of coal “* 


No Gas - No Dirt 


Direct draft damper eliminates smoke trouble when finng. Double 
flanged, permanently sealed jojnts make it gas tight—for this 
feature alone you should decide on the PREMIER. . Improved 
ash pit eliminates dust and aids combustion. 

But let us tell you more about it. See for yourself. We guar- 
antee expert installation on every furnace. Let us tel you 
what it will cost for your home! 


(Dealer’s Name and Address) 


A Retail Ad of Premier Furnace Com- 
pany, Dowagiac, Michigan. 
after all, he is the one who makes 
the sales that make it possible for 
the manufacturer to run his plant? 

But without making further com- 
ment, let us turn to the dealer’s side 
and see how he answered the ques- 
tion as to what use he was making 
of the manufacturers’ dealers helps. 


Wernecke - Schmitz Hdw.€. 
Here are some characteristic re- 
plies: 


The Dealer’s Side. 

"To." 

“Very little.” 

“All I can get.” 

“T use all that I can get.” 

“My company does all my adver- 
tising as you probably know.” 

“Any that I can.” 

“We think that each manufac- 
turer should help, and we have 
found this very satisfactory.” 


“Give them to prospective buy- 


“Give them the names of my 
prospects and get in touch with the 
same.” 

“T use them.” 

“Use it all.” 

“We study them carefully and use 
such as seem to fit our require- 
ments.” 

“Everyone should use them.” 

“Tt isn’t worth a dime.” 

“T send their circulars to all my 
customers.” 

“T use some from one house on 


AMERICAN 


BOILER-PLATE 


FURNACE 


Doesn’t Smoke Nor 
Go Out Nights! 


THE DALZELL 
BROS. CO. 


“The Roofing and Sheet Metal Folks” 
21 Holmes St. 
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high grade heating; that is, the 
C — Heating Company.” 
“None.” 
“T send them to the prospect.” 
“Circulars, etc.” 
“None.” 





“I use their fence signs and de- 
scriptive matter.” 

“By either sending them out our- 
selves or sending the names of a 
prospect to the manufacturer.” 

“Not as much as we shuld.” 

“We use the manufacturers’ ad- 
vertising matter to show the cus- 
tomer, where the manufacturer 
stands, plus our own to show the 
customer where we stand.” 

“T use their cuts on all of my 
stationery.” 

“Not much.” 

“Not any.” 

“None.” 

“When I rana shop I always used 
manufacturers’ advertising helps 
and found them very good.” 

“We use all they give us, such as 
envelope stuffers, etc.” 

“Find leaflets best. We wrap 
them in packages of goods pur- 
chased.” 

“Use all sent us—newspaper and 
circulars.” 

“None.” 

“Mailing list and window dis- 
play.” 

“All that I can get.” 

“Send out or hand to prospects.” 

“I do not use much newspaper 
advertising.” 


“I distribute circulars sent me by 
manufacturers.” 





Street Car Advertisement of American Boiler Plate Furnaces, Used by Dalzell 
Brothers Company, Youngstown, Ohio. 
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How a Modern School Building Is Heated 








and Ventilated by Fan System. 


Barbour Intermediate School, Detroit, Michigan, 
Has Excellent Heating and Ventilating Plant. 


T THE semi-annual meeting 

of the American Society of 
Heating and Ventilating Engineers, 
H. W. Anderson, Assistant Director 
of Educational Research of the City 
of Detroit, Michigan, presented a 
very instructive paper in which the 
heating and ventilating plant of one 
of the city’s most modern schools 
was described as follows: 

To lay a street car line is a rela- 
tively simple engineering feat. The 
tracks are built level, straight, par- 
allel, and of sufficient strength to 
carry well defined maximal loads. 
The planning and construction of 
the street car itself is not especially 
difficult. Most of the procedure has 
been fairly well standardized. It is 
easy, for instance, to determine the 
size of the motor required to haul 
a car of a certain weight, with a 
known hauling capacity. Long 
study of these problems has made 
them appear easy and simple. 

To plan an efficient factory of al- 
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most any kind is a more difficult 
undertaking. A study must first fe 
made of the various operations of 
the factory. These must be co- 
ordinated, synchronized and con- 
structed so as to form an orderly, 
efficient organization, which _per- 
forms its duties without loss of time 
and materials. When the engineer 
has carefully determined the proper 
factory organization, the architect 
is called in to co-operate with him 
in the planning of the building 
which will house the factory organi- 
zation. Obviously in the planning 
of the factory there are many more 
variables which must be brought 
under control by the engineers than 
in the planning of a street car track. 

It has been a surprise to learn 
from prominent engineers that 
many a factory has been planned 
after the erection of its building, 
thus resulting in waste and ineffi- 
ciency. The tailor who takes the 
measurements of the body to be 
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clothed knows better than that. 
Even the school teacher is waking 
up to the fact that much is lost by 
erecting the school building before 
determining definitely what the 
school organization will be. Com- 
parisons are odious to most people, 
but one will be risked. As the de- 
termination of the factory organiza- 
tion and program is the most impor- 
tant step toward the completed 
factory, so the determination of the 
school program and organization is 
the most beautiful step toward the 
completed school. B ythis it is not 
meant to minimize the work of the 
architect or that of the heating and 
ventilating engineer. But it is a 
fact that the architect would be 
practically helpless in planning an 
efficient intermediate or high school 
building without this aid. He might 
construct a building on the ready-to- 
wear order but the chances are, by 
conservative estimate, at least 100 to 
1 that it would not fit. Since the 
work of the heating and ventilating 
engineer has little relationship to the 
educational program, he would un- 
doubtedly do a good job. Table 1 
shows the unbalanced use of the 
rooms provided for various activities 
in a modern high school. 
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Figure 1. 
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Basement Plan Showing Arrangement of the Heating and Ventilating Equipment. 
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Table 1. Comparison of Total Ca- 
pacity and Actual Attendance in 
various Activities of a Modern 
High School. 


(Ten Period Day) 


Cap. Att’d Pet. 
Music and R. O. 

Te Ra 660 éeeap eves 292 . 
Classrooms ..... 7,720 6,524 85 
OS cin. cerkems 524 393 Ju 
FEE 600 457 76 
Typewriting .... 350 254 73 
|, Bee eee 300 «=—6187 «62 
Physical Educa- 

Tee ee [150 631 55 
Cooking ........ 240 116 48 

ererr 740 322 44 


Chemistry 
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on their part when they failed to 
give the architects a statement of 
their requirements, based on a sci- 
entifically worked out school pro- 


gram. 
About three years ago Deputy 
Superintendent Charles L. Spain 


and Assistant Superintendent P. C. 
Packer, under the administration of 
Supt. Frank Cody, began the move- 
ment in Detroit to furnish the archi- 
tect with educational specifications 
for schools. In planning the inter- 
mediate school, of which the Bar- 
bour and Hutchins are the best ex- 
extensive investigations 


‘ 


amples, 
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three courses, namely, the general, 
which leads ultimately to general or 
professional college work ; the tech- 
nical, which leads to engineering or 
technical schools; or the commer- 
cial course, which may lead directly 
or through college into business. 
The Detroit intermediate schools 
are socialized schools, they aim to 
teach the boys and girls to become 
healthy, useful citizens of any Am- 
erican community. As far as is 
known the best modern thought has 
been utilized in providing for the 
health of the student. The first 
consideration was the plant itself. 
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Left Wing of First Floor Devoted to Mechanical Arts Shops. 


Bookkeeping .... 600 237 40 
BE  cenenscees 540 200 37 
SOWENE .nccsces 600 222 37 
Mechanical Draw- 

Oe saseesnsen 620 214 35 
FEE. wabesass 640 136 21 
Study Halls ..... 9,470 1,747 18 


Architectually the building is a 
gem; educationally, an atrocity. 
The table shows that classrooms 
were used 85 per cent of capacity 
while study rooms, on the other 
hand, were used only 18 per cent, 
In other words some activities were 
seriously overcrowded while others 
were only slightly used. When this 
building was planned the architects 
performea a splendid service, but 
the educational authorities fell down 


were carried on to determine the 
best type of organization, the sub- 
jects pupils selected, and the prob- 
able program of the new school. 
The result was the following gen- 
eral organization. The intermediate 
school day consists of six 60-min- 
ute periods with an hour for lunch. 
Each period provides both the reci- 
tation and the study activities under 
the teacher who gives instruction in 
the subject. During the first year 
the pupils’ subjects are much like 
those of the elementary school so as 
to insure a gradual transition from 
the elementary school to the inter- 
mediate and high school organiza- 
tions. When the pupil enters the 
eighth grade he may choose one of 


The accompanying floor plans, show 
the layout of the school. As can be 
seen the building is an open type, E 
shaped, thus providing excellent 
natural light in all parts. Class- 
rooms are located on both sides of 
the corridor. Lighting is unilateral, 
with the exception of some of the 
corner rooms which are intended 
for open air classrooms. The build- 
ing is grade level, making it impos- 
sible to store children in the space 
rightfully belonging to coal, pota- 
toes, and the winter’s preserves. 
There are no _ wardrobes, pupils’ 
coats and hats being taken care of 
in built-in corridor lockers. Toilets 
are conveniently located on each 
floor. Proper heating and ventila- 
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ting mechanisms have been pro- 
vided to insure healthful air. 

The health training facilities con- 
sist of two gymnasiums, two cov- 
ered playcourts, two swimming 
pools, shower baths and a medical 
suite. Every one of the 1800 boys 
and girls take an hour daily exer- 
cise and shower bath. The a “health 
department” is located in the center 
of the building where it is easily 
accessible from all parts. This sec- 
tion of the building with the audi- 
torium may be heated and lighted 
independently of the rest of the 
building. This provision enables the 
economic use of these facilities by 
the people of the community after 
school hours. 

Auditorium in Steady Use. 

The auditorium across the corri- 
dor from the health department is 
in use each period. From 70 to 200 
or 300 students assemble here each 
period to listen to lectures on social 
and civic affairs, and to music; to 
take part in community singing, 
dramatization, public speaking and 
debating. Each student has two 
hours a week for these activities. 

The school program provides for 
vocational training. Since Detroit 
is a manufacturing city, the boys se- 
lect very strongly the mechanical 
arts courses. For this purpose one 
floor of one end of the building is 
devoted almost exclusively to shops. 
Seven shops have been provided, as 
shown by Figure 2, and will be used 








all the time by the boys of the 
school. 

The girls’ vocational work is in 
the home-making courses. Three 
cooking rooms are located on the 
third floor adjacent to the lunch 
rooms. Three sewing and millinery 
rooms have been located on the sec- 
ond floor near the rooms for art, in 
which designs for hats, dresses, etc., 
may be prepared before actually 
made by the students. Commercial 
work also constitutes an important 
phase of the school program. Two 
special rooms have been provided 
for bookkeeping and one for type- 
writing. All pupils are required to 
take a course of subjects consisting 
of English, mathematics, science, 
history and civics, art and music. 

Thus, it is seen from this brief 
summary that an attempt has been 
made to give in the Barbour Inter- 
mediate an opportunity for the best 
sort of training for the adolescent 
child who may or may not complete 
his schooling with the ninth grade. 

This entire program was care- 
fully worked out and estimates of 
the number of pupils who would 
take each course were prepared be- 
fore any steps were taken to plan 
the building. These studies formed 
the scientific bases for determining 
the number of classrooms, shops, 
laboratories, etc. The result of 
these studies in terms of school 
rooms has been summarized in 


Table 2. 
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Table 2. Number and Type of 
Schools Rooms—Barbour Inter- 
mediate. 

No. Size Cap. 
Class Rooms ....26 22’x26’ 35 
General Science 

Laboratories .. 3 22’x35’ 35 
Music Rooms .... 2 22’x26’ 35 
Bookkeeping .... 2 22’x35’ 35 
Typewriting ..... I 22’x26’ 35 
er 2 22’x40’ 35 
ae 3 22’x48’ = 35 
Model Flat ...... I 
ee eee 3 22’x35’ 24 
Mechanical Draw- 

Br sweeewceswe 2 22'x35’ 35 
Wood Shop ..... : avuse’ a 
Print Shop ...... I 22’x24’ 20 
Advanced Machine 

BD S<susdens I 22’x52’ 24 
Electrical Machine 

a eer I 22’x35’ 24 
Electric Shop .... 1 22’x43’ 35 
General Shop .... I 22’x46’ 35 
Auto Shop ...... I 26’x52’ 35 
Gymnasiums .... 2 50’x80’ 105 
Corrective Gym- 

nasiums ...... 2 16’x45’ 35 
Swimming Pools . 2 25’x40’ 35 
Play Courts ..... 2 44’x50’ 70 
Tutoring Rooms . 4 17’x22’ 24 
Home Science ... I 22’x26’ 24 


The special administrative, com- 
munity and non-instructional rooms 
of the building have been summar- 
ized in Table 3. 



































Figure 3. 
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Two Motor-Driven Exhaust Fans Installed in Attic or Fourth Floor. 
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Figure 4.—Supply Fan Apparatus for Auditorium and Gymnasium Section of 
Building. 


Table 3. Summary of the Number of 
Special Non-Instructional 


Rooms. 
ED -cnenntieesawdneteneks 18 
Offices (administration, etc.)... 15 
De BND <6 ewreensccee : 
CE cncehu see cannes I 
Br SE: nadkccahaaeeenaban I 
GEE. i.v665-a6eneeddnned 2 
Locker Rooms (gymnasium).. 6 
Shower Bath Rooms.......... 2 
DE SEE Raddeneaeadtes I 
Conference and Consultation .. 4 
REE, 4s teseeccceseuss I 
Heating and Power Unit...... I 


This Society is doubtless particu- 
larly interested in the heating and 
ventilating equipment used in the 
new intermediate schools, as these 
represent the latest standards for 
all new Detroit schools. 

For several years, prior to the 
building of these schools, the con- 
sulting engineers for the Detroit 
Board of Education have been using 
what might be called a modified split 
system, wherein sufficient direct ra- 
diation was supplied to take care of 
approximately 75 percent of the 
heating, and the air used in ventila- 
tion warmed sufficiently above room 
temperatures to supply the neces- 
sary additional heating effect. The 
temperature of the air delivered to 
each room was under individual 
thermostatic control, 


there being 





separate ducts from the fan to each 
room. This system, by introducing 
air into the room considerably above 
room temperatures, utilized to a 
large degree the stratification of the 
air and its settling as it cooled for 
purposes of distribution. 

During the war period the cost of 
sheet metal duct work mounted so 
that it became necessary to design a 
system which would give at least 
equal results and which could be in- 
stalled at lower first cost. With this 
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problem to be solved, the consulting 
engineers, of the Board of Educa- 
tion, gave the matter intensive study 
and finally decided that a projection 
system, pure and simple, in which 
the air would be distributed by vir- 
tue of its velocity was the proper so- 
lution to work on. They had used 
ceiling outlets for air delivery many 
years ago and it was decided to come 
back to this system in a more re- 
fined way, provided the architects 
could help solve the question of in- 
stallation of proper ducts in the fire- 
proof buildings. The cooperation 
of the architects in using the steel 
pan type of concrete floor construc- 
tion simplified the problem, making 
it possible to utilize the void spaces 
between the concrete floor joists for 
ducts, these being laid out for the 
proper location. 

The system as worked out has 
proved very simple and cheap. This 
was partly made possible by the fact 
that the Detroit Board of Education 
started to build schools without 
basements, Detroit being one of the 
last of the large cities to adopt this 
policy. It is therefore possible to 
utilize a basement corridor under the 
first floor corridor, as a large distrib- 
uting plenum chamber for tempered 
air. This chamber is made of suffi- 
cient height for one to walk through 
an dis equipped with hose conections 





Figure 5. 








Typical Supply Fan Apparatus for Academic Section of Building. 
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and floor drains so that it can be eas- 
ily washed down and kept sanitary. 
It also serves as a space for carrying 
steam and return lines, electric con- 
duits, etc. The use of this large dis- 
tributing plenum chamber has elim- 
inated practically all the sheet metal 
work formerly used, there remain- 
ing simply the verticals to connect 
with the ceiling ducts. 

The results obtained from De- 
troit’s latest system with ceiling dis- 
tribution of air have proved very 
satisfactory not only as to first cost, 
but in the efficiency and uniformity 
of air distribution. Although the 
systems are laid out for the old 


standard of 30 cubic feet of fresh 
air per minute per pupil, it is ex- 
pected, due to the uniformity of 
amount 


distribution, to cut this 
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around the building. Each supply 
fan appartus is equipped with tem- 
pering coils, air washer and reheater 
coils with automatic temperature 
and humidity controlling devices. 
Vertical galvanized iron risers 
conduct the air from the air tunnel 
to the various rooms. These risers 
are installed in the corridor walls 
and connect to short horizontal ducts 
in the floor construction or attic 
above the respective rooms. Two of 
these horizontal ducts are provided 
for each standard class room and 
in each duct are installed three spe- 
cial diffusers or a total of six per 
classroom, symmetrically arranged 
in the ceiling. Each classroom 
is provided with two vent open- 
ings for the egress of vitiated 
air, located at the floor ‘on the corri- 
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tile were utilized as ducts, a single 
sheet of galvanized iron and the 
usual ceiling lath and plaster form- 
ing the bottom of these air passages 
to which the diffusers are attached. 

All vent flues from the various 
rooms open to the attic and as a 
supplement to the supply fans, two 
motor-driven exhaust fans of the 
propeller type are provided in the 
attic for exhausting the air from the 
attic through roof ventilators. 

The ceiling diffusers are set be- 
hind pressed metal grilles flush with 
the plaster, and are equipped with 
two sets of diffusing vanes at right 
angles to each other, as shown in 
Figure 6. This arrangement of 
vanes is designed to diffuse the air 
in the shape of a cone from the out- 
let to the floor of the room. The 
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Fig. 6. 


down to at least 20 cubic feet of air 
per minute and possibly to 15. 
Furthermore, it is possible to recir- 
culate any amount of the air, inas- 
much as the fresh air is drawn from 
above the roof with a _ connection 
from the shaft to the attic, which, 
with pneumatically controlled damp- 
ers, makes it possible to use all re- 
circulated air or all fresh air or any 
desired percentage of each. 

The fresh air supply for the 
building is taken in through three 
vertical shafts extending from the 
basement to a point above the main 
roof. Two supply fans with a ca- 
pacity of 45,000 cubic feet per min- 
ute each (Figure 5), and one with 
a capacity of 75,000 cubic feet per 
minute (Figure 4) deliver the air 
from these shafts to the basement 
air chamber, extending completely 







































































dor side, equipped with grilles or 
registers, and connections to vertical 
metal flues leading to the attic. The 
vertical supply and vent flues in the 
furred corridor wall are so arranged 
with respect to the corridor ward- 
robe lockers, classroom bookcases 
and closets that the floor space taken 
up by these flues is reduced to a 
minimum. The. short horizontal 
ducts in the floor construction lead- 
ing from the risers to the outlets in 
the various rooms are incorporated 
in the concrete construction, the 
duct occupying the space ordinarily 
taken up by one row of steel or 
terra cotta floor tile. In the Bar- 
bour School removable steel tile 
forms were employed in the con- 
struction of the concrete floors and 
in this instance the void spaces 
formed by the removal of the steel 





Detail Showing Construction of Special Ceiling Diffusers. 


outlets in the ceiling are so spaced 
that these cones of air intermingle 
and overlap at the level of the 
breathing zone. Smoke tests made 
in rooms equipped with this system 
of ventilation showed conclusively 
that the air distribution is very uni- 
form. Relatively low velocities at 
the outlets are employed in order to 
avoid uncomfortable drafts from 
the air supplied directly overhead. 
Figure 7 shows the typical arrange- 
ment of ceiling outlets and vent reg- 
isters in the classrooms. 

The auditorium, gymnasiums, 
swimming pools, jlocker rooms, 
shower rooms, club rooms, etc., are 
located in the center portion of the 
building. These rooms constitute 
that portion of the builaing used for 
community purposes and are ventil- 
ated by means of the larger supply 
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Figure 7. Typical Classroom Interior. 


fan and so arranged that both the 
heating and ventilating systems for 
this portion can be operated separ- 
ately from the remainder of the 
building. 

The auditorium is provided with 
a reversible system of ventilation. 
During the cold weather the warm, 
fresh air supply is admitted through 
four large grilles located in the cor- 
ners of the room. The vitiated air 
is drawn off through mushroom 
ventilators located in the floor under 
the seats by means of an exhaust 
fan, which delivers this air through 
roof ventilators. The space under 
the auditorium floor is finished off 
to form an air chamber, which can 
either be connected to the exhaust 
fan or to the supply fan by means 
of suitable transfer dampers. Dur- 
ing the warm weather cool air is ad- 
mitted to this chamber from the sup- 
ply fan and forced through the 
mushroom ventilators in the floor, 
the vented air leaving the auditor- 
ium through ornamental plaster 
grilles in the ceiling connected with 
vent flues leading to roof ventilators. 
The entire system of transfer damp- 
ers required to reverse this ventilat- 
ing system is controlled pneumatic- 
ally by means of diaphragm motors 
with operating switches located in 
the fan room. The air supply to 
the gymnasium is admitted throuh 
diffusers and grilles located imme- 
diately below the window sills and 
the vent openings for winter opera- 
tion are located at the four corners 


of the room at the floor. During the 
warm weather, vent openings in the 
roof connected to the roof ventila- 
tors are used. 

The fresh air supplied to the 
locker rooms is admitted through 
ceiling diffusers and a fan exhaust 
system is provided, together with a 
system of underground vitrified clay 
tile ducts, which exhausts the air 
from the room through the individu- 
al clothing lockers, serving the 
double purpose of ventilating the 
room and the lockers. This ar- 
rangement has proved very satis- 
factory as a method for preventing 
the odors from lockers contaminat- 
ing the air in the rooms. 

A special feature of the giris’ 
locker room is a new type of hair 
drying equipment. Due to the rela- 
tively large number of girl students 
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using the shower rooms daily, it 
was necessary to provide some 
means for the rapid drying of the 
hair. A view of this apparatus, 
which is installed in the girls’ locker 
room, is shown in Figure 8. This is 
constructed of sheet metal, suitably 
reinforced, and is equipped with 24 
adjustable funnel shaped outlets, 
the whole being finished in hard 
white enamel. The outlets can be 
readily turned to any desired angle 
to accommodate students standing 
or sitting and are so designed that 
when turned to the extreme lower 
position, the air supply is automatic- 
ally cut off from the outlet. The 
hair dryer is supplied by a small fan 
located in the fan room below the 
locker rooms, drawing washed air 
from the plenum chamber through 
heater coils under thermostatic con- 
trol. The motor driving this fan is 
equipped with an automatic starter 
and is operated by means of suitable 
push buttons located in the locker 
room adjacent to the hair drying ap- 
paratus. This equipment will ac- 
commodate approximately 100 pu- 
pils per hour. 

All toilet rooms are ventilated by 
means of an exhaust system, the 
two fans used for this purpose being 
located in the basement fan rooms, 
delivering the air through roof ven- 
tilators. The kitchen, cafeteria, 
chemical laboratories and domestic 
science rooms are equipped with 
separate exhaust systems, similar to 
that provided for the toilet rooms. 

The direct radiation in general is 





Figure 8. Hair Dryer. 
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located around the exterior walls 
beneath the windows. All radiators 
are equipped with metal 

(Figure 7) to protect the 

seated nearest the radiators 
the radiant heat. All temperature 
regulation is accomplished by con- 
trolling the direct radiation, the 
temperature of air supplied to the 
rooms being maintained constant at 
approximately room _ temperature. 
Diaphragm motors are used _ for 
controlling all dampers in connec- 
tion with the ventilating system. 
These are operated by means of 
pneumatic switches placed in the 
fan rooms and the air supply for 


shields 
pupils 
from 





to elevate the ashes from the boiler 
room floor level to grade. Three 
150 horse power return tubular 
boilers with dutch oven settings and 
natural draft automatic stokers are 
installed for providing steam to the 
plant. The firing is automatic, the 
coal being dumped directly from 
the elevated firing platform, Figure 
9, to the tops of the dutch oven 
furnaces of the stokers. 

The large main supply fans are 
driven by low pressure engines and 
exhaust through oil separators into 
the heating system. The boiler plant 
is designed to operate at approxi- 
mately 40 pounds pressure and this 
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Figure 9. 


the same is taken from the com- 
pressed air system provided in con- 
nection with the temperature regula- 
tion equipment. 

The boiler plant is located at the 
rear of the building with a floor 
level approximately 10 feet below 
grade. The fuel room floor is at 
the same level and the coal is ad- 
mitted directly from the trucks 
through manholes into the fuel stor- 
age. A 1000 pound capacity elec- 
tric platform hoist is provided for 
elevating the coal in charging bar- 
rows from the coal room level to the 
firing platform, which is approxi- 
mately 10 feet above the boiler 
room floor. This hoist is also used 


Boiler Room. 


pressure is used for operating the 
fan engines. The fan coils and di- 
rect heating system are operated at 
low pressure by means of pressure 
regulating valves. 

Discussion. 

PreESIDENT McCotts_ This paper 
is open for discussion now. Mr. 
Anderson is willing to answer any 
questions asked him. 

H. M. Harr: At what velocity 
is the air introduced through ceiling 
registers into classrooms ? 

PresIDENT McCott: The veloc- 
ity of entering air is about 90 feet 
per minute. That rate was estab- 
lished experimentally as _ follows: 
Some of us with rather thin hair on 
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top stood under the outlets to deter- 
mine how high a velocity we could 
have without feeling uncomfortable 
No discomfort was experienced with 
an air velocity at 90 feet per minute, 
so we designed the system with that 
limit. 

W. H. Carrier: Have any tests 
been made with higher velocities or 
to reduce the effective velocity a 
short distance from the outlet ? 

The air is 
with an 


PRESIDENT McCoLvt: 
given out in a pyramid 
angle of about 30 degrees each way 
from the vertical. The velocity 
leaving the outlet is higher than 9o 
feet but the average velocity from 
the outlet to the floor is about 90 
feet per minute. 

Mr. Carrier: Does that include 
the effect of the diffusion? 

PresiDENT McCoLi: Yes. 

Mr. Harr: Do I understand that 
the 90 foot per minute flow is not 
the outlet velocity at the register? 

PresIDENT McCoti: Your as- 
sumption is correct, Mr. Hart. 

Mr. Hart: My question was, 
what is the velocity from the regis- 
ter? 

J. W. Snyper: The velocity of 
air is 250 feet per minute from the 
register. 

Mr CARRIER: Was there any 
test made as to what part of the 
velocities occured at say a breath- 
ing level for the room, if the aver- 
age velocity is 90 feet per minute. 

PRESIDENT McCotv: No test was 
was made. 

Mr. CARRIER: Was the anemo- 
meter used? 

PreEsIDENT McCott: No, you 
would have to use smoke, as in Dr. 
Hill’s test. 

Mr. Carrier: I think that would 
be a good place to test the hot-wire 
type of anemometer for cooling ef- 
fect on various portions of the 
room. 

Mr. Harr: What temperature 
of air is used in the hair dryer? 

Mr. Snyper: About 100 to 120 
degree Fahrenheit. 

PresIDENT McCott: The capac- 
ity of the hair dryer in the Barbour 
School is 150 girls per hour, <!- 
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though the paper said 100 girls. 
When the girls have bobbed hair, 
the capacity is increased. 

Mr. Hart: What velocity of air 
is used in the hair dryer? 

Mr. SNYDER: The volume is 100 
cubic feet per minute through each 
outlet. The funnels are 4 inches in 
diameter, at the outlet and 3 inches 
in diameter at the throat. 

Mr. Meyer: Do you ever at- 
tempt to use but one boiler and dis- 
pense with standby equipment? In 
Minneapolis we have designed quite 
a number of schools for economy, 
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putting in one boiler, based upon 120 
per cent of the maximum boiler rat- 
ing, and it has given satisfaction. 
[ wonder what your practice is here. 


Do you install duplicate _ boiler 
equipment ? 
PRESIDENT McCoLL: Always. 


Mr. Meyer: What boiler rating 
do you take for your minimum tem- 
perature? You design for zero here, 
don't you? 

PRESIDENT McCoLc: Yes, and at 
140 per cent rating. 

Mr. Meyer: Do you use stokers? 

PRESIDENT McCoii: Yes. 


Menk Sees Fans as Great Forward Step in 
Residence Warm Air Heating. 


He Points Out Mistakes in the Past and 
Cautions Against Use of Small Furnaces. 


N the following, R. W. Menk, 

former President of the Western 
Warm Air Furnace & Supply As- 
sociation, discusses the great possi- 
bilities for the installer by the intro- 
duction of fans in connection with 
residence furnaces : 

Many furnace manufacturers 
and installers are beginning to real- 
ize the very great advantages of at- 
taching fans and blowers to warm 
air heating systems. 

Fans and blowers, of course, have 
been used for many years in com- 
bination with warm air furnaces on 
the larger types of installations but 
opportunity is now knocking again 
at the door of industry advocating 
fans and blowers on the smaller 
warm air furnace, and those who 
are hearing her are realizing more 
and more the immense possibilities 
that the fan and blower offer. F 

The great advantage of the fan 
or blower is to overcome the differ- 
cnce in weight of the cold and warm 
air and to cause the entire air in 
the building to circulate in a natural 
manner, thereby overcoming the 
cold air pressure and not only heat- 
ing the building more quickly, but 
preserving the life of the heater. As 
soon as the air has had an oppor- 
tunity to gain the velocity the fan is 
capable of giving it, the fan may be 
shut off and it will require severa! 


hours before the velocity of the air 
has again dropped back to normal 
circulation. : 

The reason for some past failures 
as I see it, was that they tried to 
blow air into the casing in a way 
that when a certain pressure or re- 
sistance was created the air would 
back up at the sides of the duct and 
was again blown into the casing, 
churning the air. 

To illustrate my point, let us as- 
sume a cold air shoe sixteen inches 
deep and forty inches wide into 
which we place a twelve or four- 
We start 
being 


teen-inch propeller fan. 
the fan and as the air is 
drawn down into the cold air duct 
and blown into the casing by the 
fan, it strikes ashpit of the furnace 
and as the air accumulates in the 
casing it is easier for a portion of 
the air which strikes the ashpit to 
return back into the shoe along the 
side of the fan, therefore not get- 
ting the maximum air delivery that 
the fan was able to furnish. 

This condition, of course, can be 
easily overcome by putting damp- 
ers at the side of the fan but this 
involves a hazard to the furnace, if 
the dampers are to be hand oper- 
ated, on account of the possibility 
of the attendant forgetting to 
change the dampers which, if for- 
gotten when the fan was_ stopped, 
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would not allow sufficient air to cir- 
culate over the furnace and would 
naturally injure the castings. There- 
fore, any device that is not auto- 
matic with the fan should not be 
used or advocated. 

Another condition that arose was 
the injury of the motor. If the fan 
was hung in the shoe too close to 
the furnace the rays from the fire- 
pot heated up the fan and motor to 
such an extent as to melt or dis- 
solve the insulation in the motor 
anc cause it to be burned. This was 
especially true after the fan had 
been stopped and the firepot of the 
furnace was still red hot. 

There are at this time several 
styles of fans outfits on the market 
that | am told are giving excellent 
results and what I can 
learn, overcome the conditions just 
The outfits I refer to 


from 


alluded to. 
co not, however, meet all the condi- 
tions that arise on a warm air job 
or in other words, are not universal. 
three 
cold air returns from different parts 
of the building. How will it be 
pessible to make them all function 
properly without the necessity of 
There are three 


Suppose there are two or 


two or three fans? 
ways, as we see the situation: Com- 
bine all of the returns into one duct 
or cold air room, which often is not 
convenient to do; increase one of 
the ducts to the full area of the 
warm air leader pipes; or use a cer- 
tain patented device now obtainable 
for any make of furnace at a mod- 
erate cost. 

The suggestion may arise in your 
mind to put dampers in the other 
ducts and to draw all of the air that 
supplies the furnace through one 
duct. This method can, of course, 
be used and the dampers could also 
be operated automatically with the 
fan but the circulation will not be 
nearly so satisfactory and if the 
duct that the fan supplies is to one 
side of the furnace, the distribution 
of air in the casing will not be near- 
ly so uniform. 

I believe that what I have said 
will give you a fairly clear concep- 
tion of what is necessary to obtain 
best results. 
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As we see the situation it is pos- 
sible to get three times the capacity 
out of a fan job as against the aver- 
age gravity job and here is where I 
want to caution everyone who hears 
or reads this statement. Don’t put 
in a small furnace and expect it to 
do the work of one that should be 
two or three sizes larger, for it will 
not only run up the cost of the elec- 
trical energy but the rapid burning 
of fuel will involve more frequent 


attention and will increase the fuel 
consumption on the average job to 
the extent that the added difference 
in the original cost between the 
smaller furnace and the proper size 
for gravity work will be nearly con- 
sumed in one season. Please get 
this firmly fixed in your minds and 
advocate the proper size furnace if 
you want to see that warm air gets 
its just dues, and I am sure you will 
after giving it full consideration, 


Furnace Prices Are 20 Per Cent Lower Than in 
1920 but Are Rising Again as Costs Go Up. 


Questionnaire Sent Manufacturers Develops That Prices 


Are 63 Per Cent Over 19/4, 27 Per Cent Over 19/7. 


URNACE prices are approxi- 

mately 20.4 per cent lower than 
they were in 1920, but they are 
gradually stiffening again, due par- 
ticularly to the advances in pig iron 
and coke. 

This figure is based on a ques- 
tionnaire sent the leading furnace 
manufacturers of the country. Not 
all were willing to comment on price 
conditions or supply figures, but of 
the leading twenty-five, selected as 
most representative of the industry, 
there was shown a marked similar- 
ity of price trends. 

These same manufacturers _re- 
ported an average of prices 63 per 
cent in excess of 1914 prices, and 
approximately 27.8 per cent above 
1917 figures. 

The reductions in the 1920 prices, 
as now prevailing, ranged from 8 
per cent to 38.6. These same manu- 
facturers reported that their 1922 
prices were from I5 to 100 per cent 
above 1914 prices and from Io to 90 
per cent above 1917 prices. Some 
of the characteristic responses were: 

“Prices are much lower than they 
were in 1920, but, of course, consid- 
erable higher than the pre-war pe- 
riod. What they will be in the fu- 
ture will, of course, depend upon 
the cost of materials and labor. At 
the present time, materials are, at 
least, 50 per cent higher than they 
were in January last, so that it is 
plain that an increase in furnace 


prices will probably have to be 
made. . 

A New Jersey manufacturer re- 
plied as follows: “During spring 
prices were 10 per cent lower than 
in 1920, but are now the same as 
1920, due to the advance in pig iron 
and coke.” Other replies were: 

“Twenty-five per cent lower up 
to October 5, 1922; now I5 per 
cent lower.” 

“Today's price is 71.4 per cent 
of the 1920 price.” 

“Our present prices are always 
based upon present costs and have 
no bearing whatever on either past 
or future prices.” 





Chart Showing Size of Pipes 
for Warm Air Heating. 

The accompanying chart gives an 
easy method by which the installer 
can quickly find the size of base- 
ment pipes and wall risers for the 
various sized rooms on the first and 
second floors of a residence. 

The figures at the top indicate 
width of room, while those at the 
right are for the length, in feet. 

Note where the intersection of 
width and length lines fall. The 
sizes of the pipes and risers are in- 
dicated by the capital letters within 
the heavy zig-zag lines, and these 
letters correspond with those in the 
following table: 

A.—First floor, 8 inch basement 
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pipe ; second floor, 8 inch basement 
pipe and 3% x I0 inch riser. 

B.—First floor, 9 inch basement 
pipe; second floor, 8 inch basement 
pipe and 314 x 11% inch riser. 

C.—First floor, 10 inch basement 
pipe ; second floor, 10 inch basement 
pipe and 34 x 11% inch riser. 


WIDTH OF ROOM 
22 21 20 1918 17 16 15 14 13 12 11 10 9 8 


- oF 


198 
° 


i 
+--+ — 30 


Chart for Pipe Sizes. 


D.—First floor, 12 inch basement 
pipe ; second floor, 10 inch basement 
pipe and 5 x 14 inch riser. 

E.—First floor, 14 inch basement 
pipe ; second floor, 12 inch basement 
pipe and 8 x 14 inch riser. 

Rooms from 8 to 15 feet in width 
are assumed to have ceilings not 
over 10 feet high; rooms from I5 
to 22 feet wide not over 12 foot 
ceilings. 

The information in the foregoing 
and the chart are shown by the 
courtesy of the Utica Heater Com- 
pany, Utica, New York. 





Frequent Change Makes 
Advertis ng Pay. 

Railroads and steamship lines 
that ever become successful are con- 
stantly seeking for a means of im- 
proving their service and adding 
comforts for the passenger. 

Too many merchants permit 
themselves to be content with the 
old condition of affairs. It is never 
safe, especially with those who em- 
ploy advertising. 
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Simple and Direct Newspaper Advertising Appeals, 


with Illustrations and Prices, Sell Furnaces. 


Selling Points Should Be Stressed By Proper 
Use of Type With All Over-Crowding A voided. 


O* THIS and the succeeding 
pages of this article will be 
found a series of advertisements 
intended to sell furnaces on the part 
of the retailer. 

In selecting these ads, no attempt 
has been made to choose either the 
most compelling selling appeals, nor 
the poorest, but rather to obtain the 
average retail furnace-selling ad, or 


perhaps a little above the average. 
It is the belief that a study of this 
type of ad will be most beneficial to 
the retailer, since it more nearly 
represents his capabilities and lim- 
itations. The genius is not taken 
into consideration here, on the 
theory that if we all were geniuses 
we wouldn’t be selling furnaces or 
writing about them. 





- 


Are You Going To Have GOOD Heat This Winter? 


Install A 








MAJESTIC 


Down Draft Furnace 





The great success of the Majestic Down 
Draft Furnace is largely due to the con- 
struction of its radiator. This radiotar has 
been thoroughly tested for the past eighteen 
years and has proved itself one of the most 
economical features ever embodied in far- 
nace construction. 


The Majestic radiator has twenty-two feet 
of smoke travel as compared with eight to 
ten feet in the ordinary type. This extra 
long smoke travel allows the Majestic radi- 
ator to utilize all the heat of the smoke and 
gases, increasing the heating capacity of 
the furnace without burning more coal. 


The Majestic Down Draft Furnace is eas- 
ily cleaned as it has two cleanout doors, one 
in the front and one at the side. The side 
cleanout is interchangeable to either side of 
the furnace. The Down Draft pipes contain 
no dead corners for soot to collect as all 
bends are circular. Equipped with a direct 
and indirect damper operated from the 
frent aids materially when starting a i 


Ashbaucher’s Tin Shop 


{ 116 North Ist street 


Phone 7 39 | 





Figure 1. 





Type Arrangement in This Ad Pleases the Eye. 


Let us begin with the advertise- 
ment of Ashbaucher’s Tin Shop, 
shown on this page, as it appeared 
in the Democrat of Decatur, 
Indiana. The whole appearance of 
this ad is pleasing to the eye and 
leads one to suspect that advantage 
has been taken of some of the 
manufacturers’ professionally pre- 
pared copy. (Parenthetically, live 
dealers will always take advantage 
of these advertising suggestions. 
Save all typed ads sent you and 
adapt them to your local adver- 
tising. Remember they are prepared 
by experts—men who know all 
about type faces, borders, rules, dis- 
play psychology—and also remem- 
ber that they know, or should know, 
more about the particular furnace 
than you do.) 

“Are you going to have GOOD 
heat this winter?” is the challeng- 
ing query at the head of this ad—a 
question every householder asks as 
he scans the almanac and surveys 
the coal price list. Then is given 
the buying suggestion, “Install a 
Majestic Down Draft Furnace.” 

In small type the prospective buy- 
er is given three concrete reasons 
why he should buy this particular 
furnace—the radiator, the long 
smoke travel, the cleanout features 
—all good talking and selling points, 
and given admirable type display 
here. 

What this ad lacks is to be found 
on the next page in the display of 
the Knabe’s Hardware Store as pub- 


lished in the Sterling (Illinois) 


Gasettc. This concern, it will be 
observed, conducts a sheet metal 
works and manufactures furnaces. 
Many a stove-heated home wants a 


for comfort but 


furnace, not only 


also for style, so this ad very clev- 
erly eliminates the most 
objection—that is, the cost—not the 
cost of installing the furnace, but 


the cost of upkeep. 


common 
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“Ten cents a day will heat your 
home,” says the graphically pre- 
sented salesman in this ad. This is 
a direct, unequivocal statement of 
fact. It is a real basis of computa- 
tion for the man who is debating 
the installation of an all-house heat- 
er. Reading further he learns this 
is for “pipeless furnaces,” “as good 
as any on the market,” and he is 
admonished to “note the low 
prices.” Four prices are furnished 
—$105.50, $118, $135 and $153— 
depending on the size of the pipe 
and including, it will be noted, the 
cost of installation. Attention should 
also be called to the large plain type 
used to designate the prices and to 
the friendly suggestion at the bot- 
tom to “Come in and Talk It Over.” 

The art illustration at the bottom 
of the cut neither adds to nor de- 
tracts from the subject matter, but 
a review of the ad would not be 
complete without calling attention 
to the plain bold lettering used in 
the firm signature—the same, by 
the way, as is used in the caption of 
the cut. 

In Figure 3 is reproduced an ad 
of the Nelson Tin and Furnace 
Works as reproduced in the Council 
Bluffs (lowa) Nonpareil. 

“Furnaces!”’ is the focal appeal 
of this ad. “Furnaces for your 
home,” and you are reminded to 
“Specify Sprague or Torrid Zone 
Furnaces,” the product of this 
maker. The principal selling point 
of the article is to be found in the 
manufacturer’s guarantee as fol- 
lows: 

“Manufacturers’ guarantee of 
any part of either furnace giving 
out within five years of purchase 
will be replaced, f. 0. b. factory, 
free of charge. If any part gives 
out within ten years from date of 
purchase we will replace same at 
one-half price, f. o. b. factory. 
Grates are the only part exempt 
from this guarantee.” 

But here is still a better selling 
point—“Over 1,500 in Use in the 
City!” 

The ad also shows a cut of one 
of the furnaces, though not specify- 
ing which, and in the reduction, 
herewith, the valug of the cut to 
the ad is not realized. 


“Call Us for Estimates” is the 
footnote farewell of this selling ap- 
peal and inclines the writer to won- 
der why some furnace makers and 
installers don’t start out with this 
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suggestion in order to find likely 
prospects, and trust to making a 
sale after furnishing the estimates. 

In Figure 4 is reproduced a small 
ad placed by William C. Krunn- 














10° day will ( 
heat your 
r= home © 
ti 
Pipeless Furnaces 


Here are furnaces just as good as 
any on the market and 


Nole the Low Prices 


105.50 
9118 















All Cast Pipeless Furnace, 
20 ‘inch, installed ....... 
All Cast Pipeless Furnace, 


Fe cg eer sang ee rer Peudiea 
ast Pipeless Furnace, 
ing: —— nny ee ee eee _ $135 
All Cast Pipeless Furnace, 
26 inch, installed ......... ad auiaeernaea $153 


Come in and talk it over. 


Knabe's Hardware Store 


And Sheet Metal Works 
209-211 First Ave., Rock Falls 
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Figure 2. Appeal of Low Fuel Cost Stressed Here. 
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fusz, furnace dealer of Elgin, 
Illinois, in the News of that city. 
“Let Us Install an International 
Hot Air Furnace for Steady Heat 
and Low Fuel Bills,’ says Mr. 
Krunnfusz to the prospective fur- 
nace buyers of his community. 
“You'll take comfort this winter 
with an International.” 

“Well said,” Mr. Krunnfusz, and 
the inline sketch of the furnace is 
well drawn and well placed. Steady 
heat and low fuel bills are two good 
selling points for any man’s fur- 
nace. But they are not stressed 
enough. Suppose, for instance, they 
had been placed at the top of the 
ad so as to read: “For Steady Heat 
and Low Fuel Bills, Let Us In- 


9 


stall, etc.,”” would it not have made 
a stronger selling appeal? 

Mr. A. T. Kincaid, the “Warm 
Air Heating Contractor” of Spring- 
field, Illinois, as he hails himself, is 
a believer in a bold, heavy black 
type, and the writer is inclined to 
agree with him particularly in a re- 
moval notice such as he published 
in the Journal of his city, which we 
reproduce here. 

“Notice!” arrests the attention of 
the reader. “The New Home of 
the Weir Furnace Is Now Located 
at, etc.,” giving the address. It is 
agreeable to note that Mr. Kincaid 
has stressed the name of his fur- 
nace in the largest type. This is 
essential. ‘Store name” and “store 





FURNACES 


FOR YOUR HOME 





Specify Sprague or Torrid Zone 


Furnaces. | 


Manufacturers’ guarantee of 

any part of either furnace 
giving out within five years 

of purchase will be replaced 

f. o. b. factory free of charge. 

If any part gives out within 

ten years from date of pur- 
chase we will repiace same at 
one-half price f. o. b. factory. \ 
Grates are the only part ex- ( 
empt from this guarantee. 





Over 1,500 in Use in the City. 


- NELSON TIN & FURNAGE WORKS 


13 South Main. Phone Black 2749. 
Call Us For Estimates. 
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Figure 3. Manufacturers’ Guarantee Is Selling Appeal. 
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Let Us Install An 
International 


Hot Air 


Furnace 








Fuel Bills 
oo take Comfort 


this Winter with an 
INTERNATIONAL 


WM. C. KRUNNFUSZ 


10-12 Douglas Avenue 
Phone 177 














—— | 











Good Selling Points But 
Not Emphasized. 


Figure 4. 


identity” are important, but there 
are many ways to stress them. Give 
the firm name the same position in 
the ad or give the ad the same posi- 
tion in the newspaper, or use a spe- 
cial or hand lettered type, and place 
it in all advertising and literature— 
these are many suggestions to build 
up “store identity.” 

Mr. Kincaid was not content to 
use bold, black type for the body of 
his ad, but carried the idea to the 
heavy borders surrounding it. 

The use of the bold, black type 
in this instance is entirely justified. 
It should be used on such an occa- 
sion and it should never be used 
otherwise—for just the reason that 
sometime: there will come a time 
when nothing but big, bold type will 
satisfy the occasion, and then never 
having abused its use, it becomes 
available. 

In Figure 6 is reproduced an ad 
prepared and published by Ralph 





D. Giarth in the Altoona (Pennsyl- 
vania) Mirror. This is a well dis- 
played ad, with one possible excep- 
tion—the firm name is displayed in 
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such large type that the ad is NO i IC] J 
thrown slightly out of balance. 
admonition and backs up the na- 
tional advertising. Equally impor- EF 
States, being made by one of the u Nn : 
biggest manufacturers in the world. Is Now Located at 
power of durability.” Phone Main 4881 
The ad of A. J. Helfrich, which 
timely illustration in a young mar- 
ried couple, presumably about to 


The cut of the Wise furnace fits The New Home of The 
tant is this suggestion: 
It is known everywhere as a prod- 
appeared in the Galion (Ohio) 
install a furnace, being shown one 


in well with the body type, as does 

“The Wise Furnace is well 
uct with no superior in its heating E M S 

321 E. Monroe St. 
Inquirer, has especial appeal be- : 
cause of its simplicity. The cap- 
e ca 

by the obliging salesman. The text 


the owl figure which constitutes the com 
well known trademark of this prod- 
uct. “Buy a Nationally Known 
Wise Furnace” is a good buyer's ) 
known in every part of the United 
quality, ease of operation or lasting 
tion—-“‘A Word With You”—has a 
“Warm Air Heating Contractor” 
of the appeal is equally direct and Figure 5.—When Bold Type and Border May Be Used. 








= — forceful: “If you are deciding now 
| ; a Rag 

to install a Furnace for winter use, 

| it will be wise to consult us, since 

! 

‘ 





@ 


we install the Schill and get done 
the same day you place your order 
with us.” 

It will be noted that we have 
I slightly altered the text as it ap- 


Buy a Nationally Known | pears in the ad, to correct a typo- 


WISE FURNACE | graphical error. The change from 


The Wise Furnace is well | one” to “done” completely alters 





known in every part of the | the sense of the words and illus- 
United States, being made by sien Gini Sis as 
one of the biggest .manufactur- ¢ trates again how necessary it is to 
ers in the world. It is known | keep a careful check on ad proofs 
everywhere as a product with to prevent such mistakes. 
no superior in its heating qual- bed 
ity, ease of operation or laste lhe best pointer about the ad of 
ing power of durability. A. W. Lensing, reproduced here 
See Them On Display from the Oak Parker of Oak Park, 


Illinois, is the splendid, clear cut of 


RALPH D GIARTH , the furnace itself. In the true sense 

oo of the word this is not a furnace 
522 Sixth Avenue, Altoona, Pa. ad, but is a general business ad of 
q - y Mr. Lensing’s lines, which include 


general hardware, builders’ hard- 
ware, paints, and painters’ supplies, 




















Figure 6. Excellent Cut Arrangement “Makes” This Ad. 
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furnaces and sheet metal work, 
slate, tile and asbestos roofing. 
The ad of Joseph Stagg, which 
appeared in the Signal of Middle- 
ton, Ohio, is a good example of 
how an ad may be made to say 
something even though space is lim- 
ited. “Now,” is the timely appeal 
of this ad, “is the time to have your 
furnace repaired.” Mr. Stagg 
brings out the point that he is in 
the furnace repair business; also 
that he is agent for two well known 
makes—the “Front Rank” and the 
“Montcrief”—and he closes with 
his business address and telephone. 














A Word to You goto 
have your 
F you are deciding now to install a Furnace for pine 
| winter use, it will be wise to consult us, since 
} we install the Schill and get one the same day you We ag A of 
1 . 
) Pace your order with us. Prema 
“Front Rank” and “Montcriet” 
| FURNACES 
| s 
| A. Jj. Helfrich Jos. Stagge 
* : 629 E. Third St. Phone 187 














| Plumbing and Heating Lincoln Way East — _ 


Figure 9. Sample of Effective Ad in 
Small Space. 








Figure 7 (Above). Ad Made Effective by Simplicity of Appeal. Figure 8 (Below). 
ATTN ; aioe neces — sananannensnecnonnccsnt® And all of this information, includ- 
PO e ing a small cut of a furnace, is in- 


A W cluded in a relatively small space, 


which has been achieved without 
MASTER 


the appearance of “crowding.” 
FURNACE 


General Hardware 
Builders’ Hardware, 
Paints and Painters’ 
Supplies, Furnaces and 
Sheet Metal Work. 
Slate, Tile and 
Asbestos Roofing 





Set Your Goal and 
Strive to Get There. 

Every day has possibilities all its 
own. Possibilities to learn; possi- 
bilities to make friends ; possibilities 
to plan for a more resultful tomor- 
row. We seldom reach, however, 
what we do not conscientiously set 
out to achieve. So let’s know what 
we are after today and tomorrow— 
and proceed to get it. 


6633 12th Street 
Phone O. P. 2382 





No one has ever succeeded in 
building a safety blade for price- 
cutting. 











POU 


PTT ? 
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Practical Helps and Patterns for the Tinsmith. 


Aids to the Improvement of Craftsmanship and Business. 
News from Various Branches of the Sheet Metal Trade. 


Use of Hip Angles. 

By O. W. Kothe, Principal, St. 
Louis Technical Institute, St. Louis, 
Missourt. Written especially for 
American Artisan and Hardware 
Record. 

The finding of true angles 
through hip lines of various designs 
as covers, hoppers, pipes, etc., is 
very important, and is also a part 
of descriptive geometry, extended 
to a more practical application. In 
figure 1, we take on the develop- 
ment of the angles in the hip of a 
pitch cover made to an octagon. The 
plan shows the half octagon, while 
the elevation shows the rise with 
X-Z as center height. Now one 
manner of developing trfie angles is 
shown in connection with this plan. 

The first step is to lay out 2 pat- 
terns directly from the outline of 
plan. So we pick the side line of 


cover X-Y, and we set them as 
a-b and d-e in pattern I and II. 
Then we draw the slant lines c-b, 
also c-e and f-e. This will give the 
separate patterns for each octago- 
nal segment. The next step is to set 
dividers to any radius, and using c 
as center, describe an arc as j-k. 
Then from these points square out 
lines to right angles to their base 
lines, or 90 degrees, to intersect the 
extended plan lines in points g and 
h. Now use h or g as center, and k 
or j as radius, and describe an arc 
to the hip line of plan as in point m. 
Then draw line h-m-g, which is the 
true angle for the hip. This hip 
would have to be bent to this shaded 
bevel. 

The same result is produced by a 
different treatment as in figure 2, 
which M-N-O is the angle of out- 
line of plan, or the octagonal angle 


in this case. Then M-P equals the 
central miter line and also is the 
length of one of the miter lines in 
plan. From P square out equal to 
the rise X-Z as P-Q; then Q-M-P 
will be the true diagonal section 
through hip. At any place at R 
draw a line square to miter line 
M-P until it intersects the outlines 
in point N and O. After this, draw 
a line as U-T through R so that it is 
parallel with the hip line Q-M. 
After this, square a line at right 
angles from R to N-M as R-S. 
Now use R as a center and N and 
O as a radius, describe arcs to the 
line P-U. Then the angle T-S-U 
will be the true bevel through the 
hips of our cover. This method may 
be a little harder to see through than 
the above method, but it permits a 
wider range of application. 

Then at figure 3 we show another 
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Patterns for Hip Angles. 
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treatment for hip lines of a pan, 
where it is the desire to have the 
true bevel of the angles in the hips, 
A-C-C”-A”. Here this treatment is 
repeated as shown in figure 2, and 
hence needs no further comment. 





St. Louis Sheet Metal Men 
to Install Officers January 6. 

The thirteenth annual banquet and 
installation of officers of the Sheet 
Metal Contractors’ Association and 
the Sheet Metal Consumers’ Pro- 


What Repair Man 


tective Association of St. Louis will 
be an event at the Hotel Claridge, 
January 6, 1923, at 6 p. m., accord- 
ing to a unique announcement sent 
to AMERICAN ARTISAN AND Harp- 
WARE ReEcorp by Julius Gerock, Jr., 
president of the Gerock Brothers 
Manufacturing Company. 

The new officers were nominated 
December 19, when rival “wet” and 
“dry” slates were voted on by the 
membership and the following “all- 
wet” set of officials chosen: 

President—Henry Stark. 


Needs to 
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Vice president—E. Grefizebach. 

Secretary—L. R. Schlier. 

Treasurer—A. P. Faessler. 

Sergeant-at-arms — D. Richard- 
son. 

Mr. Gerock, who is one of the 
live and popular sheet metal men of 
the Mound City, modestly signs 
himself “a defeated candidate” on 
the “dry” ticket, and reminds that 
the victorious ticket will have charge 
of the convention at St. Louis next 
June. 


Know About the 


Automobile Radiator. 


E. E. Zideck Explains What It Is, 
What It Does and How It Works. 


Written Especially for AMERICAN ARTISAN AND HARDWARE REcorp by E. E. Zideck, Chicago. 


Lesson 4. 
The Radiator and its Parts. 


HE upper tank of the radiator 

is provided with a filler tube 
through which to replenish the 
water in the radiator. This filler 
tube is closed by a cap which either 
is screwed on or is snapped over 
into a lock. The cap usually has a 
thermometer inserted in its center 
to show the temperature of water in 
the radiator. 

Inside the filler tube, extending 
up to where the cap clcses it, is an 
overflow pipe of small diameter, 
which runs through the bottom or 
rear wall of the upper tank and 
bends over to the side of the core 
and runs parallel with it to the bot- 
tom of the radiator. 

The overflow pipe is there to 
carry away steam and the surplus 
of water produced by its boiling 
within the tank. 

Questions. 

1. By what means is water re- 
plenished in the radiator? 

2. What name applies to the tube 
on top of a radiator? 

3. How is this tube closed? By 
what ? 

4. If there is a thermometer on 
the radiator, where is it situated? 

5. Why is there a thermometer ? 


6. What is the pipe called which 
is placed inside the filler tube? 

7. Why is it there? 

8. How does it run to the bottom 
of the radiator ? 

9. If water boils in the radiator, 
where does the steam escape? 

10. Should the overflow pipe be 
open or closed? 

The Lower Tank. 

The lower tank, or the bottom 
tank, as it is called, is provided with 
a drain cock for letting out the 
water in freezing weather and when 
pure water is substituted for the 
water long in use. 

There are also bolt plates upon 
the lower tank which hold bolts at- 
taching the radiator to the frame of 
the automobile. 

A few of the radiators fasten to 
the frame by brackets in the shell. 

Questions. 

1. What is a drain cock for ona 
radiator ? 

2. What should be done to the 
radiator when the motor stands still 
and freezing weather sets in? 

3. What happens in freezing 
weather if water is left in the radia- 
tor with the engine standing still ? 

4. Why are there bolt plates on 
the lower tank? 

5. How is the radiator fastened 
to the frame of the automobile? 


Minor Attachments. 

Aside from the hot water inlet, 
filler tube with cap and the overflow 
pipe of the upper tank, there are 
minor attachments to it to hold the 
hood in position and to fasten the 
radiator to the shell. 

Similar minor attachments there 
are in some cases upon the lower 
tank. The cold water outlet and the 
drain cock are, however, the only 
parts of the lower tank holding 
water and liable to leak. 

Questions. 

1. What is a hot water inlet in 
connection with a radiator? 

2. Where is it situated? 

3. With what is it connected ? 

4. What are the three main parts 
of the upper tank? 

5. What are the water holding 
parts of the lower tank? 

6. What other minor parts are 
there of the tanks? 

7. Do tanks do the cooling? 

8. What part of the radiator does 
the cooling? 

g. In what relation are the radia- 
tor tanks to the cooling part ? 

10. Where does the hot water 
gather upon coming from the en- 
gine jackets? 

11. From where do the engine 
jackets receive their water supply? 
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12. What is the purpose of an 
overflow pipe in a radiator? 

13. Where is the drain cock sit- 
uated on a radiator? 

14. How is the radiator fastened 
to the frame of the automobile ? 

Materials Used in a Radiator. 

The tanks and their parts are 
made of heavier material than is the 
core. 

The inlet and outlet are usually 
cast iron or brass. The filler tube 
is heavy brass. 
is a copper tube of good thickness. 
The drain cock is-cast brass. The 
bolt plates and other minor attach- 
ments are also of good thickness. 


All of these parts, except the 
drain cock in some cases, are riveted 
and soldered on to the tanks. 

Questions. 

1. How are the parts of the ra- 
diator which are of heavier material 
fastened to the tanks? 


2. Which parts of the radiator 
are riveted and soldered on to the 
tanks? 


3. Of what are the inlet and out- 
let made? 


4. Which material is mostly used 
on tanks and their parts? 

Learn NAMES and OBJECTS of 
tank parts thoroughly before proceed- 
ing further. 

Review. 

Write correct answers to the fol- 
lowing four questions. 

a. What is the upper tank of the 
radiator for and what are its main 
parts? 

b. What is the lower tank of the 
radiator for and what are its main 
parts? 

c. What. parts of the upper and 
the lower tanks hold water and are 
liable to leak? 

d. Of what materials are made the 
tanks and their various parts and 
how are these fastened to them? 


(Lesson 5 follows next week.) 





Zinc Roofing Resists 
Fire and Lightning. 


Preventable fires in the United 
States have reached the appalling 
cost figure of $1,500,000 every 
twenty-four hours, say the National 
Board of Fire Underwriters, and 


The overflow pipe . 


there is a lesson in this for the zinc 
industry, asserts the American Zinc 
Institute. The idea is dwelt on in a 
recent bulletin as follows: 

While certain forms of roofing 
are in many places given a fireproof 
rating by the Board of Fire Under- 
writers, they are, of course, far 
from being fireproof. 

But the lightning-proof quality of 
properly grounded metal roofs ac- 
counts in no small measure for the 
fast growing use of metal roofing 
on farm buildings throughout the 
country. 


A practical test of lightning on 
metal roofs, as compared to other 
forms of roofing, is being demon- 
strated by equipment at Baltimore, 
Maryland, installed through the in- 
terest in the subject of Mr. Edgar 
Lyon, of the Lyon-Conklin Com- 
pany, of that city. 

The International News Reel 
Corporation featured this test in its 
Weekly News Reel shown in thou- 
sands of moving picture theaters 
throughout the country during Au- 
gust. The picture bore the follow- 
ing description : 

BALTIMORE, MARYLAND. 
Miniature lightning sets toy house 
ablaze. 

Hazards in unguarded roofs vividly 
illustrated before Governor Trin- 
kle, of Virginia, and other 
fire prevention leaders. 
Showing how the bolt strikes and 
starts the blaze if the bolt has 
no place to go. 

Showing how the lightning, hitting 
a metal roof, is made harmless 
by proper grounding. 

The attention of the Secretary of 
the Institute was called to this reel 
by Mr. C. H. Stewart, Secretary of 
the American Zinc Products Co., 
and he was privileged, through the 
ceurtesy of Mr. Hearst, to view the 
picture in the New York studios of 
the International News Reel Corpo- 
ration. Y 





AMERICAN ARTISAN AND HaArp- 
WARE ReEcorpD is advised by William 
J. Gardner that he has sold his sheet 
metal business at Fall River, Kan- 
sas, to J. L. Fettor. 
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Pittsburgh Sheet Metal Men 
Hold Fine Annual Meeting. 


The following is an interesting re- 
port of the recent meeting of the 
Sheet Metal Contractors’ Associa- 
tion of Pittsburgh and _ vicinity, 
supplied AMERICAN ARTISAN by 
Secretary E. W. Scarborough: 

The meeting was called to order 
at 6:30 p. m. in the Assembly Room 
at the Fort Pitt Hotel. The Com- 
missary Committee, consisting of 
Hartzell, Scholes, Fortenbacher and 
Scarborough, were responsible for 
the fine dinner served. Frank Wil- 
berding of the Ferbort-Schorndor- 
fer Company and George Johnston 
of McClure-Johnson Company re- 
membered the boys with some fine 
cigars, and the room was filled with 
the smoke of appreciation and good 
fellowship. 

The results of the election were 
as follows: 

President, Louis Luckhardt ; first 
vice president, W. C. Markle; sec- 
ond vice president, D. E. Kendig; 
secretary, E. W. Scarborough; 
treasurer, W. J. Fortenbacher. Va- 
cancies in the Board of Trustees 
were filled, and a Conference Com- 
mittee was also elected. 

Short talks were given by sev- 
eral of the jobbers present. We 
heard from Angermyer on associa- 
tion work, as usual; and Mr. Keigh- 
ley gave a very interesting talk on 
the reorganized Building Trades 
Employers’ Association. 

The meeting was wel! attended, 
there being forty places set, and all 
agreed that it was a big success. 
President Luckhardt thanked all the 
officers and members for their sup- 
port during the past year, and made 
a very forcible appeal to each one 
present to attend the meetings more 
regularly. 





Who Must Make New 
Sheet Metal Workers? 


President N. A. Lichty, of the 
lowa Sheet Metal Contractors’ As- 
sociation, in the following. article 
points out the necessity for more 
attention and active effort being 
given toward the making of addi- 
tional really experienced sheet metal 
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journeymen and suggest a means 
by which this object can be accom- 
plished : 

Help! Help! 

That is what we all have been 
crying the last three or four months. 
We could not get enough help fol- 
lowing the signing of the Armistice, 
then the depression came on and we 
just naturally thought we never 
would need more help than we could 
get but here we are again—short 
about 400 sheet metal workers in 
the state of Iowa alone. 

Well what are we going to do 
about it? Where are we going to 
get more Sheet Metal Workers? If 
there is no more and nobody makes 
any more, then where will wages 
go? If no one makes any more sheet 
metal workers there won't be 
enough to do the regular work and 
substitute materials will soon take 
the place of sheet metal in many 
cases. 

A shortage of sheet metal work- 
ers will curtail the expansion of the 
entire industry which offers many 
opportunities because of the short- 
age of wood and other materials for 
the many articles that can be made 
of sheet metal. The possibilities in 
the sheet metal industry are unlim- 
ited and it is strictly up to us sheet 
metal contractors to make our own 
workers and quit hoping and ex- 
pecting that someone will do it for 
us. It’s our job, let’s do it and do 
it quick. 

If every shop in lowa started one 
apprentice now, we will make 400 
sheet metal workers in three to four 
years. But, as there will be more 
work to do in four years we will 
need still more.men so we must 
keep this work up every year. Don’t 
be afraid of flooding the market 
with these skilled men for as their 
number increases the industry will 
expand and more skilled sheet meta! 
workers will be required. 

Considering all of its branches, 
the sheet metal industry is one of 
the largest in this country today and 
it is one of the best in the country. 
I am proud that I am a small part 
of one of the biggest and best in- 
dustries in this country and I am 
going to do everything I can to 
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make it still bigger and still better. 
Are you? Think it over Brother 
Tink. 





Terre Haute Committees for 
Indiana Sheet Metal Contractors’ 
1923 Convention. 


The following committees have 
been appointed for the annual con- 
vention of the Indiana Sheet Metal 
Contractors’ Association by the 
Terre Haute Local: 

Program—S. L. Fenner, John 
Manion, George Pentecost and Karl 
Roth. 

Reception—All members of the 
Terre Haute Local. 

Badges and Registration—Leslie 
Beach, Secretary of the State As- 
sociation, and E. W. Jones, Secre- 
tary of the Terre Haute Local. 

Advertising—August Hartmann, 
Albert Hartmann and James F. 
O’Connell. 

Hall, Hotel and Banquet—A. W. 
Dudley and Karl Roth. 

Entertainment — John Manion, 
Thomas F. O’Herron and S. F. 
Bridwell. 

Ladies’ Entertainment — J. F. 
Hocker, H. Richmond and George 
Pentecost. 





Indianapolis Campaigns 
Against Wooden Shingles. 


The city fire protection movement 
inaugurated by Indianapolis, Indi- 
ana, includes a campaign against the 
use of wooden shingle roofs. 

Wooden shingle roofs in India- 
napolis have been the chief source 
of fires for several years past, more 
than sixty alarms being turned in 
during a single day on several occa- 
sions. 

The great conflagration hazard 
involved is now clearly recognized 
and every effort will be made to get 
proper legislation to eliminate the 
shingle roof. 

An ordinance is proposed which 
would make it obligatory on prop- 
erty owners to replace all shingle 
roofs with fire resistive material 
within seven years. 

A meeting of representatives of 
firms selling such roofing was held 
in the Chamber of Commerce not 
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long ago, and exhibits of roofing 
material are being shown all over 
the city, together with facts regard- 
ing the relatively low cost of this 
safer form of roof covering. 

“Tf the present rate of roof fires 
keeps up,” Chief Reidel of the local 
fire prevention bureau said, “the 
taxpayers will have to pay $500,000 
soon for new fire fighting equip- 
ment. It costs the city approximately 
$50 each time a call is answered. 
During one month last year it cost 
the city about $27,500 just to put 
out roof fires.” 

He says if the roofs are not re- 
surfaced the cost of new equipment 
will be greater than would be the 
cost of new roofs. 

It would seem that here was a 
fine opportunity for the sheet metal 
contractors of Indianapolis to put 
in some hard work to good effect. 





Small Contractors Must Keep 
Permanent Records for Tax. 

“Every taxpayer carrying on the 
business of producing, manufactur- 
ing, purchasing or selling ary com- 
modities or merchandise, except the 
business of growing and_ selling 
products of the soil, shall for the 
purpose of determining the amount 
of income under the Revenue Act of 
1921, keep such permanent books of 
account or records, including inven- 
tories, as are necessary to establish 
the amount of gross income and de- 
ductions, credits and other infor- 
mation required by an income tax 
return. The taxpayer shall produce 
such books of account or records for 
the inspection of revenue officers 
duly authorized by law to inspect 
the same, at such time and in the 
manner provided by law.” 

Meaning of the term “Taxpayer.” 
—An important question arising 
under the above ruling with refer- 
ence to the meaning of the term 
“taxpayer.” This term, according 
to Section 2 of the statute includes 
“any person, trust or estate subject 
to a tax imposed by this Act.” The 
term “person” includes partnerships 
and corporations as well as indi- 
viduals. Upon the meaning of the 
term “subject to a tax” in the defini- 
tion of a “taxpayer” depends the an- 
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swer to the question of whether the 
requirement for the keeping of rec- 
ords applies to all individuals, part- 
nerships, corporations, estates or 
trusts or whether it applies only to 
those having a net income in an 
amount sufficient to make them liable 
for the payment of a tax. This is 
particularly important with refer- 
ence to individuals conducting a 
small business who have heretofore 
kept no accounts and rendered no 
returns on the assumption that their 
income was less than the amount of 
the personal exemption. It seems 
probable that T. D. 3408 is intended 
to apply to this class of persons as 
well as those with larger incomes 
who have not been keeping per- 
manent records and books of ac- 
count. While a partnership is not a 
“taxpayer,” the individuals compos- 
ing it are, and the requirement that 
they keep books of account and rec- 
ords necessarily affects the partner- 
ship also. The provision excepting 
farmers from the requirement of 
keeping books undoubtedly excuses 
a class of persons whose records are 
the least adequate for the purpose 
of determining net income. 

It follows that the mere fact that 
a business is small and has little or 
no net income will not excuse the 
taxpayer from keeping permanent 
books of account and records. 





British Industrialist 
Sees Copper Shortage. 


Brass World is mildly annoyed by 
a statement attributed to Sir Ed- 
ward M. Edgar, a British banker 
and industrialist, to the effect that 
soon there will not be enough cop- 
per to supply the world demand. 
By “soon,” the magazine says, Sir 
Edward means within 20 to 50 
years. 

“It would seem as if the noble 
knight had had himself  inter- 
viewed,” remarks Brass World edi- 
torially, “and that he particularly 
wished to stress the agreement that 
had been made between the Russian 
Soviet and Leslie Urquhart, called 
the Russo-Asiatic Consolidated Co. 
Sir Edward thinks the world is run- 
ning short of copper, lead and zinc, 


but the present sources of the larg- 
est supplies (United States) will be 
supplemented by these vast Russian 
stores of the metals and be ready to 
mend the situation. 

“What we mine, Sir Edward says, 
will be less, much less than enough 
for our own needs in a matter of 
about 20 years, or, at any rate, 50 
years. .Our extravagant and luxu- 
rious living methods will make the 
metals under comment inadequate,” 
and so following for a long inter- 
view. 

The crux of the thought would 
seem to lie somewhere in the depths 
of the quotation following. Per- 
haps the reader can discover it for 
himself : 

“*That is where the Russo-Asiatic 
Co. and the agreement with the 
Soviet authorities comes in. If it 
is allowed to develop to the full ex- 
tent of its capacity, it might easily 
be the greatest producer and pur- 
veyor of copper, lead and zinc to the 
world. It will free British industry 
from its servitude to tl.ese essential 
trans-Atlantic raw materials and it 
will secure for us a sufficient supply 
that will be felt in every department 
of British commerce and manufac- 
ture, and it will result in the coming 
period of leanness and _ scarcity 
being followed by long years of 
plenty that will more than re-estab- 
lish us in our old prosperity.’ ” 


Notes and Queries } 




















American Blow Torch. 

From Charles F. Scott, Memphis, Texas. 
Kindly let me know who handles 

the American blow torch, made in 

Sweden. 

Ans.—Henry W. Peabody and 
Company, 17 State Street, New 
York City. 

“Cromwell” Stove. 

From Reliable Stove Company, Division 
American Stove Company, Cleveland, 
Ohio. 

Can you tell us who makes the 


“Cromwell” stove? 

Ans.—The manufacturers of this 
stove are out of business, but you 
can secure complete repairs for it 
from The Northwestern Stove Re- 
pair Company, 20 West Lake 
Street, Chicago, Illinois. 
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Address of Best-Heet Oil Burner 
Company. 
From H. W. Swope, Jerry City, Ohio. 
Please furnish me with the ad- 
cress of the Best-Heet Oil Burner 
Company. 
Ans.—508 West Van 
Street, Chicago, Illinois. 
“Wright and Ditson” Ice Skates. 


From Clark Hardware Company, Win- 
dom, Minnesota. 


Can you tell us who manufac- 
tures the Wright and Ditson ice 
skates ? 

Ans.—Wright and Ditson Victor 
Company, 615 South Wabash Ave- 
nue, Chicago, Illinois. 

Wire Crimper. 
From Peter Stauber, 653 18th Street, 

Milwaukee, Wisconsin. 

I should like to know who makes 
a crimper for No. Io wire. 

Ans.—Smurr and Kamen Ma- 
chine Company, 328 North Albany 
Avenue, Chicago, Illinois. 

Noble Malleable Range. 


From Charles Scharf, 215 First Street, 
North, Newton, Iowa. 


Please tell me who makes the 
Noble Malleable Range, as I desire 
to secure repairs for it. 

Ans.—Fox Furnace 
Elyria, Ohio. 

Address of Phoenix Stove Works. 


From J. H. Bedford, Bridgeport, IIli- 
nois. 


Kindly let me know where the 
Phoenix Stove Works are located. 

Ans.—This_ is really Butler 
Brothers, Randolph Street Bridge, 
Chicago, Illinois, who sell their 
stove under this name. 


Robertson Blow Pipe Elbows. 


From Melzer Sheet Metal Works, 774 
Bates Street, Appleton, Wisconsin. 


Please advise us who makes the 
Robertson one-piece galvanized 
blow pipe elbows. 

Ans.—Robertson Brothers Man- 
ufacturing Company, 5401 Western 
Avenue Boulevard, Chicago, Illi- 
nois. 


Buren 


Company, 


Magic Trammel Points. 
From E. L. Hyre, Saybrook, Illinois. 
Kindly inform me who manufac- 
tures Magic Trammel Points. 
Ans.—The Lufkin Rule Com- 


pany, Saginaw, Michigan. 





Remember always that a chip on 
the shoulder is too heavy a piece of 
baggage to carry with you in the 
business world. 
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Events and Progress of the Hardware Trade. 


What the Retailers, Jobbers and Manufacturers Are Doing. 
Latest Selling Methods and Experiences of Successful Men. 


House to House Canvas Sells More 
Paint Than Charlie Thought 
Would Be Possible. 


C. F. Woodward, Carlinville, Illi- 
nois, former President of the Na- 
tional Retail Hardware Association, 
recently told how he secured paint 
business in his town. The method 
is one which can well be copied by 
every hardware man in the country 
to good advantage. 

Early in the spring he employed 
a man to make a house-to-house can- 
vass and make inquiries about the 
need of paints and varnishes in each 
house. This man took with him a 
supply of interesting information in 
the form of folders and color cards, 
and was prepared to give practical 
suggestions, make estimates as to 
costs, and generally make the sub- 
ject of particular interest to the 
owner of the house. 

Mr. Woodward stated that as a 
result of this careful and service 
giving canvass, his sales of paints 
were increased to such an extent 
that it was difficult to keep a supply 
of materials on hand to serve their 
customers and fill the orders thus 
secured. 





Ever Hear of Store 
Publication Like This. 


In the little town of New Bed- 
ford, Illinois, are to be found two 
merchants, who, for enterprise, will 
stack up anywhere. If you doubt 
it, think of what they did—started a 
newspaper with all the local news of 
the community crammed into it, and 
carrying advertisements of their 
merchandise, and circulated it free 
in their buying territory. 

The two merchants are Arthur 
H. Booth, hardware, and C. H. 
Lathrop, groceries, and they are 
joint editors of The New Bedford 
Booster, published the fifteenth of 
each month. It is a four-paged 
newspaper of three-column width. 

Sparkling with live, local items 


and bearing a number of well typed 
and capably drawn ads, the Booster 
made its first appearance in Octo- 
ber. Here are samples of the items: 

“Hans Nelson called in town last 
week and ordered his house re- 
spouted, and in this he showed good 
judgment, as this kind of material 
is advancing in price. 

“Don’t forget the temperance 
program at the Christian Church, 
Sunday, October 29th. 

“Born to Mr. and Mrs. Lee Ren- 
ner, October 9th, a bouncing baby 
girl. 

“Albert Clausen is the 
owner of a new Ford.” 

And then a little satirical shot at 
the mail order houses : 

“It is with considerable interest 
that the writer learned from a pub- 
lic speaker the other day that Sears, 
Ward and Company pay no taxes 
at all on their large holdings.” 


proud 


Each of the co-editors carries 
two display ads each number and 
several “readers.” Like the name of 
the publication, there is a tone of 
“boost” throughout, and the editor- 
owners have unselfishly opened 
their columns to other merchants 
desiring to advertise, presumably 
on the theory that helping one helps 
all in the community. 





Catalog Houses Ask Credit 
Information from Retailers. 


It used to be a common occur- 
rence with retail hardware  mer- 
chants to receive a letter of inquiry 
asking about the financial status of 
some of their customers. These let- 
ters bore the earmarks of a com- 
mercial agency communication. 
Many a retailer has at different 
times furnished information in re- 
sponse to such requests, that has en- 
abled some catalog house to sell the 
very goods found on the merchant's 
floor to one of his perfectly good 
customers. 

We reproduce below a letter of 


very recent date. In this instance 
the name of the merchant’s com- 
petitior, the mail order house, is 
found in letters bold at the head of 
the sheet. What would you have 
done with this letter if you had re- 
ceived it? You don’t need to say it 
out aloud unless you want to. 
“SEARS, ROEBUCK AND CO. 
Farmers Hardware Company, 

Dec. I, 1922 


Shawano, 160 JJH/905 
Wisconsin. T 12/11/22 
Gentlemen : 


The person named below wishes 
to open an account with us and has 
referred us to you for credit infor- 
mation. 

We will appreciate it if you will 
furnish the information requested 
below and return this sheet to us, 
using the enclosed envelope. 

This report is requested, and if 
furnished, will be used with the un- 
derstanding that it is without lia- 
bility on your part and with the as- 
surance that it will be held strictly 


confidential. 
SEARS, ROEBUCK & CO. 


twsscanas 

1. How long have you known this 
OEE sé cesen cars Business or 
Ocempatiom. ...0cces 


to 


Is party steadily employed? .... 
BP WES occ ccceesves 

3. Approximate income ......... 

weekly. 

4. Is party’s reputation good?..... 
Are bills paid promptly?...... 
Do you consider party good for 
$93.00 payable $6.00 monthly? 


wt 


6. Nationality or color ........... 
(This question is asked for 
statistical purposes ) 
About what age? It is important 
that we know if under 21 years 
Married or single. 


N 


8. Does he own, rent or board? 
,eeesnehans Applicants family 


SONGS we cicwicccdeced 
9. Other information ........... 








120 


Suggestions and Plans for Window Displays. 


Instructive Examples from Exhibits in AMERICAN ARTISAN 
AND HarpwarRE Recorp Window Display Competition. 


“Show and Push’ Campaign 
Sells This Merchant's Goods. 


“Our experience in the retail 
business has been that a merchant 
and his sales force sell what they 
show and push.” 

This merchandising axiom comes 
from the David Mahoney Company 
of Schenectady, New York, dealers 
in hardware, paints, automobile and 





either side by a three-burner stove. 
In front of each was placed a single 
and double burner, and on these 
quite attractive cutouts furnsihed by 
the manufacturer. 

Around the outer edge of the 
window were displayed electric 
irons. A pressure steam cooker 
was displayed in a prominent place 
in such a way as to show that it 
could be used with an oil stove as 


We ee ie 5 o° 


t 


Successful Range Display Designed by M. C. Fisher for the David Mahoney 


dairy supplies, and was prompted in 
an account furnished by them of a 
special window design by their Mr. 
.M. C. Fisher, ‘in charge of their 
housefurnishing department. 


They reported that the window 
was one of the best they ever had, 
and that they were much pleased 
with the early season display, realiz- 
ing fifteen immediate sales of 
ranges—about which the display 
was built—and receiving additional 
sales later in the season. 





The floor was covered with a 
green wall paper containing a silk 
and light green tint, making a very 
beautiful covering for the floor for 
the occasion, and also an inexpen- 
sive one. For the background of the 
window ‘there was placed a four- 
burner cooking stove, flanked on 


well as a gas or any other stove. On 
each stove was placed an oven and 
also a few aluminum cooking uten- 
sils to indicate that cooking and 
baking could be done at the same 
time. 

The packages of flower and gar- 
den seeds, placed about the edge of 
the window, brightened up the 
whole picture on account of their 
brilliant and varied colors. 





Have You Entered the 
Window Display Contest? 


This being the annual Warm Air 
Heater Special of AMERICAN 
ARTISAN this inquiry is prompted: 

How can a store window be 
utilised to display a furnace? 

It can be done, for it has been 
done, and if the physical limita- 


tions of the window permit, such a 
display can be constructed to make 
an effective showing. 

And take this tip: such a win- 
dow would make a good entry in 
the annual window designing con- 
test of AMERICAN ARTISAN AND 
HARDWARE REeEcorp, which is now 
on and will continue until April 1, 
1923. In giving this tip, we are 
not endeavoring to display any oc- 


Company of Schenectady, New York. 


cult ability to read the minds of 
the Board of Award in advance 
of their decision, and certainly not 
before the volume of entries have 
been received. 

But it occurs to us that a window 
display designed to sell a furnace 
and parts and create demand for re- 
pairs would be certain to receive at- 
tention the inherent 
difficulties involved. 


because of 


Of course, there will be 
types of window displays entered in 
the contest, for the rules provide 
that the display may be made from 
any of the following lines: General 
hardware, machinists’ supplies, 
builders’ hardware, automobile sup- 
plies, sporting goods, fishing tackle, 
heuse furnishings and paints, cut- 
lery, dairy supplies, stoves, ranges, 


many 
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warm air heaters, sheet metal and 
kindred lines. 

Photograph the window and then 
send the photograph, together with 
description of how the window dis- 
play was arranged and the materials 
used by mail or express, charges 
prepaid, so it will reach this office 
not later than April 1, 1923. 

Each photograph and description 
must be signed by a fictitious name 
or device and the same name or de- 
vice must be placed within a sealed 
envelope containing the real name 
and address of the contestant, this 
sealed envelope to be enclosed with 
the photograph. 

AMERICAN ARTISAN AND Harp- 
WARE Recorp reserves the right to 
publish all photographs and descrip- 
tions submitted in the contest. 

Four prizes, totaling $100, are to 
be awarded for the entries adjudged 
the most meritorious. These are: 
first prize, $50; second prize, $25; 
third prize, $15, and fourth prize, 


$10. 





Flays Use of Cheaper 
Metals for Copper. 


The following paper by George 
C. St. John, Vice-President of the 
U. T. Hungerford Brass & Copper 
Co., on “Substitution, the Fraud of 
the Day,” appeared in the Bulletin 
of the Copper and Brass Research 
Association recently : 

“Substitution the fraud of the 
day’’—an expression coined years 
ago—is seldom heard now, probably 
because pure food laws and edica- 
tional campaigns have somewhat 
minimized this evil. 

There is still, however, impera- 
tive need of it, or some equally 
forceful slogan, in order to focus 
public attention on the fact that 
many articles in everyday use (such 
as locks, bolts, door knobs, pad- 
locks, screw eyes, letter boxes, 
etc.) sold as solid brass all too fre- 
quently prove to be merely iron or 
steel, plated or dipped with brass. 
This is an evil that has assumed 
large proportions, and drastic cor- 
rective measures are urgently need- 
ed. 

In the absence of legislation 
which should and doubtless will be 


enacted to stamp out this practice 
as just as great a fraud as offering 
counterfeit Sterling silver, the rem- 
edy lies in the force of education 
and public opinion. 

It is but fair to say that the aver- 
age hardware store has absolutely 
no thought of deception, but is 
probably the victim of a custom 
born of war-time necessity when 
copper and its alloys were con- 
served by government control and 


e,. e 
which forced the use of iron and 


steel in a field which they were not 
intended to cover permanently. 

Undoubtedly if the subject is 
properly presented, dealers will be 
quick to lend their influence in favor 
of straight-forward dealing and will 
frankly tell the buyer exactly what 
he is getting. Salesmen who have 
not been properly instructed are 
partly responsible for an incorrect 
impression in the purchaser’s mind, 
probably because they do not them- 
selves understand the difference be- 
tween solid brass and iron or steel 
which is plated or dipped to resem- 
ble brass or copper. 

Buyers, if they want solid brass, 
should specifically demand it, and 
make it clear that unless brass is 
supplied, the article will be returned 
and a claim made for credit even 
though months may elapse before 
deterioration is apparent. They 
should also insist that invoices or 
cash sale slips specify exactly what 
is being sold,—that is, solid brass, 
brass plated, or dipped brass, other- 
wise it would be difficult to obtain 
a refund or other redress. 

Each metal has its own field. 
Iron and steel are the very bul- 
warks of engineering and building 
development and no non-ferrous 
proponent would attempt to substi- 
tute brass and copper for bridge 


girders or rails! Conversely, an 


iron and steel man would not argue, 


against the use of copper and brass 
for the purposes mentioned in this 
article. 

Copper and brass are now being 
sold at prices which are about those 
of a twenty-year pre-war average. 
There is accordingly no valid reason 
for substitution, as the difference 
between the cost of producing the 
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average household hardware article, 
such as door knobs, letter boxes, 
bolts and chains, etc., is represented 
only by the value of the metal itself, 
manufacturing and installation costs 
being substantially the same. 





Bit of Humor May Help in 
Collecting Past Due Accounts. 


A little humor is relished by all 
of us and humor with a point is 
more effective than harshness. The 
trouble with too many collection let- 
ters is that the personal feelings of 
the proprietor, who realizes he is 
not being treated right by customers 
that he trusted, creep into the letters. 
Often they aggravate the debtor’s 
mind, for he feels almost as_ bad 
over not being able to pay, as you 
do in not getting the money. That 
is why you do not always get the 
money when he is able to pay. So 
try a little of the human _ interest- 
touching method.. How would you, 
yourself respond to such a collec- 
tion letter as this: 

“Dear Mr. ——— 

I know why you haven't paid me 
for that hardware you bought four 
(or any other time) months ago. 
You were afraid I’d squander the 
money on the ‘Andy Gump Congres- 
sional Campaign.’ 

That’s all over now and you can 





‘Come Across’ with that little 
amount Of ...... 
Yours truly.” 
Why Not the Self-Serve 
Idea in Hardware? 
The Self-Serve Idea in many 


stores has made rapid headway in 
the chain stores in the land; why 
cannot the aggressive hardware man 
so arrange his stock that customers 
can practically wait on themselves, 
asks a writer in an Eastern publi- 
cation. 

When a customer enters your 
store he is more than half sold, be- 
cause the mere fact of his ‘com- 
ing to your store shows his willing- 
ness to look over your stock, and 
perhaps purchase. Why not make 
things easier for him to select by 
presenting them ji an attractive 
manner, plainly priced, department- 
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ized if you wish. It does not take 
Jong for news of this character to 
spread in the surrounding territory. 





Long Store Hours 
Do Not Increase Sales. 


“T am of the opinion,” said a suc- 
cessful retail merchant, “that a man 
can do more work in sixty hours per 
week than in eighty and be in better 
physical and mental condition for 
the work. Lounging breaks dis- 
cipline and kills any enthusiasm in 
sales. Keep in mind that it is not a 
question of how large your sales are, 
but what profits you make. You 
must have a goodly showing of 
profit bearing goods in your store 
and keep the sales end of your busi- 
ness from degenerating.” 














| Coming Conventions | 





Western Implement and Hardware As- 
sociation, Kansas City, Missouri, Janu- 
ary 16, 17, 18 and 19, 1923. Exhibition 
in Convention Hall. H. J. Hodge, Sec- 
retary, Abilene, Kansas. 

Texas Hardware and Implement As- 
sociation, Dallas, Texas, January 23, 24 
and 25, 1923. A. M. Cox, Secretary, 822 
Dallas County Bank Building, Dallas, 
Texas. 

Mountain States Hardware and Im- 
plement Association, Denver, Colorado, 
January 23, 24 and 25, 1923. W. W. 
McCallister, Secretary-Treasurer, Boul- 
der, Colorado. 

Kentucky Hardware and Implement 
Association and Exhibition, Jefferson 
County Armory, Louisville, Kentucky, 
January 23, 24, 25 and 26, 1923. J. M. 
Stone, Secretary, Sturgis, Kentucky. 

West Virginia Hardware Association 
Convention and Exhibition, Huntington, 
West Virginia, January 30 and 31, and 
February 1, 1923. James B. Carson, 
Secretary, 1001 Schwind Building, Day- 
ton, Ohio. 

South Dakota Retail Hardware As- 
sociation, Sioux Falls, South Dakota, 
January 16, 17, 18 and 19, 1923. H. O. 
Roberts, Secretary, 1120 Metropolitan 
Life Building, Minneapolis, Minnesota. 

Idaho Retail Hardware and Imple- 
ment Dealers’ Association, Boise, Idaho, 
January 31, February 1 and 2, 1923. E. 
E. Lucas, Secretary, Hutton Building, 
Spokane, Washington. 

Indiana Retail Hardware Association 
Convention and Exhibition, Indianap- 
olis, Indiana, January 30 and February 
1 and 2, 1923. G. F. Sheely, Secretary, 
Argos, Indiana. 

Oklahoma Hardware and Implement 
Association, The Auditorium, Okla- 
homa City, Oklahoma, January $31, 
February 1, 1928. W. A. Clark, Secre- 
tary-Treasurer, 209% West Main 
Street, Oklahoma City, Oklahoma. 

Nebraska Retail Hardware Associa- 
tion, Convention and Exhibition, Feb- 
ruary 6 to 9, 1923, Omaha, George H. 


Dietz, Secretary-Treasurer, 414 Little 
Building, Lincoln, Nebraska. 


Michigan Retail Hardware Conven- 
tion, Windsor Hotel, Jacksonville, Flor- 
ruary 6, 7, 8, 9, 1923. Karl S. Judson, 
Exhibit Manager, 248 Morris Avenue, 
Grand Rapids. A. J. Scott, Secretary, 
Marine City, Michigan. 

Virginia Retail Hardware Association, 
Norfolk, Virginia, February 7, 8 and 9, 
1923. Thomas B. Howell, Secretary, 
Richmond, Virginia. 

Wisconsin Ketail Hardware Associa- 
tion, Milwaukee Auditorium, Milwau- 
kee, Wisconsin, February 7, 8 and 9, 
1923. P. J. Jacobs, Secretary, Stevens 
Point, Wisconsin. George W. Kornley, 
Manager of Exhibits, 1476 Green Bay 
Avenue, Milwaukee, Wisconsin. 

Pennsylvania and Atlantic Seaboard 
Hardware Association Convention and 
Exhibition, Philadelphia Commercial 
Museum, Philadelphia, Pennsylvania, 
February 12, 13, 14, 15 and 16, 1923. 
Sharon E. Jones, Secretary, 1314 Ful- 
ton Building, Pittsburgh, Pennsylvania. 

Ohio Hardware Association Conven- 
tion and Exhibition, Cleveland, Ohio, 
February 13, 14, 15 and 16, 1923. Ex- 
hibition in the new Municipal Hall. 
James B. Carson, Secretary, 1001 
Schwind Building, Dayton, Ohio. 

Illinois Retail Hardware Association 
Convention and Exhibition, Hotel Sher- 
man, Chicago, Illinois, February 13, 14 
and 15, 1923. L. D. Nish, Secretary- 
Treasurer, Elgin, Illinois. 

Iowa Retail Hardware Association 
Convention and Exhibition, Des Moines, 
Iowa, February 13, 14, 15 and 16, 1923. 
A. R. Sale, Secretary, Mason City, Iowa. 

North Dakota Retail Hardware As- 
sociation, Grand Forks, North Dakota, 
February 14, 15 and 16, 1923. C. N. 
Barnes, Secretary, Grand Forks, North 
Dakota. 

Missouri Retail Hardware Associa- 
tion Convention and Exhibition, Plan- 
ters Hotel, St. Louis, Missouri, February 
20, 21 and 22, 1923. F. X. Becherer, 
Secretary, 5106 North Broadway, St. 
Louis, Missouri. 

Minnesota Retail Hardware Associa- 
tion, Duluth, Minnesota, February 20, 
21, 22 and 23, 1923. H. O. Roberts, 
Secretary, 1120 Metropolitan Life Build- 
ing, Minneapolis, Minnesota. 

New England Hardware Dealers’ As- 
sociation Convention and Exhibition, 
Mechanics’ Building, Boston, Massa- 
chusetts, February 21, 22 and 23, 1928 
George A. Fiel, Secretary, 10 High 
Street, Boston. Massachusetts. 

New York State Retail Hardware As- 
sociation Convention and Exposition, 
Rochester, New York, February 20, 21, 
22 and 23, 1923. Headquarters, Powers 
Hotel. Sessions and Expesition at Ex- 
position Park. John B. Foley, Secre- 
tary, — Bank Building, Syracuse, 
New York. 

Indiana Sheet Metal Contractors’ As- 
sociation, Terre Haute, Indiana, Febru- 
ary 21 and 22, 1923. Leslie Beach, Sec- 
retary, Richmond, Indiana. 

Michigan Sheet Metal and Roofing 
Contractors’ Association, Bay City, Feb- 
ruary 26, 27. 28 and March 1, 1923. 
Frank E. Ederle, Secretary. 1121 
Franklin Street, S. E., Grand Rapids, 
Michigan. 

Iowa Sheet Metal Contracters’ As- 
sociation, Sioux City, Iowa, March 14, 
15, 1923. R. E. Pauley, Secretary, 
Mason City, Towa. 

American Hardware Manufacturers’ 
Association, Spring Convention, Wind- 
sor Hotel, Jacksonville, Florida, April 
24, 25, 26 and 27, 1923. Frederick D. 
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Mitchell, Secretary - Treasurer, 1819 
Broadway, New York City. 

Southern Hardware Jobbers’ Associa- 
tion and Exhibition, Grand Rapids, Feb- 
ida, April 24, 25, 26 and 27, 1922. John 
Donnan, Secretary-Treasurer, Richmond, 
Virginia. 

Old Guard Southern Hardware Sales- 
men’s Association, Windsor Hotel, Jack- 
sonville, Florida, April 25, 1928. R. P. 
Boyd, Secretary-Treasurer, R. F. D. 4, 
Knoxville, Tennessee. 


Hardware Association of the Caro- 
linas, Columbia, South Carolina, 
May 8, 9, 10 and 11, 1928. Ww 
Dixon, Secretary-Treasurer, Charlotte, 
North Carolina. 

Arkansas Retail Hardware Associa- 
tion, May, 1923. (Place to be an- 
nounced later.) L. P. Biggs, Secretary, 
815-816 Southern Trust Building, Little 
Rock, Arkansas. 

National Retail Hardware Associa- 
tion, Richmond, Virginia, June, 1928. 
Herbert P. Sheets, Secretary-Treasurer, 
Argos, Indiana. 

Southeastern Retail Hardware and 
Implement Association, covering Ten- 
nessee, Alabama, Georgia and Florida. 
(Date and place to be announced hater.) 
Walter Harlan, Secretary-Treasurer, 
701 Grand Theater Building, Atlanta, 
Georgia. 











Retail Hardware Doings 











Iowa. 

P. M. Mead has purchased the Mc- 
Coy Hardware store at Brighton. 

Verne Whitnell expects to open a 
hardware store at Scranton. 

Michigan. 

The Kutzen Hardware store has 
opened for business at 8227 Harper 
Avenue, Detroit. 

The Burke Hardware Company at 
Pontiac has been destroyed by fire. 

Minnesota. 

At Hamburg, August Mielke has 
purchased the hardware store of Mr. 
Deier. 

Fay J. Williams has opened a hard- 
ware store at Viola. 

Nebraska. 

C. O. Hurd has purchased a hard- 
ware store at Benson. 

B. B. Barber has purchased the in- 
terest of his partner in the Barber 
and Henders Hardware business at 
Homer. 

J. M. Strahan has purchased a hard- 
ware store at Madison. 

O. A. Rystrom and R. A. Freeman 
have purchased a hardware and imple- 
ment store at Murray. 

At Wahoo, F. A. Votruba has sold 
his hardware store to Peter Vavak. 

North Dakota. 

J. S. Lombard has sold his hardware 
store at Sanish to August Myers and 
A. T. Olson. 

South Dakota. 

S. O. Lewis has sold his hardware 
store to Will Carroll. 

The firm of Overholser-Leach have 
sold their Glenham hardware store to 
Beckman Brothers. 

Wisconsin. 

W. E. Bender has sold his hardware 
business at Viola to Charles Kinder. 

At Valmy, Fred Suchy has taken 
over the hardware business of Charles 
Nieman. 








123 


The Latest News About Stoves and Ranges 


Items and Discussions of Interest to the Manufacturer and 
Retailer of Kitchen Ranges, Heating Stoves and Accessories. 


Stove Molders Gained Wage 
Advance and Other Advantages. 


At the conference which was re- 
cently held in Atlantic City, New 
Jersey, between committees of the 
International Molders’ Union of 
North America and the Stove 
Founders’ National Defense Asso- 
ciation, the following advances in 
wages were gained by the molders: 

Piece prices advanced 16 2/10 
per cent. 

Minimum day rate was set at 
$6.50. 

Day molders were advanced 50 
cents a day. 

Several changes in the general 
agreement covering working con- 
ditions, all favoring the Molders, 
were also made. 

As there is little likelihood of 
greater volume of work per day by 
each individual worker, and less of 
lower price on raw materials used 
by stove manufacturers, it seems 
only too fair to assume that, at best, 
there will be no reduction in prices 
on stoves and ranges in 1923. 





Merchant Caters to Women 
Buyers to Sell Stoves. 


“I've been in this neighborhood 
only a year or so,” a hardware 
dealer told me not long ago, “but I 
have developed as good a stove busi- 
ness as any dealer could want. I 
give credit to the fact that from the 
very start I have tried to interest 
the women in my store. 

“Women are the real stove buy- 
ers, nowadays. If you interest the 
mistress of the house in your make 
of range or heater, ten to one that 
is the make that will ultimately be 
bought. 

“More than that, the initiative for 
most stove sales comes from the 
women folk. They are fhe ones who 
agitate—yes, nag and clamor—until 
the man of the house gets tired and 
goes stove-hunting. So you have 


to appeal to the woman to get things 
started, and to interest the woman 
in order to close the sale.” 

This dealer’s experience as told 
in the Michigan Tradesman, and 
methods are neither startling nor 
revolutionary ; but they are for that 
reason all the more illuminating. 

A little over a year ago he bought 
a business in a residential section. 
The store was fairly well estab- 
lished ; and the new owner set him- 
self aggressively to the task of in- 
teresting the ladies. 

His first step was to renovate and 
brighten the store. In the first two 
months of his occupancy, he made 
some very sweeping changes. Old 
counters were removed and replaced 
by silent salesmen, the ceiling was 
cleared of goods and given a fresh 
coat of paint, and the whole aspect 
of the place made different. From 
a dingy, uninviting hole it was 
transformed into a _ bright and 
cheery store with an attractively ar- 
ranged showing of goods. 

The next step was to get in a 
stock of goods that would appeal 
especially to the women. The mer- 
chant studied catalogs and trade 
papers in search of information 
about new goods; and every novelty 
that had practical value was given a 
trial. The latest articles in the way 
of household conveniences and 
lavor-saving devices were stocked. 
Every time a woman customer en- 
tered the store, in those first few 
months, it seemed that the merchant 
had something new to show her. It 
might be a combination sauce pan 
and strainer, a kettle with the lid at 
the side or some such innovation. 
As the neighborhood was a well-to- 
do one, many of the housewives 
could afford to purchase these inno- 
vations ; and the result was a pretty 
steady sale of these articles. 

The sales thus made were, how- 
ever, a minor matter, from the deal- 


er’s standpoint. The great benefit, 


as he saw it, lay in the fact that the 
women got into the habit of dealing 
at his store regularly. 


The first fall he was in business 
the merchant began to reap the 
larger benefits of his campaign. 
Having secured the interest of the 
women folk, he was in a position to 
introduce his stove proposition to a 
large number of them. 

He arranged a demonstration and 
sent out personal invitations to 
every woman in his territory to at- 
tend. The back of the store was 
arranged for the purposes of the 
demonstrations, with plenty of 
chairs placed in a semicircle around 
the range to be featured. On three 
afternoons there was a large attend- 
ance; and the demonstrations re- 
solved themselves into pleasant, 
chatty little affairs. Some wives 
brought their husbands; but the 
men, all through, were conspicuous 
by their absence. 

The proprietor of the store 
watched the development of the 
campaign through the succeeding 
three weeks; and was able to com- 
pile some figures fairly bearing out 
his contention that the women were 
the dominant factor in the stove 
trade. 

“I sold nine ranges,’ he said, 
“which the men of the house never 
even saw. The women conducted 
the negotiations all through. I of- 
fered in one case to send the range 
up to the house to let the husband 
see it, but the wife vetoed the sug- 
gestion as quite unnecessary. 

In about a dozen other cases the 
husbands were brought down to see 
the ranges purely as a matter of 
form. I could see that the sale in 
each case had been made before the 
men entered the store; and for that 
matter, they appeared quite willing 
to acquiesce in anything their wives 
said.” 





Bad taste is just bad education. 
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How Wendel’s Hardware 
Sells Ranges. 


For simplicity and for the 
straightforward, compelling force 
that goes with simplicity, the ad of 
the Wendel’s Hardware of One- 
kama, Michigan, and published in 
the Bear Lake, Michigan, Beacon, 
as reproduced here, stands as a 
model. 

In large, bold type, the ad leads 
off with the name of the single 


And then the 
marked. 
The cut adds the final touch. 


price — plainly 





The Corner Has Turned 
with the Farmer. 

“A year ago I expressed the be- 
lief that the worst was over,” the 
Secretary of Agriculture declares. 
“I think the events of the year have 
justified that forecast.” 

Bearing out this view that the 














QUALITY 





GARLAND 





~ eoncealed smoke pipe, 





WENDEL’S HARDWARE 


ONEKAMA, MICHIGAN 
SERVICE 





This Beautiful Gray 
and White Enamel Solid 
Cast Iron Range is built 
to stand a life time of 
wear and is so construct- 
ed that it will bake and 
cook with the least pos- 
sible fuel consumption. 


Has aireated oven, 


solid copper reservoir 
and many other features 


$135.00 


SATISFACTION 


























product to which the ad addresses 
itself. Then this message: 

“This beautiful gray and white 
enamel solid cast iron range is built 
to stand a lifetime of wear and is 
so constructed that it will bake and 
cook with the least possible fuel 
consumption. Has aerated oven, 
concealed pipe, solid copper reser- 
voir and many other features.” 


worst is past, Wallaces’ Farmer has 
drawn up a careful balance sheet 
for the average corn and oats grower 
of Iowa in recent years, says a New 
York publication. From all the 
data of production costs and mar- 
ket returns available it finds that the 
typical tenant who pays half his 
produce in rent and grows the av- 
erage crop had a profit of 11 cents 
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a bushel on corn in the last year be- 
fore the world war; 38 cents in 
1917; 24 cents in 1918; 26 cents in 
1919; a loss of 44 cents in 1920; a 
loss of 33 cents in 1921; and a profit 
of 5 cents in 1922. 

In growing corn the same typical 
renter had 6 cents profit in 1913; 
17 cents in 1916; 30 cents in 1917; 
i5 cents in 1918; I cent in 1919; a 
loss of 22 cents in 1920; a loss of 
35 cents in 1921, and an even break 
in 1922. Such farmers are just 
turning the corner. 

With the improvement in’ the 
price of their products, wheat at 
$1.20 in Chicago, corn above 70 
cents and oats at 45 cents, the farm- 
ers’ market is more favorable than 
any time since 1919. Also his costs 
of production have been decreased. 
Low feed prices have brought horse 
labor to pre-war rate, and farm 
wages have declined to one and one- 
third the pre-war level. 





Can You Measure Purchasing 
Power of Your Community? 


How to define and measure the 
buying power of a community is a 
problem that has been receiving 
much attention from business statis- 
ticians. With the purpose of devel- 
oping methods and material which 
can be employed for measuring this 
purchasing power more accurately 
than has hitherto been possible, the 
J. Walter Thompson Company of 
New York City has offered three 
prizes of $1,500, $800 and $500 for 
the best work on a “statistical index 
of the purchasing power of consum- 
ers in the United States.” The con- 
test is open to all who wish to par- 
ticipate, and the papers must be 
submitted by September 30, 1923. It 
is the desire of the donor that the 
work be limited to buying power of 
the ultimate consumer, and it is sug- 
gested that more satisfactory results 
may be obtained if the study is lim- 
ited to some definite and well defined 
area rather than the entire country. 





Can you continue to do as you 
are doing and retain your self-re- 
spect, or have you habits and cus- 
toms you know are detrimental to 
your character ? 
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Study and Interpretation of Advertisements. 


You Can Make Your Advertisements More Gainful by Avoiding 
the Faults and Profiting by the Good WQualities of Others. 


Here is an ad calculated to ease 
Dad’s troubles. 

The Sprague Hardware Company 
of Kalamazoo, Michigan, announces 
in the Gazette of that city that 
“We've Made It Possible for Every 
Boy to Own a Bicycle,” and then 


also be made profitable, is bicycle 
riding. 

“With a good bicycle, a boy can 
derive healthful exercise on rides 
in the country or on fishing trips to 
the lake, or he can make money by 
running errands. 





To Own a Bicycle 


bicycle riding. 


about this plan. 


» 





We've Made It Possible for Every Boy 


One of the most beneficial exercises, one of 
the greatest pleasure-giving pastimes for 
boys, which can also be made profitable, is 


With a good bicycle, a boy can derive 
healthful exercise on rides in the country 
or on fishing trips to the lake, or he can 
make money by running errands. 

We have inaugurated an easy payment plan 
by which a boy can make use of one of our 
good bicycles while paying for it. Ask us 


Sprague Hardware 
308 West Main St. 





- 








“+ 


in unfolds a proposition that the 
boy himself can earn and pay for 
it. Under the foregoing caption 
appears this appeal: 

“One of the most beneficial exer- 
cises, one of the greatest pleasure- 
giving pastimes for boys, which can 


“We have inaugurated an easy 
payment plan by which a boy cah 
make use of one of our good bi- 
cycles while paying for it. Ask us 
about this plan.” 

This ad has a simple, direct ap- 
peal, and the installment plan of 


payment offers interesting and no 
doubt profitable possibilities. The 
ad is well typed and enhanced by 
a cut of a bicycle. It could have 
been aptly “followed up” by other 
ads, stressing the good points of the 
bicycle makes offered, and also 
prices. 
aS * * 

Curiosity is apt to lead many cus- 
tomers to invéstigate the merits 
which the Joseph Hardware Store, 


of Marion, Ohio, claims for 


THE 


«R ay Glo” 


Will more than pay for 
itself in one season. It 
makes quick, clean, 
odorless heat immedi- 


ately, and will operate 
on the lowest possible 
pressure of gas. 


THE 
JOSEPH 


Hardware Store 





“RayGlo” in the accompanying 
four-inch advertisement. The Joseph 
Hardware Store makes it plain that 
the RayGlo is a heating device, that 
it operates quickly, and that it uses 
a small amount of gas. All these 
are statements calculated to make 
buyers investigate. The additional 
declaration that the device will “pay 
for itself in one season” is a strong 
point. 
* * * 

“If you have an idea,” said the 
veteran copy writer, “don’t quit by 
announcing it. Follow it through 
until everyone understands it as 
well as you do.” 








126 


Review of Conditions in the Metal Markets. 


General Situation in the Steel Industry. Report of 
Prices and Tendencies in Sheet Metals, Pig Iron, etc. 


Tin, Lead and Copper 
Reach New High Levels. 


The holiday week was made sig- 
nificant by the arrival at new high 
peaks, not attained in two years, of 
tin, lead and copper, and there were 
indications that the non-ferrous 
metals would continue to show 
strength. Copper was firm at 
14.6214 to 14.75 cents for electro- 
lytic, spot and nearby. Tin was 
steady with spot and futures at 39 
cents. Lead was steady at 7.25 to 
7.35 cents. The zinc market was 
quiet at 7 to 7.10 cents, although 
St. Louis zinc slabs were higher at 
7.15 cents. 


Copper. 

A heavy tonnage of copper has 
been taken by consumers for first 
quarter and first half delivery. It 
is estimated that December copper 
sales have exceeded. 200,000,000 
pounds, making it the best month 
of the year. Orders taken by the 
mills for fabricated products have 
been exceptionally heavy and the 
buying has been mostly covering 
against these orders. 

Electrolytic copper has advanced 
about 7 cent since December 1. 
Wire quotations have advanced %4 
to I cent; copper products 3% cent; 
and brass products % cent or more. 
Copper scrap prices have advanced 
¥Y% cent. The producers’ price for 
lake has advanced to 14.75 cents to 
14.87% cents, delivered; casting 
copper has been in heavy demand 
at 14.25 cents, refinery. 

Sales for December, it is esti- 
mated will bulk larger than for any 
previous month this year, possibly 
exceeding 200,000,000 pounds. The 
previous record was made in May 
when sales were just short of this 
total. 

Zinc. 

The zinc market today is nominal 
at 7.00 cents East St. Louis basis 
for December, 6.95 cents to 7.00 


cents for January, but no trading is 
heard of. 

The independent sheet mills are 
naturally complaining over the un- 
profitableness of the price of gal- 
vanized sheets with zinc at around 
7.00 cents, and in some instances it 
is likely that operations in this line 
will be curtailed or temporarily 
abandoned. The outlook in this di- 
rection is uncertain, and must affect 
the demand for zinc for the next 
quarter. 

This unfavorable feature may be 
offset to some extent by the better 
condition of the brass trade, but 
the full effect of this is not likely to 
be felt in the early part of the year. 

Export shipments have been go- 
ing forward at a high rate and are 
expected to affect materially the De- 
cember statistical position. High 
grade zinc has been selling at 8 cents 
to 8.25 cents, delivered. 


Lead. 


Following the advance in lead 
prices by the smelting company to 
7.25 cents, New York, 7.05 cents 
East St. Louis, the outside market 
which previously had been reaction- 
ary, strengthened. Consumption 
proceeds heavily and there is very 
little lead offering in the outside 
market and while the producers 
have a small tonnage to spare for 
regular trade, their position both 
for prompt and January is decidedly 
close. 

Despite the greater production in 
1922, there will be much less lead 
carried over this year than last. At 
the opening of 1922 some prominent 
producing interests had considerable 
reserves of high cost lead still on 
hand carried from the time of the 
drop in prices in 1920. 

‘These were nearly all liquidated 
in the first half of the year, at which 
time the prolonged extent of the 
upward movement was hardly 
looked upon as having been reached. 


Solder. 


Chicago warehouses quoted sol- 
der prices as follows: Warranted, 


50-50, per 100 pounds, $25.50; 
commercial, 45-55, per 100 pounds, 
$24.00; and Plumbers’, per 100 
pounds, $22.75. 

Tin. 


Foreign speculation continues to 
rule the tin market. 

Business in tin has been largely 
a matter of speculating in exchange, 
due to the erratic movement of the 
exchanges lately. However, Lon- 
don prices have been likewise strong 
in a continued puzzling market and 
Straits tin has sold at its high level 
for the past two years, 39 cents. 
Lower grades of tin are at a big 
discount. 


Bolts and Nuts. 


Contracting for first quarter bolts 
and nuts continues to be done, al- 
though slowly in the Chicago dis- 
trict, no inducement being shown. 
Just why this market is slow is not 
apparent. In addition to the con- 
tracts for future delivery some spot 
business is coming out and makers 
are fairly busy. 

Jobbers as well as large consum- 
ers of nuts, bolts and rivets in the 
Pittsburgh territory have been clos- 
ing up their first quarter 1923 needs 
on the basis of fourth quarter 1922 
prices with leading producers here. 
In most cases several carloads of 
500 tons or more at a time are in- 
volved. Against these, specifica- 
tions shortly will be issued at the 
rate of a carload or two a month, 
some of the larger ones requiring up 
te five carloads monthly. 

Once in awhile a 1,000-ton lot is 
noted but these are rare. Opera- 
tions continue on the basis of 70 or 
75 per cent of capacity and the 
quoted prices are unchanged. 


Nails and Wire. 


With a good volume of business, 
the Chicago market for wire and 
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Copper is coming back— 





ANACONDA Economy Strip Copper makes possible the in- 
creased use of copper for general roofing purposes and for 
gutters, leaders and conductor pipes by eliminating most 
of the waste and labor expense incurred when regular copper 
sheets are trimmed and prepared for shaping. 


Straight and flat as a board, Anaconda Economy Strip 
Copper is produced with edges absolutely parallel and with 
the right temper. It need only be shaped in the usual 
way. It is supplied in flat lengths of 6, 8 or 10 feet, in 
widths of 6 to 18 inches and in weights of either 14 or 16 
ounces. It can be delivered promptly from any of the 
mills of the American Brass Company listed below. 


If your jobber does not handle Anaconda Economy Strip 
Copper, correspond with the nearest office. 


THE AMERICAN BRASS COMPANY 


GENERAL OFFICES, WATERBURY, CONN. 
MILLS AND FACTORIES 
Ansonia, Conn. Torrington, Conn. Waterbury, Conn. Buffalo,N Y. Kenosha, Wis. 


OFFICES AND AGENCIES 


New York Philadelphia Boston Providence Pittsburgh 
Cleveland Cincinnati Detroit Chicago St. Lows San Francisco 


ANACONDA AMERICAN BRASS LIMITED, NEW TORONTO, ONTARIO, CANADA, 
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nails promises to carry over into the 
new year without a break. New 
business is coming in at least equal 
to production and in some lines in 
excess of shipments. Operation by 
a mill in Indiana has not yet in- 
creased deliveries, but by January 
I is expected to relieve the situation 
somewhat. Raw material is reach- 
ing wire mills in better supply. 

Demand for barbed wire is ex- 
pected to start soon and this will 
add to the tonnage needed. Prices 
are unchanged at 2.45 cents for wire 
and 2.70 cents, Pittsburgh, for nails. 

Most Pittsburgh makers of wire 
products are heavily committed for 
several weeks to come, particularly 
on nails. One large producer is 12 
to 15 weeks behind on nail deliver- 
ies and several independents have 
orders for almost ‘as many as they 
can produce in the first quarter. On 
certain sizes they still can promise 
deliveries in March. 

Orders for woven wire fencing 
latterly have improved in volume. 
Jobbers have had indicated to them 
that buying in the spring will be ex- 
tensive and hence they are now or- 
dering in their stocks. 


Tin Plate. 


Tin plate users requiring plate for 


packers’ cans are increasing first’ 


quarter bookings. One case is noted 
the past week where several hun- 
dred thousand base boxes have been 
contracted for at stated amounts 
per month over the first quarter 
and on Saturday 100,000 base boxes 
or 5,000 tons were added for March 
shipment. 

Tin plate producers are confident 
with regard to prospects for the first 
half and look for increased produc- 
tion from month to month. At pres- 
ent, independents are averaging 85 
per cent while the American Sheet 
& Tin Plate Company was able to 
increase to a 75 per cent basis last 
week on account of improved car 
and steel supplies. The market 
price is unchanged at $4.75 per base 
box of 100 pounds, Pittsburgh. 

Finding Chicago mills unable to 
take on further steel sheets, buyers 
are placing their business with 
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Pittsburgh and valley mills, the lat- 
ter still being able to assume further 
obligations for first quarter... Mills 
in the East have been accumulating 
a fair tonnage from western users 
and additional business is coming 
cut constantly. 
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Regular prices are being named 
for this business, 2.50 cents for blue 
annealed, 3.35 cents for black and 
4.35 cents for galvanized, all Pitts- 
burgh base. These are the same as 
have been applied on_ business 
booked by Chicago mills. 


Iron and Steel Industry in West Closes Year 


of Satisfactory Business, Improvement Ahead. 


First Six Months Period of Lagging, Then 
Orders Commenced—Bookings Heavy for Future. 


HE year 1922 will go down 

into history as a satisfactory 
ene in the steel industry in the west. 
Although business was far from 
good the first part of the year the 
last six months showed a decided 
improvement in demand from prac- 
tically all sources, including many 
industries which had been out of 
the market for a more or less ex- 
tent for several years. 

During the first half of the year 
steel producers in the Chicago dis- 
trict operated at 50 per cent of ca- 
pacity and less but toward the end 
of the year the output was boosted 
to 75 per cent or 80 per cent. Dur- 
ing the first half of the year prac- 
tically all producers of steel could 
not pay dividends except to take 


them from surplus but during the - 


last half of the year prices were 
more satisfactory and mills were 
being hard pressed for deliveries. 


Prospects for 1923 are exception- 
ally bright according to leading 
members of the trade here. Book- 
ings are heavy, and prices are far 
more satisfactory. Although rail- 
roads have placed large car orders 
for cars the buying movement was 
not started until late in the year and 
they are expected to place a large 
number more. Some _ important 
steel men say the carriers have just 
commenced to buy cars and that 
they’ will place large numbers dur- 
ing the first part of 1923. 

The Crane Company of Chicago, 
which has extensive business both 
in the United States and Canada, 


‘issued an interesting summary of 


conditions in part as follows: 


Northern zone—General business 
is fair and collections rather slow. 
Volume of building permits is rather 
small, with few strikes, a fair sup- 
ply of labor, and little unemploy- 
ment. Banking conditions are fair, 
but improving. The stocks and 
marketing conditions are rather 
poor. General manufacturing con- 
ditions are fair and the retail trade 
in the large cities is good but not 
satisfactory in the outside towns. 
Railroad conditions are improving. 

Central zone—This zone is in ex- 
cellent condition as a whole. Gen- 
eral business is good and collections 
satisfactory. There is no _ great 
shortage of labor, unemployment is 
small, and few strikes. Banking 
conditions seem to be extremely sat- 
isfactory. Manufacturers report 
business as fair to good and retail 
trade is heavy. Railroad conditions 
are fair and improving. 

Western zone—The votume of 
business is satisfactory, with col- 
lections quite good. Building per- 
mits are large. Labor conditions 
are fairly satisfactory, with a few 
strikes and very little unemploy- 
ment. In some localities there is a 
moderate shortage. Banking con- 
ditions are good. Crops and their 
distribution and general manufac- 
turing are -fair to good. Retail 
trade is generally good, while rail- 
road conditions are not satisfactory 
but improving. 

Buying of pig iron in the Chicago 
market resumed its briskness after 
the Christmas holidays. The price 
of Lake Superior charcoal iron has 
settled at $30 furnace. 
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Sheet Metals 
of all kinds 


‘“‘ARMCO” and ‘*TONCAN’”’ 


SHEETS 


Copper, Zinc and 
Lead Sheets" 


Metal Lath 
and Shingles 


‘“‘PARKER’’ PRODUCTS 
Skylights 
Ventilators 


Tinners’ Machines 
and Tools 


WARM AIR AND STOVE 
PIPE 


Fire Pots 
Roofing Supplies 





O DUST ever settles on the orders that reach us—‘*The 
House of Service.” 


The largest stocks of the most complete list of high grade sup- 
plies and specialties for the tinsmith are always available and on 
tap to be rushed to you. 


We've been “‘Tinsmiths’ Headquarters” for thousands of sheet 
metal contractors for many years and our highly trained organi- 
zation and up-to-the second facilities are ready to add your 
name to their service schedule. 


We are manufacturers as well as jobbers and if you can’t get 
what you want from us it can’t be had. 


Our large illustrated catalog gives you an idea of how we can 
serve you—write for a copy today. 


Order from this catalog 
No. 9---It saves time 


Send your next order to us—let our service and prices tell you 
why we are ‘‘Tinsmiths’ Headquarters.”’ 


BERGER BROTHERS CO. 


229-231-233-235-237 ARCH STREET 
Warerooms and Factory: 100 to 114 Bread St. 


PHILADELPHIA, PA. 











PAT. JULY 19, 1921 
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Current Hardware and Metal Prices. 


AMERICAN ARTISAN AND HARDWARE RECORD 


is the only 


publication containing Western Hardware and Metal prices corrected weekly. 





METALS 





% PIG IRON. 


Chicago Foundry.. 28 00 to 28 50 
Southern Fdy. No. 


BS ccccececeaeses 29 01 to 30 01 
Lake Sup. Char- 

eee 83 15 
Malleable ........ 28 00 to 28 50 


FIRST QUALITY BRIGHT 


TIN PLATES. 

Per Box 
Ic 14x20 112 sheets $10 00 
Ix 16290. . 0 oc.cs a F 
Ixx SOND. 6c cccveess 12 60 
xxx eee 18 90 
IXXXK  14x20........--- 15 25 
Ic ee 20 00 
Ix  cuatscswed 22 50 
rxx SR icc ceses ‘ 25 20 
Ixxx , er 27 80 
(xxxx reer $0 50 


COKE PLATES. 
Cokes, 180 Ibs... 20x28 $11 80 


Cokes, 200 Ibs... 20x28 12 00 
Cokes, 214 Ibs...IC 20x28 12 85 
Cokes, 270 Ibs...IX 20x28 14 10 


BLUE ANNEALED SHEETS. 
Base per 100 Ibs. $4 00 


ONE PASS COLD ROLLED 


BLACK. 
No, 18-20.......- per 100 Ibs. $4 65 
We. BB-84...ccece per 1001bs. 4 70 
No. 26.......- -per1001bs. 4 75 
We. SP..c00- .-per100 lbs. 4 80 
Be, BBoccscces .~.-per100 lbs. 4 85 
BR Docs ccsceese per100Ibs. 4 95 
. GALVANIZED. 
BE, BBs savccvcess per 100 lbs. $5 10 
No. 18-20........ per100 lbs. 5 25 
We, Gb. cs vccas per100lbs. 5 40 
WO. BG.ccccecsese per100lbs. 5 55 
Be. Ble cccccocuses per 100 lbs. 5 70 
BE, Geenicsccdses per 100 lbs. 5 85 
Pt ikcesnesenne per100 lbs. 6 35 
BAR SOLDER. 

Warranted. 

aS are per 100 Ibs. $25 50 
Commercial 

45-55 ...... -per 100 lbs. 24 00 


Plumbers ....per100 lbs. 22 75 


ZINO. 
Se idceedsvesaceseeee 8 60 
SHEET ZINC. 

Cask lots, stock............10%C 
Less than cask lots...... ---11%e 
COPPER. 

Copper Sheets, base......... 21%ec 
LEAD. 

American Pig .....ccsceee $.7 60 
BF cc ccecesecsocecesese oe 8 26 

Sheet. 
Full coils ....per100 lbs. 10 25 
Cut coils ..... per 100 lbs. 10 50 
TIN. 
Pie TAR: civecvscvced per Ib. 41c 
BG TE cc cccscccsvcesesose 48%c 


HARDWARE, SHEET 
METAL SUPPLIES, 
WARM AIR HEATER 





FITTINGS AND AC- 
CESSORIES. 
ADZES. 
Coopers’. 
Barton’s ..... obereneeneeens Net 
WEEE s:006006 2000800000 Net 
MMUNITION. 


Shells, ae Peters 
Loaded with Black Powder 18% 
Loaded with Smokeless 
POWER ceccccccccccccocs 18% 
Winchester. 
ee Repeater 1% 


Gra 
Black Powder csoceccone 
0 


‘Nitro “Club 
Arrow 
G Wa — 1000. ‘ 
un 8—per 
Winchester 7- 8 gauge 10& 
9-10 gauge 10& 
7 11-28 gauge 10 


eee ee 


ASBESTOS. 
Paper up to 1/16........ 6c per Ib. 
Rollboard 
Millboard 83/32 to %.... 
Corrugated Paper (250 


sq. ft. to roll)....$6.00 per roll 
AUGERS. 
Boring Machine.......... 40&10% 
Carpenter’s Nut ........ +++ -50% 
Hollow. 
Stearns No, 4, doz.......... $1150 
Post Hole. 
Iwan’s Post Hole and Well 
Vaughan’s, 4 00 9 Em.ccec $15 60 
: AWLS. 
rad. 
No. 8 Handled. .per doz. $0 os 
No. 1050 Handled 
Patent asst’d, 1 to 4 ” $8 
Harness. 
Common ..... ---per doz. $1 05 
rere - 1 00 
Peg. 
houldered ..... re 1 60 
Patented ....... - 75 
Scratch. 
No. IS. Boctet 
Hand -Per doz. $2 560 
No. aaa “ecodeli: 

Pratt, list less........ 35-40% 
~~ 9 Stanley.... -per doz. $2 25 
AXES. 

First Quality, Single 
oe Bs —aypepnty . to 
a we6.0% --$13 50 


Good. y=. % Single 
Bitted, same ween. per 


GOR, cocevescsecccceccsos 12 50 
BALANCES, SPRING. 
Universal. 
Sight Spins. esees List less 25% 
Straight .........List less 25% 





COvesecseccoccocccceese ets 
ous iron handle..... -..-Nets 
meerepeyeed CLOTH. 

BOD oc ccecectccoesseeneseoses 55% 
Brass soteusenavosans 40% 
Brass, plated ekekee baeeseree 60% 


BITS. 
All Vaughan and Bushnell. 
Screw Driver, No. 30, each $ 27 
Screw Driver, No. 1, each 16 


Reamer, No. 80, each... 41 
Reamer, No. 100, each... 41 
Countersink, No. 13, each.. 20 


Countersink, Nos.14-15 each 27 
BLADES, SAW. 


‘ood, 

Atkins 30-in. 
N 6 40 26 
$83 90 $9 46 $65 40 


BLOCKS. 

Dn Ase ueneaneecéaeenees 45% 

DEE suseentaeeaencees ese 45% 

BLOW TORCHES (See Firepots). 

“BOARDS. 

Stove. Per Doz 
26x26, wood lined....... $14 45 
28x28, » geeeee - 16 95 
30x30, “i PSS emake 19 00 
26x26, paper lined....... 8 15 
28x28, va ” rea 
30x30, - - veges 10 80 
‘ash. 

No. 760, Banner Globe 

Ee” waneeus per doz. $5 25 
No. a Banner Globe 

CURE) «concedes per doz. 6 75 


e) 
No. 801, Brass King per doz. 8 25 
No. 860, Single—Plain 
PUMP ccccccccce ceaeeees 6 25 


BOLTS. . 
Carriage, Machine, etc. 


Carriage, cut thread, %x6 
and sizes smaller and 
GROTCOP .ccccccescccocsecs 0% 

Carriage sizes, larger and 
longer than %x6...... 40-5% 

Machine, %x4 and _ sizes 
smaller and shorter..... 50% 

Machine, sizes larger and 
longer than %x4....... - 76% 
Me Avec csceocnsccoeeesé 75% 

Mortise, Door. 
 } errr ~-5% 
Gem, bronze plated......... 5% 
Barrel. 

a rarer pi advenee Net 

Wrought none aes. 

a! en bronzed ......... = 

ow Sere esesecere Net 

Spring. 
0 ee = 
ees TOD cccccescese - 
Square. 
WHEE cbc Rsewesbensacedes nd 
BOXES. 
Mail. No... 2 4 10 
Per doz..$18 00 $23 00 $29 60 
Cast Iron. 

ar GO sccesacere Cocccece $9 50 
Mitre. 

BOOED cccccsesees Net Prices 


Stearns, No. 2..per doz. $30 00 
BRACES, RATCHET. 


V. & B. No. 444 8 in.......$4 54 
V. & B. No. 333 $ in.....-- 3 89 
Vo @ By WO BEE SB Me ccccce 8 55 
VT. @ MW FE SG Me cwccce 3 02 
BURRS, RIVETING. 
Copper Burrs only......... 40-5% 
Tinners’ Iron Burrs only..... Net 
BUTTS. 
Steel, antique copper or dull 
brass —— lots— 
yaad 


-Per dozen pairs $3 24 
“ ts 44 
Heavy Bevel steel inside 
sets, case a a 
canneveenes r dozen sets 7 20 
Steel bit hoped. front door 
sets, each 
Wrought brass bit keyed 
front door sets, each.... 3 30 


Cylinder front door sets, 
GE Kicdeeenseneus tee 60 
CALIPERS 
DE . - ¢ ssc ceheeeieeeicnawee Net 
twaide and Outside... 00... 
CARRIERS. 
Hay. 

Diamond, Regular...each, net 
Diamond, Sling...... ” - 
AST " 

Standard—Ball Bearing. 
dG 6 66080000600600 ----50 & 10% 
Dt: pete eind<éedecnukeeeeun é 40% 
Common Plate. 
Dt Tn w«2s60e0se0nes 5% 
Iron and porcelain wheels, 
i ME 60 64050040066000 50% 
Philadelphia Plate, new 
ah. baececeososecnseeseod 50% 
Martin’s bovtkeaned Se ewan 40% 
CATCHERS, GRASS. 
mee Be ccceveces DoF doz. $13 25 
i: Mbbtbanee 4 01 


CEMENT, FURNACE. 
American Seal, PA cans, net$ 45 


b. cans, “ 90 

= “ 26 1b. cans, “ 2 00 
Asbestos, 5 Ib. cans - 45 
Ps < wessccnd per 100 Ibs. 7 51 


CHAINS. 
Proof Coil, %” 100 Ibs....$ 8 75 
Weldless Coil, ...... -5% 
Electric Cow Weidea Ties, 
No. 00, 4%, per doz...... 2 865 
Safety. 

12 yds., per box......... 76 
500 ft. spools, per ft.... 62 
CHALK, CARPENTERS’. 
ne sseseesus -+-Per gro. $2 00 
ME. 6 0000ee0eees PE ns “ 2 06 
Weeee cccsccsce “ae * - to 

Common White 
School Crayon... “ - 0 30 


CHIMNEY TOPS. 
Iwan’s Complete Rev. & 
Vent. 


cccesceccceccecseccees 0% 
Iwan’s Iron Mountings “oniy.. 35% 
CH R. 


GEOR ccccecese ccccccccc ones pit 
EEE ccccecsccosessees Net list 
CHISELS. 

Col. 
V. & B. No. 25, 4% in., each $0 26 
V. & B. No. 25, % in., each 41 
Diamond Point. 
& y No. 55, % f.. 0 3: 
vy. & B. No. 55, % 1 0 48 
Firmer Bevelled. 
Round Nose. 
V. & B. No. 65, % in..... 0 29 
Vv. & B. No. 65, % in..... 0 40 
Socket Firmer. 


. & B. No. 50, % in..... 0 81 
V. & B. No. 50, % imn..... 0 87 


CHUCKS, DRILL. 
Gqoeeis, for Goodell’s Screw 


Dee + *0050% t —- 35-40% 
Yankee, for Yankee Scr 
DFiveEBe ..ccce seeense aul 00 
CLA . 
Adjustable. 
REGED ssescc cocccccccce cS 


WO, 68, BaveWeccccocccccccDee 


No. 100, Door (Stearns) 

Sk s66sea08 coccccoeccQhe OO 
Cabinet. 

DT dapenevecduneceeees 20% 


arpenters 
Steel Bar. — price plus 20% 
Cosempe Makers 


-inch baSCt 0064 » per ,foz, ‘ 7 Se 4 
ts pepe - 7” 38 00 
SE ae ee ies a 42 00 
Hose. 
Sherman’s brass, % aan 
RPS ene. -$0 48 
Double, ‘brass, % -inch, “per 
doz pabberesaseeens 1 20 
Saw Filers 
No. 1, Adjustable 
(Stearns) . Saeeens $ 8 75 


ey —— 


Woed hdl. No. er doz. $1 15 
Forged steel, ae aba. 2 15 
Solid steel cececvcece 6 
MT “ssadeoes atéeeece 50 
CLEVISES. 
BERTIORRED co ccsccccce coccccek@e ID 
CLIPPERS. 
= A (Casctas). 
bkeceen ettenvendoseun 
No : ee 604408660860 -- 3 25 
a Bieecasaus eocce ee 
CLIPS. 
BE. casenceeenesons oo. 65 & 5% 
Damper. 
Acme, with tail pieces, 
per doz coovececegs OS 
Non n Rivet | “tail” pieces, 9s 
Non. Rivet cseicess an 
ED «sd ctbececens oetenee 50 
nienami STOVE PIPE. 
Lacquered. 
MED coescesce 6 7 
Fancy pattern, 
per doz. .....65c T65c $4 00 
COMPASSES. 
Carpenters’ ..... ceccocceckee 
COPPERS—Soldering. 
Pointed a 
3 Ib. and heavier.. Per, ib. 40c 
2% Ib 45c 
= 48c 
ves 55c 
- 60c 





No. 7 Std. per doz. hanks..$10 35 
ma § * =. 3 - 11 95 
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IUustrations show elbows ofjall angles from 10 to 90°. 
Note how close each cluster of elbows hugs the walls. 





Use short angle elbows to get around sills, 
cornice mouldings and all other projections, 
thus preventing the commonly 
known soldered break in the pipe. 

By using combinations of this 
kind, soldering is not necessary 
as elbows fit into each other 
very snug and the small opening 
at the joints will permit sewer 
gases to escape, thus increasing 
the life of the entire spout. 

These elbows are made 
in all designs and your 
dimensions can 
be arranged 
right on _ the 
job. 





ra. # 
IDxcchmann 
TRADE MARK 


KG guage MAREK 





This Emblem of 


Quality is stamped 
in each. 


THE FERDINAND DIECKMANN COMPANY 
P. 0. Station B Cincinnati, Ohio 
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COTTERS, SPRING. FIRE POTS. HAMMERS, HEAVY. sad IRONS. 
bates 6 seeomectaect® Cc & Lambert’s. Serer Tee TTT . 
oa lace athe yen 2 of west boundary line of e bg polisiied, rdoz. 11 00 
COUPLINGS, HOSE. ny = spuitede, Caned. Single and Double Face. 166 te = 15 
Brass..... cevceeee Der doz. $3 25 on anata, Otiahaten, Am- No. 70 Asbestos. . cece 1 50 net 
. J , ne 
CUT-OFFS. ariilo, San Angelo and hime 4 Common, nickel shes . a st 
rs. Potts.’ 
Standard qange......-..-.-+-$6% _ West of above boundary line. 63% No. 604. Enterprise, per,set Nets 
Kuehn’s Korrekt Kutoffs: No. 43 Kerosene-Gasolene ommon Assorted, per doz. $0 No. 50 T. “ “ e 
Galv., plain, round or cor. rd. Master Torch, 1 at...... $5 40 os. No. 65 T. ee a he 
Standard gauge ........---40% No. 48 Kerosene-Gasolene 1é per do ~ EC. Stearns.’ 
$6 CAUSE ...cccesccccceseLO® Master Torch, 1 at.. 6 73 Ives’ atisectablo per set. 


ae STOVE PIPE. 
eT 
Cnet “Ameri % 


6 inch per doz........--- $1 50 
en. Pe we “eococecoee 2 25 
. = - SW jcsaseas - 3 60 
. * ao 6§&, Zeddcoeses 5 40 
— - o vacescunen Ee 
1 ” eo © .esGentsaa © Oe 
Ch 
7 inch, each.......---- «-$1 oe 
- 2  cseneeeesees 1 60 
100 * 0 commameed oeoe ae 
ag Ais poees satdnods 2 25 
Steel Hot Air. 
8 inch per doz.........--- $2 60 
ae we eecescee oon 
= = "  secesceete 3 00 
—_— | oe © fweeecuens 3 60 
_— = eo © jsceeteees 60 
DIGGERS. 
Post Hole, 
Iwan’s Split Handle 
(Eureka 


) 
4-ft. Handle...per doz. $14 00 
7-ft. Handle...per doz. 36 00 
Iwan’s Hercules pattern, 
POP GOS. ...ccccscccccee 14 90 


DRILLS. 

Vv. . Star, 12- inch Length, 
— Pie 6 and %, each.....$ 26 
» ea (pnthnacadaseeas 36 
ZT GOED cocccocecceccees és 64 
1%, CM@CN .o.ccccsecsceees $1 

. & B. Star, 18-inch Length. 
“5/16 and 4%, @OCR. cccececes 33 
* GEE cecdccccescsosccs 45 
1, each ...-e-- reenee Sane 6$ 
1%, CGCH .nccccccsccccess 1 05 

EAVES TROUGH. 

Mileor ..... eoecece 

Galv. pe ye “crated..... 156% 


ELBOWS—Conductor Pipe. 
PRs Steel, Tin ona Terne 
Plain Round or Round Corrugated 

2 to 6 inch, Std. gauge ..65% 
2 to 6 inch, 26 gauge vo h0g 
2 to 6 inch, 24 gauge ....20 
Milcor .... 
tee plain” or. ‘corrugated, round 


-_ Std. gauge.....,..65 
26 Gauge Std. gauge..... + $6 
ous ——— = = Snuge eer: 5% 
Square Corru 





Standard = 
26 gauge ...-+.-- 
Milcor ..ccccoess 
Standard gauge 
36 GAUBE ..ccoeee 
Portico 
Standard Gauge Conductor on 
plain or qeavagntew. re 


Not mested ....-ccce- He 
Nested a bendeooeees "0 6 
wS—Stove Pipe. 
1-piece yoo Uniform, 
Seimch ..ccccccccccces eco 
SEMEN ccccccccccccsoce asese 2 oe 
T-ImGh .ccagecoccecs nomenes 1 98 
Special Corrugated. 
Doz. 
CE ccacccstceers jeenned $1 27 
Te. caccedpense+spane suse 1 76 
Uniform, Collar Adjustable. 
OZ. 
S-inch ....... a irnntod $1 76 
CT are ae éceenees - 198 
{Sesser -- 2 48 


WOOD FACES—50% off list. 


FENCING. 
es > te Sones, single space, 


36-inch ay Fre $9 12 
Lawn fence, “single space, 

BREE. 4.00 eens 600600508 10 20 
Lawn fence, double space, 

DME snemeoncéuecae ooo 138 
Lawn fence, ‘double space, 

GODRGR . cocccctgsecocees 18 76 


Field fence, 26-inc sh, ‘No. 10 
top and bottom 12 amas 26 60 
Same, 6 filling........ 33 82 
Field fence, 32- SENG No. “16 
top and bottom 12 filling 80 34 
Same, 6 filling........... 39 41 


FILES AND RASPS. 
Heller’s (American)..... - -65-5% 
ye og are 65-5% 
Ps nig ep oe a a 60 & 10% 
Black *piamona ry 56- 

MEBO cocceccccccccccesets 60-10% 
Great Western .....--+: & 10% 
Kearney & Foot........ 60,.& 10 
McClellan .........-....66 & 10 
PUROMONIOM  ccccccccescceced 60-10 
PED «icanescéee ese pacedeue 


z Barton Smith.... _- --50-10-5% 


WP ncccccccccccsecs weccee Net list 


No. 95 Double Jet" Torch, 
Gasolene, 1 at.......... 6 95 
No. 30 Kerosene-Gasolene 
Torch, 1 Song (new line).. 48 
No. 33 Single Jet Gasolene 
Torch, 1 Gt....scccseses 93 
No. 53 Plbrs. Furn. Galv. 
Pg Tank with Bulb, 7 es 
Ne. 63 Plbrs. Furn. *Galv. 
Iron = =. Pump, 7 
DUB, ccccccceccccsccccecs 7 47 
No. 56° “Pi rs. Furn. 
Straight Side Steel Tank 
with Sul." bas ees - 8 82 
No. 66 Plbrs. Furn. 
Straight Side Steel Tank, 
with Pump, 7 pts....... 9 54 


Otto 


Berns Ce. 
No. 1 Furn. Gasolene with 
large shield, 1 gal..... $6 75 
No. B Furn. ‘Kerosene, 1 P 


gal. 
No. 10 Brazier, Kerosene 

or Gasolene, 10 gals... 47 52 
No. 6 Torch, Gasolene or 

Kerosene, 1 pt.......- $2 
= a Torch, Gheclene, 1 





‘(itieeennn neha ss 40 
No 86 Torch, Gasolene, 1 
i  aweceeene canedeeuse 4 05 
GALVANIZED WARE. 
Per doz. 
“Fee (Competition), 8-qt.. 6 85 
10-qt. CE 
= + 2 35 
2 50 
Wash ~~ 5 85 
‘ 7 00 
: No. 3 7 75 
GARAGE DOOR HARDWARE. 
BeaRlEF ccccccccccccccces All net 
GAUGES. 
‘arking. Mortise, etc........ Nets 
Disston’s ........- ai anes sh dice 25% 
? GIMLETS. 
Discount...........65% and 10% 
GLASS. 
- Serene, A. and - 
Qll GIBOB..ccccccces .83 & 84% 


Double ‘Strength, é- all sizes 719% 
Double Strength, B, all sizes, 85% 


GLUE. 
Bulk. 
BB AMD 2 .cccccess per lb. oe 
A White .cccccccess 
H. S. Amber........ o He 
Lig 
Army & Navy......--+-++- 40% 
Le Page’s— 
BE “UE” sasceceesacsdwen 37% % 
BE MEE” écvcsceeceeceves 35 &% 
List “Cc” cMiceveteensa 25 
GREASE, AXLE. 
Wood Bones. 
Frazer’s ...... -per gro. 13 00 
Hub iightning ieee ee 
Ww i 


Frazer’s, a5 Ib., $1.00; 25 Ib., 


$1.50 each. 
Hub Lightning, 15 Ib., 90c; 25 
Ib., $1.21 each. 


HAFTS, AWL. 


rad. 
Common ...... --per doz. $0 35 
eg. 
Patent, plain top. ps 60 
Patent, leather top - 80 
&. 
COMMON ..ccccee. ” 24 
pe err ” 65 
HAMMERS, HANDLED. 
All V. and B. Each, net 
Blacksmiths’ Hand, No. 
SEGRE cccssececces nocs 00 
OC 2, B-Ghrccee 5 
Farriers’, No. 7, 7-0Z........ 93 


hinists’, No, 1, 7-oz.... 78 


Nail. 
be ee No. 41, 20-oz., - 
me ER No. 41%, 16-02. ce 
BO acerssccccsussgese - 1 45 
V. & B., No. 11%, 16-oz., 
WE nnctessewennesseduc 1 04 
Garden City, No. 111%, a8 
OB, GROR  cccccece 87 
Tinner’s Riveting, No.- si e 
OBng GRE cccseces peeduceee 82 
oe, Steel, No. 1, 13-0z2., 
GOBER ccceccccses seccesede 
ck. 
Magnetic. 
No. 5, 4-02z., each..... e 72 





Hickory, No, 1....per doz. 
No. 


lst quality, second 
Special white, 2nd growth 


--Per doz. 70c 


Drifting Pick .... 
per doz. $1 20 
yer ana Hatchet. 


and Manure Fork, Han- 
les, Strap and Ferrule 
per doz. $7 00 


Shovel and Spade 


eee eee eee 


Pipe. 
Milcor Perfection Wire 
Eaves Trough. 


Triple Twist wire. 


ee ee 


% 
Milwaukee Extension. .10% 
Steel (galv. after form- 


2 
Selfiock E. T. Wire, 
40% 


Sere eee eee eee wees 


Wrought, with staples. Net 


Vv. and B. Supersteel. 


Broad, No. 1, 24-oz. 
Broad, No. 3, 


Lathing, No. 2, 17-oz 
Veen Steal. 


22-0 $1 
Underhill Pattern Toth e 
2 


Extra Heavy T in Bundles. 


Box. ° 
We = B. No. 9, each.... 


ol noche 
Milco 


_ 

— for wood or brick. 

° and B. No. 
my: 

- and B. No. 1, each.... 


eee eee eee eeeeeeeee 


Vv. ona B. No. 
a. 
w Mea t. 
Vv. Wend B. No. 2, per gro.. 
Bucher og. 
V. and B. No. 8, each.. 


%-in. 2 ply enstded. .0% 
rd 


No. OA Corner, doz. sets.$2 50 
OB ii) ii) ii] 2 76 


JACKS, 


Wage. 
Richard’s No. l.per doz. $15 5¢ 
Oliver, 


Mn -00s000ce86s $0 60 $0 80 

a aaeorrer 0 00 

Standard, 

— teeeeeeeees $0 60 #1 00 
gy Rete ren mated 
ME sbeduieieankenesciecacs 40% 

KNIVES. 
Beet Topping 
Clyde, . = ” Scimitar wena, 
on Zorcesecesccccoes oon 
MA: eacekaeweses so0es 
Butcher. — 
Beechwood Handles, 6-inch 
ions Gi ehiie iene 5% 
“ee Handles, 7T-inch 
Beechwood : Handles, ; $-inch 
oun Hoop Sion 
Drawing. 
EE 6 eee euced $eeceneud 25% 
ED - eine dittwsiia 6 cn e.aa 25% 
Barton’s Carpenters’ (oeuee 25% 
Hay 


| omen od * sickis Edge. . genes 
Iwan’s Imp’d Serrated.. oc 035 
Hedge. 


Challenge .......... 66000 
eee BOR, Bo isceces ose 3Ee 
Putty. 
Pt: sadenbiteceseaa 
Lander’s Erecats enconces saa 
sr 
eec * Handle iteteceenes 
aR a een He4 
KNOBS 
Pont l 
Ere 
Porcelain ....... nd fos. 3 HH 
Oe Héuniaduvudeka - 2 00 
LADDERS. 
Step. - 


SO ee. ee 
Common, with Shei?’ add ibe” 


eeReheoeeunsgedséeceoec ce 4e 
Challenge, 6 to 9 ft..... 
ey ig etdeppeeee 
LANTERNS. 
Monarch tin, hot blast...04 $% 


Dietz No. 2, cold blast..... 

Best tubular ......, nee ae ee 38 

Competition paneer No. 0 
BEE wakaotrtenws cas -- 6 90 


LEATHER BELTING. 


From No. 1 Oak Tanned Butts. 
Extra heavy, — 


Dt. Ss dtctenecece ex 40% 
Medium, 14% ~ -oz.. bembaseneees 40% 
Light, 13-oz. nbekniesees 50% 
LEATHER LACING. 
Cut, strictly No. 1......... + 45% 
LEVELS. 
Disston, No. 28 Asst........ $22 05 


. No. 18, 20 in., each 1 83 
5 No. 22, 24 in., each 2 40 
Shafting, 6 in.. 19 86 
a 6 in. Lees glass 24 20 

No. 1 Asst. ooe ST 
ce No. 2 Asst.. eeseces 12 40 
“ 24-26 in., each.... 1 02 

28-30 in., each.... 1 00 


LIFTERS. 
Stove Cover. 
Coppered .....c.-. per gro. $6 06 
Dt,” smoscann oe - 4 75 
Transom. 
er rer ---55% 
LOCKS. 


No. 60 Stearns. per doz. HY 06 
No. 80 . 0 06 


— , MALLETS. 
en 
Cnrfore He Sea, No. 2, per doz. $12 06 
iil ue o. 3 ity 4 be 
Round oa 
poeheonwe per doz $8 00— 5 006 


Tinners’. 
Hickory ...... -..Per doz. $2 25 





December 30, 1922. 





INLAND 
COPPER 
ALLOY 

SHEETS 


INLAND STEEL COMPANY 
38 So. Dearborn Street, Chicago 


Works: Branch Offices: 
Indiana Harbor, Ind. Milwaukee, Wis. St. Louis, Mo. 
Chicago Heights, III. St. Paul, Minn. 











PER 


Panna sn 
| 
i 


FORATED METALS 






| | 
‘ ) 
LE: <ecah eiaeaett is Eee ees oe er 


tn st ¥ All sium and oo of Holes ; 
= Zinc, Brass, Copper, plate, etc. 
All Screening, Ventilating and Draining 


sveavemine IN PERFORATED METAL 


ws HARRINGTON & KING PERFORATING @ 


$8) "OC NORT al UNION hot CNOA ii... See Bsa 


NE w YORK OFFICE 1 T : moot 

















EFFICIENT| STRONG 





AREX 


VENTILATOR 


A SIPHONAGE 
principle ventilator 
assuring natural, 


even exhaust. 


The Arex does the work 


of three ordinar 











AREX 


VENTILATOR 


| png is a money maker 
7, Reasonably 
to give you a good 
evel Easy to install— 
has no movable parts— 
is stormproof, rigid and 
extraordinarily strong, 
Write today and let us 
send yon our latest 
catalog and price list. 








AREX COMPANY 


Reem 1581 Conway Bidg.. 111 W. Washington St., Chicago, Ill. 
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“A SINGLE 





Earn from $1 000 to $2000 
more in 1923! 


TIN, COPPER AND SHEET IRON 
WORK GALORE 


New Building Wave—New Buying Power 
‘ is upon us. 


What is your share? Why not get more? 
Our Wonderful Studies will positively help YOU. Every 
subject is a specialist of its kind; exhaustive and compre- 
hensive in every detail. 


Modern Shop Work 
Warm Air Heating 
Outside Jobbing 
Ventilators 
Round Pipe Studies 
Advanced Triangulation 
Exhaust and Blow Pipe Engineering 
Indirect Heating and Ventilating 


This wonderful Study has taken 4-1/2 years to finish; it’s 2/3rds larger 
than any other course on the market. It is the fullest representation of 
the Trade as it must be done today—not as the trade was from 10 to 20 
years ago, as so many books and certain Courses date back to. 

Here we teach you in Your Own Home, Personal, Clear, Direct, to 
Read Plans, do Correct Designing; Artistic Detailing; The Greatest 
Knowledge of Pattern Drafting; The Planning out Jobs in every Branch 
and to supervise their Construction like an Engineer. 


LEARN TO DO THINGS BIG— 
SUCCESSFUL and PROFITABLE 


How many Tradesman are going to enter business this year? How 
many expect to enlarge their- business? 1806 failed in October—what 
assurance have you for Success? 

Our Studies in Business Management are 99% insurance against Failure. 
Such wonderful subjects as: 

BUSINESS ECONOMICS, covering the fundamentals of 


BUSINESS ORGANIZATION, Retailing, 
Corporations, Estimating, etc. 

BUSINESS ARITHMETIC: ACCOUNTING: SELLING: 
STUDIES IN CREDITS: ADVERTISING: COLLEC- 
TIONS: BUSINESS MAIL ORDER DEPART- 
MENTS, etc. 


Special Studies can be arranged to meet any Merchant's or Contractor's 
business requirements. Full information concerning any Course you are 


interested in will be sent you FREE. Write NOW. 


© SHEET METAL DESIGN AND DRAFTING 
© BUSINESS MANAGEMENT 
© FAN HEATING AND VENTILATION ENGINEERING 


ST. LOUIS TECHNICAL INSTITUTE 


0. W. KOTHE, Prin. 
4543 Clayton Avenue ST. LOUIS, MO. 


Architectural Cornice Work 
Skylight, Marquee and Windows 
Mensuration Studies 


Automobile S. M. Work 


Contracting, 
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MATS. PINCERS. 

Door. 

National Rigid ....6@10&5% All V. & B. ° 

Acme Steel Flexible.......60% Carpenters’, cast steel, 
6 » 10 12 
MEASURES. Each $0 43 $0 52 $0 61 $0 71 
Galvanized, doz..............Nets Blacksmiths’, No. 10.......80 64 

Japanned, GOs. ..cccccsscees Nets 
PINS. 
MITRES. Clothes. 

Galvanized steel mitres, and Commen, por bexet Sere. 90 06 

ma Cae eee outlets. . 80% PIPE. 

Galv. one piece stamped....40% Conductor. 

“Interlock” Galvanized. 

Catten, Bt bye as). Crated and nested (all 

nm, Star al 
Pounds 12 1s" TU 24'-3-o8, gauges) ....... eseeee 60-20% 

Per doz. 34 00 435 6& 50 7 00 Crated and not nested (all 
Enterprise ......... eeee+s-16%% gauges) .-.-.--+++ +++ 60-16% 
Parker seers bok b% Square, Corrugated A and B and 

AILS. ctagon. 

= . DD, veccncuaeeabeaae 65% 

Cut Steel ..... ehitbiwocsoud $4 60 28 er cievetsanceee 

Cut Iron ....-. ennecsse cones 4 @ 26 eC C#E@#eaauecwnnt eee 66% 

Were. 24 8686 odes inieesennnene 65% 
OMMON .occcccccces ee 345 =, 

‘Interlock.” 

Cement Coated. Crated and nested (all 
Dt My eseseeens sénde a ae gauges) néemeidcnéiedaial 60-20% 

Cieseesboo. 5% Prices for Galvanized Toncan 
Capewell 5% Metal, Genuine O. H. Iron, Lyon- 
Perfect .. 5% more Metal and Keystone C. B. 
Putnam 5% on application. 

Star ... 5% 

Picture. Steve. — Per 100 joints 

— Heads ......-....-+. — Seal”... .catseecenvs . 16 40 
i. ticeeonge denne we - 70% 

Furniture......... List ‘plus 15% ae .* eS > ow 

NETTING, POULTRY. 26 gauge, 7 inch E. C. 
eae coco: 30 @ 

Galvanized before weaving...50~ 28 gauge, 5 inch E. C 

Galvanized after weaving. ..40% MEStEd ...ccccccecs Mececs 13 20 

28 gauge, 6 inch E. C 

Nail Cutti PERS. Dt csscebumddeanes 14 30 
2» » | eee 78¢ 28 gauge, 7 inch E. C 

Double Duty. ii tal errr eee 16 50 
V. & B. No. 60.. tec | 40- 80._sgauge, 6 inch BC 

—2°  " —o DEE Ksthecemensceaneds 11 00 
, 10 30 gauge, 6 inch E. C. 
ef ee ee ee yf eee eererere . 12 10 

30 gauge, inch E. C. 

- NOZZLES. DEE akd06sece eee so. 0 @ 

ose. 
T-Joint Made up. 
egal al: ti > eerste per 100 38 50 
Furnace Pipe. 
a OILERS. Double Wall Pipe and Fit- | 
TR tee eee eee ** ‘oO 
Brass and. Copper........ a?% single Wall Pipe, Round 

Rail pi iteaiaiaa ll iiaileaaien ad Pee PED esaconcecs % 
Brass 20&5% Galvanized and Back Iron 
Coppered ... 50a 5% Pipe, Shoes, etc......... 40% 

1. Milcor, galvanized........... 40% 
Copper Plated.......... 70& 6% 
PLANES. 
o 3. Stanley Iron Bench.......... Net 
Delmonico ...... per doz. $1 30 
— Slip ...... 65 PLIERS. 
V. & B.....per doz. $7 26-11 00 ‘Y. & B.) 
Nut, No. 3, each...... ee 
PAILS. “ No. 6, emeR..ccccess oe 64 
= Be. 86, GAG..cccccccce 69 
14-qt. without " ay 
— e ee ge $9 60 Gas, No. 7, each.......+++. 55 
18-qt. without gauge, “@ “ Re. Ti Gccccce na 61 
onethwbnned ---per doz. « 
20-aqt, without gauge, No. 12, a 87 
ee eeccccceseess per doz. 1175 fining or Crimping. 

Sap. Bs Us Gc eseccescvees 64 
eS » JC Tin....per des. $6 88 Button’s Pattern. 

Stock. No. 6 each....... ere ee 61 
Galv. ats. 1 16 20 No. 8 each........ eeeeese 74 
Per doz. $9 is 10 75 12° 76 14 60 Double Duty, No. 106...... 50 

Water. 

Galvanized qts. 10 12 14 
Per dos......$5 75 6 50 7 36 POINTS, GLAZIERS. 

Wood. No. 1, 2 and 8...per doz. pkgs. 65c 
ae Seep... -per doz. ew 
able, 3-Hoops e 
Cable, 3-Hoops, brass “ Nets POKERS, STOVE. 

Wr't Steel, str’t or bent, 
i Sa ES 7 er ale per doz. $9 16 

CO TREE Net Nickel Piated, coil hani’s “ 1 10 
Common +5 ESD pee Nets PULLEYS. 

DT cdceeegeteebewewes oo = 
.. Awning—Jap’d ......ses0--- 10% 
wygeen, 3 P 3 Clothes Lime ......... coceeske® 
it hic aeauante Nets Hay Fork. 
- fren Wheel, 5-in..per doz. $2 50 
=. Pp — Wood Wheel, 6-in. - 2 65 
Roofi er uare 
Wood Wheel, 6-in. 

Best grade, slate surf. prepd. $1 856 , “ 

Best talc surfaced......... 3 25 pass knot ..... 3 00 

Medium tale surfaced..... 160 Sash. 

Light tale surfaced........ 90 CE  tcdiceweweeeee --+-Net 

Red Rosin Sheathing, per ton 65 00 Common-Sense, 2-in .. Net 

PICKS. Empire Pattern, 2-in......Net 

Contractors’ iiiichieriabas — WHOM) ccccccccccccccccceese Net 

Railroad ...............50 & 5% Steel ..... teteeeeeeees +++-Net 


AND HARDWARE RECORD 


sp PUMPS. 

ray. 

Midget Junior....per doz. $3 75 
New Misty ...... - 6 00 
Crescent .ccccoce ” 6 50 

PUNCHES. 

Machine “ Each 

. & » No. 11-13, %x6...$ 19 
Vv. & B., No. 90, %x9...... 27 
V. & B., No. 10, %x10..... 29 
V. & B., No. 1-6,-%x6..... 12 

Center. 

V. & B., No. 50, %x4...... 14 

Belt. 

V. & B., No. 101-108....... 24 
V. & B., No. 108-109....... 383 
Vv. & B., No. 25, ass’t.....3 80 
Parker Metal Punch No. 

Ge. eeceve iiennaan each $7 00 
Parker Extra Punch. 30 
Parker Extra Die. 40 
Whitney’s Ball Bearin 

20seeee Prices on application 

PARERS. 

Apple. 

oodell’s ...... per doz. $10 80 
Turntable. ...... via 11 40 
White Mountain - 8 40 
Reading No. 78 = 11 40 

PUTTY. 

Commercial Putty, 100-Ib. 

BED cccecedes Secenrtoocesses $3 60 
RAKES. 

Garden, Per doz. 
Steel, Bow, 12-inch Teeth $8 50 
Steel, Bow, 14-inch 25 


Malleable Iron, 12-in. “ : 75 
Malleable Iron, 14 in. “ 5 00 


Hay. 
Weed, 10 Teeth. .cccccics $4 00 
Lawn. 

CO Beet «sccscs .-per doz. 5 50 
RAZORS—SAFETY. 
CI anvccccnet per doz. $45 00 
Auto Strop ....... - 45 00 
Sh. csteddnedhwus - 8 40 
Gem (3 doz. lots). 5 8 00 
Ever Ready ...... - 8 40 
Ever Ready (3 dz. lots)“ 8 00 
RAZORS STRAIGHT. 
RAZOR STROPS. 

Star (Honing) ...... peccees 50% 
FLOOR REGISTERS AND 
BORDERS. 
eek TO cncihetéeecaceavius 15% 
Steel and Semi-Steel........ 30% 

MORORGOES ccccceackeescocoese 


30% 
Adjustable Ceiling Ventilators 30°, 
Register Faces—Cast and Steel 
Japanned, Bronzed and Plated, 
4x6 to 14x14. 30% 
Large Register 
14x14 to 38x42 


eee eee eee ee 


‘Faces—Cast, 


Large Register Faces—Steel, 
SEES BO GEER. cc ccccccctes % 
REGULATORS. 

(Parker 7 Damper with 
DE _sencceseoetsecocesenee $ 50 
POP GOB. cccccccce eeccce 5 59 

RIDGE ROLL 

Galvanized. 

PE cb ccseeScwdeteveccss ees 

Plain, crated ........6. TTT bs 

Plain, bundled .......... 76-2% % 

RIVETS. 
Copper Belt ..... 50% rope 
Coppered Iron ........ -50% 
Es 4. 2 0b 080484908 06668 50% 

TRRERO. ccc cccces ° per Ib. $0 17 

Slotted Clinch per doz. 60 @ 1 10 

Tubular. 

Nos. 1 and 2 assorted sizes, 
50 ” WOR. ceccessesee doz. Tic 
Nos. 1 and. 2 assorted sizes, 
BS BE BOR ccccccces doz. 1 40 
ROPE. 

Cotton. 
¥, - 16 in. and larger, 

ED. ceuencevead 60c to 60c 

Sisal. 
ist poe base 13%c to 15%c 
No. eeveeesed 12%c to 14%ec 


No or seecees++-15%C to 16%c 
Hardware Grade, per Ib. 15%c 
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SAWS. 

Butchers’. 
Atkins No. 2, 14-in...... $12 76 
we No. 2, 18-in...... 14 36 
on No. 7, 16-in...... 15 86 
nic No. 2, 22-in...... 15 92 
* No. 7, 20-in...... 18 06 
” Bee. Fo Berec cccee 20 20 
“ No, 7, 28-in...... 22 36 

Compass. 
Atkins wo. ss -. err $ 5 46 
~ i. errr 60 


Cross-Cut. 

Atkins No. 381, 4-ft...... 3 03 
No. 221, Seer 4 46 
° No. =» Bee ccces 6 07 

Flooring, mi 

Atkins No. 96, 16-in...... 20 46 
aay No. 96, 20-in...... 21 70 

Hand and Rip. 

Atkins No. 64, 20-in...... 19 60 
” No. 54, 26-in...... 24 40 
sae No. 63, 16-in.. 18 10 
se No. 53, 20-in...... 22 90 
No. 53, 24-in..... - 26 60 
= No. 58, 28-in...... 31 46 
‘ No, 53, 30-in...... 34 16 

Keyhole. 

Atkins No. 1, complete... 3 10 
” No. 2, complete... 3 70 

Miter Box. 

Atkins No. 1, 4x20...... 32 66 
” No. 1, 6x22...... 38 00 
” Ne. 1, SEBS. cccce 42 20 

Praning. 

Atkins No. 20, 12-in.... 8 46 
= No. 10, 16-in.... 18 16 

Wood. 

Atkins No. 202.......... 719 
- BI, Babocccccceses 76 
o i, Micces6swess 15 50 
- ee Bees ccecvecs 16 66 

SCOOPS. 

Hubbard Western Pattern Riveted. 
Size A B c D 
1.. $16 75 16 00 15 25 14 465 
Gee 17 85 1710 16 36 15 60 
See 18 65 1785 1710 16 36 

SCRAPERS. 

x. 

No. 6, six blades, each.... 25¢ 

a 

Dm @. CieRscccccocedescnes 25¢ 

Floor (Stearns). 

ee ee eer $11 5e 
SCREEN DOOR HINGES. 

Cast FOR cccccccceces gross $13 00 

 eeererer’ ° ~ 
SCREWS. 

Oicscace ..-Standard List 45% 

Lag or Coach—all! sizes, 
gimlet pointed .........40-10% 

Wood. 

Be, SR ce cacnenns -5% 

R. BH. Blmed.cocccce - -75-20-5% 

F. H. Jap’d..........70-230-5% 

BP. Hi. BOSB. ccccccce ecccte= 

i Hee BOGE c ccccces - -70-20-5% 

Sheet ie 
No. %x%, per gross. 4 55 
No. 10) %x3/16, per gross. 75 
No. 14, %x%, per gross. 90 

SCREW DRIVERS. 

Uncle Sam Standard Head. 

3 inches, each........c08-$ 46 
5 inches, each............ 62 
8 inches, each............ 68 

12 inches, each...........-1 02 

Uncle Sam Insulated Head 

3 inches, each............$ 49 

5 inches, each...... ° oe OF 

8 inches, each...........-. 76 

12 inches, each............ 114 
SETS. 

Vv. & B. 

No. 308, in cardboard 
DE. scecnaepes -doz. 55 

No. 100, in wooden boxes, 
EE OEE - doz. 1 68 

No. 30, assorted,....dos. 39 

No. 5, in cardboard boxes, 
$¢t20¢eereeneenee da 1 26 

No. 5, in wooden boxes, 
dincaeaaede ween do 1 30 

Rivet. 

7 2 
Farmers’ ececeses cece eG 39 
Tinners’ BG ccncece enccees 0 40 

CBD ceccseces -. @ 60 

Saw. 


Atkins No. 10....perdoz. $3 80 
” Be Bbccce = 6 20 
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Galvanized 
One Pass Cold Rolled 












PRIME QUALITY at the RIGHT PRICE 


WE HAVE a large stock from which you can secure 

all standard sizes and gauges of sheet steel. Cor- 
rugated sheets, galvanized, black or painted. Write 
us today for prices on your requirements. We 
make prompt shipments. 


WE MAKE A SPECIALTY OF FABRICATING STEEL SHEETS 
TO YOUR ORDER—ASK US ABOUT THIS SERVICE 


THE SYKES COMPANY 


930 West 19th Place CHICAGO, ILL. 














Corrugated 
Blue Annealed 





















PITTvPereray 


QUALITY & BEAUTY 
ART METAL CEILINGS 


AND 


SIDE WALLS 


QUALITY—only first quality material is used in 
making FRIEDLEY-VOSHARDT ART METAL 
CEILINGS AND SIDE WALLS. 


BEAUTY—is necessary for the complete and 
lasting satisfaction of your customers. 


Having one of the finest equipped sheet metal plants 
in the country and employing only skilled workers en- 
ables us to serve you with QUALITY goods having 
the BEST DESIGNS. 


WRITE TODAY FOR CATALOG No. 33 


FRIEDLEY-VOSHARD7T CO. 





Memorial Monuments 


Write for Prices and 
Illustrations 


Gerock Bros. Mfg. Co. 


Sheet Metal inements 
and 


STATUARY 
1252 So. Vandeventer Ave. 
St. Louis, Mo., U. S. A. 


PT 








INMEMORY 





CORTRIGHT METAL SHINGLES - 


When it comes to Galvanized 
Shingles, use Cortright Hand Dipped. 

















; ; OFFICE FACTORY 
They are first formed of prime roof- 733-737 S. Halsted St. 761-771 Mather St. 
ing tin, and then coated separately CHICAGO, ILLINOIS 
in a zinc bath, receiving a heavy 
coating on both sides. i} ADSUARASORBDA EDL I2E0Q09 AEN 10001 003) €752 0201 REBEL MORNE LAR OPMEE LL LLM To lJ Ra 
 Comeige Sete Rasfing Co. ILLINOIS ZINC 
wy ‘ $c COMPANY 


332 So. Michigan Ave., Chicago, III. 


280 Broadway, New York Cit 
ZINC SHINGLES 1331 Filbert St., Philadelphia, Ba. 


THE ROOF THAT'S ALWAYS NEW Smelters and Rolling Mills, Peru, Ill. 
Established 1870 


























uur erctnrtsenceese rere TMM 1 mata MIRREN 
Plecker’s Galvanized Eave Trough and Coevaieted Diente Sentene 
Made of Costs no more 
Keystone Lasts Longer 
Copper Bearing Therefore 
Steel Cheapest 


“TUT 





CLARK-SMITH HARDWARE CO. PEORIA, ILLINOIS 


= QGOVAAUSRENOVERSAUNBGAUETDAN PNG AT NANPA AGAMA MAAN NANTES | mt UQUAUUIEAUAT ANA arnt . 














Pe away with high stacks, swings reely in the 
Drignore breeze and positively cures down-drafts. The 


Ti 
J pn and most efficient combination to be had. Has 
no equal for chimney purposes. All jobbers sell them— 
write your jobber or us for prices and catalog today. 
Manufactured by 


VENTILATOR and CHIMNEY CAP STANDARD wD VENTILATOR co. 
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136 AMERICAN 
SHEARS. Emery. 
Per Doz. MO, 188... per doz. New Nets 
Nickel Plated, Straight, $. $12 90 Oil—Mounted. 
« “ « a a ss Aqjansee Hard 
p se ae sper ¢ doz. New Nets 
” rkansas_ Soft 
Japanned, Straight ....$) 1100 Washita No. 717 “ “ 
“ sis ..8” 13 80 Oil—Unmounted. 
Arkansas Hard per Ib. New Nets 
SHEAVES, SLIDING DOOR. Arkansas Soft ‘ oe 
Common Lily White. ‘ - 
" Queer Creek. . “ vat 
Inches ......-. 3 4 5 Washita ..... 2 = 
Per Get ..ccce $140 175 2 40 Scythe, 
Hatfield’s. ee Diamond per gro. New Nets 
Per set $180 £10 275 86 Gresceme wri “ 
ms LaMolle ..... ” 
SHINGLES. Extra Quinne- 
Per Square TT csckeees vat 
Zinc (Illinois) .........++-. $15 00 Red End ..... sas eo 
SHOES. STOPS, BENCH. 
Milcor. No. 10 Morrill pat- 
Galv. Std. gauge, Plain or WPM seosccecess per doz. $11 00 
corg. round flat crimp...65@ -™ it Stearns pat- 
26 gauge round flat crimp..45% — term ........+.. - 10 00 
24 gauge round flat crimp..15@ No. at; Smith pattern “ 7 00 
Square Corrugated. STOPPERS, FLUE. 
Standard gauge ......... sev nial a = doz. $1 10 
Be MD ccc cr ccessvecctes % Gem. fat, Me. 2... 00 
EEE vcacaacuanchens 00 C6@ “GO Fees Becssccce - i 10 
SHOVELS AND SPADES. STRETCHERS. 
Coal. Carpet. 
Hubbard's. patiass'e cuecuted per doz.. $3 oe 
MOGMOP occccces ” 
No. A eg Cc D Malleable Iron ... = 70 
1 $16 00 1510 1445 1370 Perfection ....... “ 6 30 
2 1635 15 60 1485 14 10 MT ce oneduce.s: “ *4 60 
3 16 75 1600 16 26 14 46 Wire. 
4 17.20 16 35 16 60 14 86 O. 8. Elwood, No. . on doz. Nets 
Post Drains & Ditching. Oo. S. Elwood, No. 
Hubbard’s. 
— ° ¥ 7 Malleabl se Ib. $0 10 
” Malleable Iron ..... per Ib. 
16" aoe a7 a8 18 oe is 00 Wrought Steel ..... per gro. 4 50 
Se” seecss 17 856 1710 I 5 
a 18 20 17 45 16 70 TACKS. 
a” 6x0ces 18 55 17 80: t7 05 Bill Pastess? 6-0z. 25-lb. boxes 
per i a tandem a aera 
Alaska Steel. Upholsterers’ 6-oz., 25-lb 
D-Handle ......... per doz. $3 50 i (as oF? eer 15%e 
Long Handle ...... ? 3 00 
SKATES TAPES, MEASURING. 
s. ’ io 
Roller. ‘ : me ‘aie PS a List&40% 
a earing—Boys’ ..... 5¢ 
Ball Bearing—Girls’ ..... 1 60 THERMOMETERS. 
Tin Case ..... per doz. 80c&$ 1 25 
Ice. “ Wood Back... $2 00& 12 00 
Key Clamp Rocker, Men's eres 12 00 
and My exeeeeesisees 0 70 
Key clamp Rocker, Men’s TIES. 
and Boys’ .....--+++:+:+ 103 Bale. 
Half Key "Clamp, Mockey, Single Loop, carload 
Women’s and Girls’ 0 96 eee ien ae 15&7% 
SNAPS, HARNESS. single Loop, less than 
Covered Spring ........ Add 30% ee 70&15% 
Judd’s Pattern Sad 33 1-6% to list 
TRAPS. 
SNATHS. Mouse and Rat. Per gross 
Double Ring Bush. .per doz. +4 75 Sure Catch Mouse Traps..$ Hq 10 
Patent Loop, Bush 00 Vim Mouse Traps........ 10 
Patent Loop, Grass. 2 % 75 Short Stop Mouse Traps. i 80 
ner Wood Choker Mouse 
SNIPS, TINNERS’. Trape, 4 hole........ ‘ 20 25 
er doz. 
Glover peat --:-----7-+-:49819% sure Catch Rat Traps....$0 90 
Rp RRA t 50% Dead Easy Rat Traps.... 80 
| ia aaa ae ees 5 Net Packed in One Bushel Band Stave 
ie Baskets. 


Nos 2 3 4 6 6 7 
Per doz. 45c 50c 655c 65c 80c 90c 

Reliance. 
Light Medium Heavy 
2 40 3 75 


Per doz...$1 80 
TOCTEW ES .cceccecces per doz. 1 65 
—— 
a 2 Pee. Net 
(Add for bluing, $3.00 per doz. net) 
 ccceegacasceareweseeod = 
and gaint 
EE Ss ccc ccccccecets “ 
TO ctcccegocee per doz. i P 00 

Winterbottom’s .........++. 

STAPLES. 
Blind. 

Barbed .....cee- per lb. 21@22c 
Butter, Tub....... ” 16@19c 
Fence— 

Polished ...... per 100 Ibs. $5 45 

Galvanized “s 6 15 
Netting. 

Galvanized ...per100 lbs. 6 54 
Wrought. 

Wrought Staples, Hasps and 
Staples, Hasps, Hooks and 
Staples, an Hooks and 
Staples .ccceccccces - 50&10% 

Extra WOAVY ....--seceeees 35% 

STONES. 
Axe. 

Hindostan .-per lb. New Nets 

Mere Grit .... “ pd 

Washita ....... “ 


List per bushel 


Sure Catch Mouse Traps 
(360 Traps) 
Short Stop Mouse Traps 
Coe DD scccecnecete 
Suse — Rat Traps (54 
Short Stop Rat Traps (54 
Traps) 


Assorted Mouse and Rat 


3 15 


Traps. 
List per bushel 


Sure Catch (216 Mouse 


Traps and 26 Rat Traps)$4 90 


Short Stop (216 Mouse 
Traps and 26 Rat Traps) 4 25 
TROWELS. 
Cement. 
Bee TIO. Be ccccccccccs 19 50 
si Bee Ooeccesotecis 25 50 
TWINE. 
White Cotton. 
Eureka, 4-ply ...... per lb. 30c 
Jute. 
3-ply and 6-ply Bale Lots 22%c 
VALLEY. 

I ie a cele a alae baceie 
Galv. formed or roll........ 60% 
VISES. 

No. 700, mand, 
Inches... w% 5% 
Ba. everes ‘$11 15 13 *00 14 85 
No. 701 In. 5 6 
a $11 15 138 00 16 70 
0. L "Genuine wentwers. 
Noiseless Saw -per 9 25 
. 8, Genuine Wentworth, 
Noiseless Saw. er doz. 12 75 
No. tad - Steel olding 
Saw sevedonees per doz. 16 00 
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The dash (—) indicates that the adver- 
tisement does not appear in this issue. 


























American Brass Ce....cccseoce 187 Kirk-Latty Mfsp. Ce....ccccee 49 
American Furnace Co......... Se: Bee Ge 02sec dd edna neces cce 2 
American Rolling Mill Co. Lalance & Grosjean Mfg. Co... — 
a cai ak ik @ esa ee Front Cover Lamneck Co., W. E........... 38 
American Steel & Wire Co....147 Lennox Furnace Co........... 14 
Amerionm Bteove Ob... .cccccccecs Fr } SS eer _ 
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DO GOED oo 600 00-40 ctaee 133 Machine Appliance Corp..... 139 
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Se ee: ER wanes awe ache — Malleable Iron Range Co...... _—- 
——— Ss ere 129 Manny Heating Supply Co.... 26 
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Best Heet Oil Burner Co...... 46 May-Fiebeger Furnace Co.. 28 
Black Silk Stove Polish Co... 49 McClure Builders’ Supply Co.. 46 
Bradley Polytechnic Institute. — Melbye Bros. Co.............. = 
Bullard & Gormley Co........ 143. Meyer & Bro. Co., F......+.. 32-33 
Burgess Soldering Furnace Co. — Meyer Furnace Co........... 13-19 
En GM, Ws Bivecoscescccer — Meyers Mfg. Co., Fred J...... 13 
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Copper and Brass Research POC Be Gsestccencetecvveses 144 
REE nccwtseeecnewees Peninsular Stove Co........... 31 
Copper Clad Malleable Range Penn. and Atlantic Seaboard 
ih: sg nti Guletrd @ ude d 6b 6-00 ae = a Mn sasnukssadecWae - 
Cornish & Co., J. B.......... 143 Premier Warm Air Heater Co. 9 
Cortright Metal Roofing Co...135 Quick Furnace & Supply Co.. 17 
Curfman Mfg. Co., F. L.. ..145 Quick Meal Stove Co......... 137 
Dieckmann Co., Ferdinand. ...131 Guinpcy Patterm CoO. ..cccescess 30 
Diener Mfg. Co., Geo. W......137 Red Front Furnace & Supply 
Double Blast Mfg. Co.. 137 REP ey y aE ey 5 <a tien 45 
Dreis & Krump Mfg. Co...... 139 Rock Island Register Co.. 43 
Dunning Heating Supply Co,.34-35 Ross-Gould .........eeeeeeees -- 
Eaglesfield Ventilator Co..... 45 Scheible-Moncrief Heater Co... 30 
Excelsior Steel Furnace Co.... 47 Schill Bros. Co............... 29 
Ewert & Kutschied Mfg. Co Schwab & Sons Co., R. J..... 11 
.. 3 ere — Shaw & Sons Co., The Geo. E. — 
Farquhar Furnace Co......... 31 Swecial Chemicals Co.......... _ 
Farris Furnace Co........ ... 28 Standard Fdy. & Mfg. Co..... 12 
Federal Varnish Co........... — Standard Furn. & Supply Co.. 30 
Forest City Fdy. & Mfg. Co.. 29 Standard Ventilator Co........ 135 
ieee Wermeee CO... cece vccccscs 25 Stearns Register Co........... 42 
Friedley-Voshardt Co. .......135 St. Clair Foundry Co......... & 
Furnace Fan Corp......... 87 St. Louis Tech. Inst.......... 13 
oe ee ee ee = St. Louie Heating Coe.....ccce- = 
Gerock Bros. Mfg. Co.........135 Svecess Heater & Mfg. Co.... 50 
Gohmann Bros. & Kahler 49 Sullivan-Gieger Co. .......... 145 
Hall-Neal Furnace Co... am SE Es en cose ss ceecke 135 
Harder Furnace Co., A. P. 20 Turner Brass Works.......... 137 
Hardware Specialty Co . 47 Tuttle & Bailey Mfg. Co...... 41 
Harrington & King P’f’g Co...133 Utica Heater Co............. 4-5 
mart & Coetey CO... ..sccvccecve 40 Vaughan & Bushnell Mfg. Co..141 
Haynes-Langenberg Mfg. Co 15 Vedder Pattern Works....... 30 
ee Cone vae een —e: hl. UM ee ee _- 
Hemp & Co. : ..139 WeGee BE Gis sw ccesectcece — 
Henry Furnace & Fay. - - oe Walworth Run Fdy. Co....... aan 
Hero Furnace Co : sae’ 229 Waterloo Register Co......... 36 
Hessler Co., H. E.. — Waterman-Waterbury Co...... 23 
Hess-Snyder Co. ........... . 45 Whitney Mfg. Co., W. A...... — 
Hollenden Hotel ......... — Whitney Metal Tool Co........ — 
Hones, Inc., Chas. A oe a ee — iL... 2 ere 6-7 
Honeywell Heating Spec. Co.. 39 Zarco Mfg. Co.............00. 145 
Hoosier Stove Co.............— Zfdeck Auto Radiator School..139 
Huffaker, H. B oe | 
Hunter Hardware Co...... soe 
nmoueeey & Ca.. C. G....<- 139 : 
Hvfield Mfg. Co. ee -- Please mention 
Tilinois Zine Co.. 135 AMERICAN ARTISAN 
oe Register & “Mfg. AND 
NE Sih dd ack, a2 hw ee ak ae ar GE Wi ee wa 44 u 
Inland Stee! Co....2.22 22112! 133 Hanpwars Recosp — 
International Heater Co...... : when writing to advertisers 
Kimball Bros. Co........se.0-« 145 
euen WASHERS. WIRE. 
‘ast. 
Over % in. barrel tots, | Pisin somenied wire, No. 8, 4 
per Bice eceseceeee 25 Galvanized barb wire, per 100 
fren we % % % wee page seeps asst tea, 410 
- re cloth— black pain 
10%c 9%e 7%e 7%ec 7 2/5e 12-mesh, per 100 ft. 1 90 
Cattle Wire—galvan zed 
WEATHER STRIPS. 1 ——e 41 
Metallle Stitched. Galvanized Hog wire, 80 rod 
Ses | See $1 80 spool, per spool.......... 85 
ee Oe  winha 220 Galvanized —_ wire, No. 3, 
Wood & Felt. BOP WOO TB. cccccccccccoce 37 
Th Wie DOF BOD Bec cccwccs 1 56 
TS Wc Br Bee Cie nceesces 1 56 WooD FACES. 
50% off list. 
WEDGES. 
x. per doz. Nets WRENCHES. 
DE scavecedcuuunee per lb. Nets Coes Steel Handle, 6-in 
a ¢seccvnsenancens perlb. 8%c - ” = 8-in 
id i] Ld 10-in, 
ii Lh es 2-in.. 
WEIGHTS. Coes Knife-Handle, 6-in. 
ee per Ib. Nets 7 = ee 8-in. 
Sash—f. o. b. Chicago oa * “ 10-in. 
Smaller lots. per ton. 50 00 12-in. 
Coes All Patterns...... 
athe Handle Pattern. 
WHEEL BARROWS. No. = Screw Wrench, List 0% 
0 Ot) See ee ee ee 
So tray oot TrAy:-- 2777759 89 No. 60, Steel’ Handle. ....:30% 
§ nis pared ate 5 75 
ape 5. Gece WRINGERS. 
No. 790, Guarantee, per doz. $49.50 
WHEELS. No. 770, Bicycle .... “ | 47 00 
Carborundum ............-- 60% No. 670, Domestic . ” 43 60 
DEE nccccccedegesecesaseve ae No. 110, Brighton .. = 39 00 
Well, Ins...... No. 750, Guarantee. = 51 00 
Per doz. mY “Se : 3s 8 60 No. 740, Bicycle . ni 48 60 
12-in. heavy “holsting, No. 22, Pioneer ... = 35 Se 
BOP GOB ccccsccccecses $25 00 No. 2, Superb ™ 25 60 
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Blow Torches and Stoves” 


have an extremely 
powerful flame. 





They are made of 
the best material 


that can be obtained 
and their construc- 
tion insures long 
serviceability. 


Write for Descriptive 


Circular Today 
for Uasvline For Coaloil 


QUICK MEAL STOVE CO. 


Div. American Stove Company 
825 Chouteau Avenue St. Louis, Mo. 





AND 
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DOUBLE BLAST FIRE POTS 


Gasoline Burning 


The GENERATOR used in DOUBLE 
BLAST FIRE POTS is the most powerful 
generator ever put on a fire pot. It is 
made of brass and will not rust or cor- 
rode. It has no packing of any kind, and 
as it has no small channels it cannot clog 
but will always burn a blue flame. Our 
No. 25 Fire Pot shown herewith has a 
large brass pump one inch in diameter. 
The tank is made of galvanized steel and 
is firmly fastened to the base. The burn- 
er on this fire pot is so arranged that the 
two hot blasts are forced from the 
outside to the center so that the fron 
in the fire receives both hot blasts. 
There are more features that you 
should know about. 


Our latest catalog discribes our 
line in full. Write for it today. 


DOUBLE BLAST MFG.CO. 


NORTH CHICAGO, ILL. 










No. 25 DOUBLE BLAST 
Tinners’ Fire Pot 























We want more Job- 
Xing distributors of 
Torrid Tinrfers’ Fur- 
naces to supply the in- 
creasing demand. The 
price is fair and the 
profit attractive. The 
product is unsurpassed. 


Write for our proposition. 


GEO. W. DIENER 


CHICAGO 




















BOTH NEEDLES ARE BLUNT 
CANNOT INJURE ORIFICE 


The No. 208 Double Needle Torch over- 
comes fully 60% of all Burner troubles, 
which are common to other makes having 
sharp pointed Needle. Impossible to force 
the gas orifice larger, thus insuring a per- 
fect gas mixture and the highest degree of 
heat. Either gasoline or kerosene can be 
burned, giving reliable service indoors or 
outside in the wind or zero weather. Burn- 
er is cleaned by upper Needle, lower regu- 
lates flame. Jobbers supply at factory 
prices. Catalog mailed upon request. 


CLAYTON & LAMBERT MFG. CO. 
10635 Knodell Ave. DETROIT, MICH. U S. A. 











Torch Makers 
for 50 Years 


50 years the Turner Brass Works have 
been makers of blow torches and furnaces. 
Ours is the largest plant in the United States 
devoted exclusively to the manufacture of 
these products. 


Flared Opening 


- 
- 
nd 
a 
_ 
-_ 
-_ 
~" 





E illustrate three of many ex- 
clusive features of the Turner 
‘Master Line Torches.” 


“The Hot Spot Hump.” The obstruction in 
1 the burner tube that becomes white hot, in- 

® stantly vaporizing kerosene or gasoline. This 
insures a hot, dry, clean, highly inflammable gas 
that gives complete combustion and a hot flame. 
2 torches, operators with more muscle than 

® brain are almost sure to enlarge the orifice by 
strong arm work on the control wheel. This is im- 


Separate Needle Valve Control. On all other 


possible on the Turner, because the shut off and 
needle valves are separate. Results: Positive and 
delicate control of flame, from full blast to fine 


needle point, and an orifice always just right. 
Flared Air Inlet, insures the maximum per- 
centage of air in the mixture. This means 


3 hottest flame with least fuel. Additional oxy- 
gen is admitted in a long slot in the top of the Burn- 
er tube, which deflects the flame positively against 
the “Hot Spot Hump.” Note there are NO HOLES 
in the burner tube, one reason why the Turner 
“Master” Torch won’t blow out. 


OTHER FEATURES : 


Safety Valve and Air Release, making this the 
only SAFE torch on the market. 

Pistol Grip Handle that won't tire the operator. 

Lubricated Pump Leather. 

Only ONE Opening in the Tank. 


Send For Turner Bulletin 
«]™ 


Sycamore, Il. U.S.A 
Rice-Hitt Co., 1427 L. C. Smith Bldg., Seattle, Wash. 


Oak Street . 
Rice-Hitt Co., 417 Hibernian Bldg., Los Angeles, Calif. 
Turner Brass Works, 36 Murray S8t., New York, N. Y. 
A. H. Deveney & Co., 4th National Bank Bldg., Atlanta, Ga. 








District Representatives: 
709 Mission St., San Francisco, Calif. 
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CLASSIFIED INDEX 


Ball Ties. 


teel & Wire Co., 
American Stee Chicago, [11 





Bearings— Damper. 


ly Co., 
Parker Supply New York, N. ¥ 


Bolts—Stove. 


-Latty Mfg. Co., 
aatennted » Cleveland, Ohio 


Brakes—Cornice. 


Krump Mfg. Ce., 
Dreis & Pp s. Chicago, 


od Machinery Co., 
Maplewo Chicago, Il. 


I. 


Brass and Copper. 


American Brass Co., 
Waterbury, Conn. 


» & @ 
Guang & fe Pittsburgh, Pa. 


& Brass Research Ass'n. 
wee New York, N. ¥. 


Builders’ Hardware. 
Bullard & Gormley, Chicago, Il. 


.» The J. 
Caen < Chiveland, Okie 


Castings—Malleable. 
Fanner Mfg. Co., Cleveland, Ohio 


Ceilings—Metal. 
©urton Co., W. J., Detroit, Mich. 


ley-Voshardt Co., 
Oaetee- Chicago, TL 


Milwaukee Coorugading Png Wis 


Chain—Furnace. 


American Chain Co. 
Bridgeport, 


Conn 
Chain—Sash. 


Parker Supply Co., 


New York, N. Y¥ 


Chaplets. 
Ce., Cleveland, Ohie 


Chisels. 


Bushnell Mfg. Co., 
Vaughan & Ghisage, 


Fanner Mfg. 


TiL 


Clips—Damper. 
Carr Supply Co., — Th. 
Watertes Register Weierice, Iowa 


Coal Chutes. 
Majestic Co., Huntington, Ind. 
Sykes Co., The, Chicago, Ill. 


Corese—Auto Radiator. 
fg. Co., F. L., 
Curfman Mfg. Maryville, 
b . Mfg. Co., 
6c = New Haven, Conn. 
Co., New York, N. Y. 


Cornices. 
Burton Co., W. J. Detroit, Mieh. 


-Voshardt Co., 
Oxtetiey Chicago, fil. 


Milwaukee Corrugeting Oo. wee 


Me. 


Zarco Mfg. 


Cut-Offe—Rain Water. 
Milwaukee Corrugating Co., 


wxilwaukee, Wis. 
Sullivan-Geiger Co. 


Indianapolis, Ind. 


Dry Paste. 
Carr Supply Co., Chicago, Ml. 


Eaves Trough. 
bbott Mfg. Co., Cleveland, Ohio 


rger Bros. Co. 
- Philadelphia, Pa. 


.. The W. J. 
Gusten So “ Detroit, Mich. 


-Smith Hardware Cos, 
Clark-8m: Senha, U. 
Lupton’s Sons Co., David 
4 Philadelphia, Pa. 


Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Ni ersey Zinc Co., The, 
sie ° New York, N. Y. 


Elbows and Shoes—Conductor. 
American Rolling Mill Co. 
Middletown, Ohie 
Dieckmann Co., Ferdinand 
Cnecienedl, 
Lupton’s Sons Co., Dav 
Philedelhia, Pa. 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Ohio 


Elevators—Hand and Power. 


Kimball Bros. Co. 


Council Bluffs. Iowa 


Enamel—lIron. 


Black Silk Stove Polish Works, 
Sterling, Il. 


Enamel Ware. 
Lalance & Grosjean Mfg. Co. 
Ch cago, Til. 
Enamels—Wood. 


Cornish & Co., J. B., Chicago, Ill. 
Federal Varnish Co., Chicago, III. 


Fence Gates. 


American Steel & Wire Co., 
Chicago, [il. 


Fenders. 
Meyere Mfg. Co., Fred J., 
Hamilton, Ohio 


Files. 


Geller Bros. Co., Newark, N. J 


Furnace Fans. 


Furnace Fan Corporation, 
Dowagiac, Mich. 


Honeywell Heating Specialties Co., 
Wabash, Ind. 


’ Furnace Rings. 
Walworth Run Fdy. Co. 
Cleveland, Ohio 
Garages—Metal. 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 
Guards—Fire. 
Meyers Mfg. Co., Fred J. 
Hamilton, Ohio 
Hammers. 
Vaughan & Bushnell Mfg. Co. 
Chicago, Il. 
Handles—Boiler. 
Berger Bros. Co 
Philadelphia, Pa. 


Handles—File. 
Parker Supply Co., 
—_ New York, N. Y. 
Hlangers—Eaves Trough. 
Milwaukee Corrugating Co., 





Milwaukee, Wis. 
Heat Combinati Hot Water. 
Melbye Bros. Co., Chicago, Il. 


Heaters—School Room. 


Haynes-Langenbe Mfg. Co., 
- ° *e st. Louis, Mo. 


Meyer Furnace Co., Peorta, Til. 


Monroe Fdy. & Furnace Co., 
Monroe, Mich. 


Standard Furnace & Supply Co., 
Omaha, Neb. 
Heaters—Warm Air. 


American Furnace Co., 
St. Louis, Mo. 


Carr Supply Co., Chicago, Il. 


Cooperative Foundry Co., 
Rochester, N. Y. 


Dunning Heating Supply Co., 
Milwaukee, Wis. 


Furnace Co., 
Chicago, Til. 


Farquhar Furnace Co., The, 
Wilmington, Ohio 


Farris Furnace Co., Springfield, Ill. 
Forest City Fdy. & Mfg. 


Co., 
Cleveland, ‘Ohio 
Fex Furnace Co., 


Elyria, Ohio 
Hall-Neal Furnace Co. 
sagienapetta, Ind. 


Harder Furnace Co., 
"Rockford, Til. 


Haynes-Langenberg ait. 


Excelsior Steel 


Co. 
Louis, "Mo. 


Henry Furnace & Fay. Co., 
Cleveland, Ohio 


Hero Furnace Co., 
Sycamore, Il. 


Hess-Snyder Co., Massillon, Ohio 


Huffaker, H. B., 
Council Bluffs, 


Independent Stove &. be 
Owosso, 


Iowa 
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Heaters—Warm Air—Continued. 


International Heater Co., 
Utica, N. Y. 
Kruse Co.. Indianapolis, Ind. 


Lamneck Co., W. E., 
Columbus, Ohio 


Lennox Furnace Co. 


Marshalltown, Iowa 
Majestic Co., Huntington, Ind. 
Manny Heating Supply Co., 
Chicago, Iil. 
May-Fiebeger Furnace Co., 
Newark, Ohio 
Meyer Furnace Co., Peoria, IIL 


Michigan Stove Co., The 
Detroit, Mich. 


Monroe Fdy. & Furnace Co., 
Monroe, Mich. 


Mt. Vernon Furnace & Mfg. Co., 
Mt. Vernon, IIil. 


Peninsular Stove Co., 
Detroit, Mich. 


Premier Warm Air Heater Co., 
Dowagiac, Mich. 


Quick Furnace & Supply Co., 
Des Moines, Iowa 


Red Front Furnace & Supply Co., 
Chicago, Il. 


Scheible-Moncrief Heater Co. 
Cleveland, Onto 


Schill Bros. Co., Crestline, Ohio 
Schwab & Sons Co., R. J., 
Milwaukee, 

& Mfg. Co., 

De Kalb, Til. 


Standard Furnace & Supply Coe.. 
Omaha, Neb. 


St. Clair Foundry Corporation, 
Belleville, Til. 


St. Louis Heating Co., 
St. Louis, 


Success Heater & Mfg. Co., 
Des Moines, Iowa 


Utica Heater Co., Utica, N. Y. 


Waterloo Register wx 
Waterloo, Iowa 


Waterman-Waterbury Co., 
Minneapolis, Minn 


Wis. 
Standard Fdy. 


Me. 


Horse Shoes, 


American Steel & Wire Co. 
Chicago. Til. 


Jobbers—Hardware. 


Bullard & Gormley Co. 
Chicago, Til. 


Clark-Smith Hardware Co., 
Peoria, Ill. 


Kitchen Utensils. 


Lalance & Grosjean Mfg. Co., 
Chicago, Til. 


Ladders. 
Walchli Mfg. Co., St. Louis, Mo. 


Lath—Expanded Metal. 


Milwaukee Corrugating Co., 
Milwaukee, 


Machines—Crimping. 


Bertsch & Co., 
Cambridge City, Ind. 


Machinery—Culvert. 
Bertsch & Co. 
Cambridge City, Ind. 
Machines—Raror Blades. 


Hyfield Mfg. Co., 
New York, N. Y. 


Machines—Stove Pipe. 
Hemp & Co., St. Louis, Mo. 


Machines—Tinsmiths’. 


Bertsch & Co., 
Cambridge City, Ind. 


Dreis & Krump Mfg. Co., 
Chicago, Il. 
Ewert & Kutscheld Mfg. Co., 
Chicago, Ti. 
Hemp & Co., St. Louis, Mo. 


Maplewood Machinery Co., 
Chicago, Ill. 


Wis. 


Marshalltown Mfg. Co. 
nawown, 


Whitney Mfg. Co., W. 
Rockford, ml. 

Whitney Metal Tool Co., 
Rockford, Til. 


Malling Lists. 
Ross-Gould, St. Louis, Mo. 


Metals—Perforated. 
Harrington & King Terpecating 
Co., Chicago, [il. 


Iowa 


Miters. 


Friedley-Voshardt Co., 
Chicago, Il. 
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Miters—Eaves Trough. 


Milwaukee ati Co., 


ilwaukee, Wis. 


Nails—Siating. 


Hussey & Co., C. G., 
Pittsburgh, Pa. 


Nails—Wire. 


American Steel & Wire Co., 
hicago, III. 


Oil Burners. 


Best Heet Oil Burner Co., 
Chicago, Ill. 


Ornaments—Sheet Metal. 


Friedley-Voshardt Co., 
Chicago, 11) 


Gereck Bros. Mfg. go. 
St. Louis, Mo. 


Milwaukee Comuqaaes Co. 
Mil waukee, Wis 


Patterns—Furnace & Stove. 


Cleveland Castings Pattern Co. 
Cleveland, Ohio 


Quincy Pattern Co., Quincy, Ill. 


Shaw & Son Co., The Geo. E., 
Cleveland, Ohio 


Vedder Pattern Works, 
Troy, N. Y. 


Pipe and Fittings—Furnace. 
Carr Supply Co., Chicago, Ii). 
Dunning Heating x } Suapty Co., 


ilwau Wie 
Excelsior Steel Bi corr Co., 
Chicago, Ill. 


Henry Furnace & Fdy. 
Cleveland. Ohio 


Huffaker, H. B., 
Council 


Lamneck Co., W. 


Bluffs, Iowa 

E., 

Columbus, Ohio 

Manny Heating Supoty, Co., 
Chicago, Tn. 

Meyer & Bro. Co., F., Peoria, Ill 


Osborn Co., The J. M. & L. A. 
Cleveland, Sito 


Quick Furnace & Supply Co., 
Des Moines, Iowa 


Red Front Furnace & Supply Co., 
Ch age Til. 


Standard Furnace & aeely Co., 


Neb. 
Pipe and Fittings—Stove. 
Excelsior Steel Furnace Co, 
Chicago, Ill. 
Hemp & Co., St. Louis, Mo. 


Meyer & Bro. Co., F., Peoria, Il. 


Sullivan-Geiger Co. 
Indianapolis, Ind. 


Pipe—Conductor. 


Berger Bros. Co., 

Philadelphia, Pa 
Burton Co., W. J., Detroit, Mich. 
Clark-Smith Hdw. Co., Peoria, Il. 


Dieckmann Co., Ferdinand, 
Cincinnati, Ohio 


Friedley-Voshardt Co., 
Chicago, Il) 


G. 
Pittsburgh, Pa. 
Lupton’s Sons Co., David, 
Philadelphia, 
Milwaukee Corrugating Co., 
ilwaukee, Wis 
New Jersey Zinc Co., The, 
New York, mm 


Hussey & Co., C 


Pa. 


Polish—Metal & Stove. 
Black Silk Stove Polish Works, 
Sterling, m 


Poste—Steel Fence. 
American Steel & Wire Co., 
Chicago, I). 


es. 
Bertsch & Co., 
Cambridge City, Ind. 
Maghine Appliance Corporation, 
Th Brooklyn, — York 


Whitney Mfg. Co., W. 
Rockford, Th. 
Whitney Metal Tool Co., 
Rockford, ™m 


Punches—Combination Bench and 
Parker Supply Co., 
New York, N. Y. 
Whitney Metal Tool =: 
ockford, Th. 


Punches—Hand. 
Baghtne Asegese x 
ew York 
m1 a... 0 
New York, N. Y. 
Whitney Metal Tool Co., 
Rockford, Ii. 
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Correct Furnace 
Installations 


By E. E. ZIDECK 


Latterly Instructor in charge with the Federal 
Board for Vocational Education. 


Plans with explanations which are 
easy to apply to any furnace job, old 
and new, and make of it a first class 
heating success. 


Any heating trouble can be perma- 
nently remedied by introducing sim- 
ple changes disclosed in the plans. 


The man who studies the Air Heat 
Problem by these plans cannot fail to 
become expert at it and do a satisfac- 
tory job under the most adverse con- 
ditions. 


DO IT NOW. 


ADDRESS 
E. E. ZIDECK, 300 East 91st Street, New York City 























TREADLE SHEAR 


This TREADLE GAP SHEAR is 
made in all standard sizes for No. 
14 and lighter gauge sheets. With 
it. sheets can be squared, trimmed 
or slit. 


We make a complete line of 
shears, punches and bending rolls, 
all sizes for hand or belt drive. 





Write for Catalog “Ss.” 


BERTSCH & COMPANY Cambridge City, Ind. 











HAUNUGUUL NLL ANNU eS 


C. G. HUSSEY & CO. 


Rolling Mills and Office, PITTSBURGH, PA. 


Manufacturers of 


SHEET COPPER, BOTTOMS, ROLL COPPER, TINNED AND 
POLISHED COPPER, NAILS, SPIKES, RIVETS, CONDUCTOR 
PIPE, EAVES TROUGH, ELBOWS, SHOES, MITRES, ETC. 


Branch Warehouses in New York, Chicago and St. Louis 
MMUVLUULALULUNNHONHONLULUNALUNOLNLUNLUUALLLAOAL ALLA LNULULLLLULLLLUL LULL LLL 


=n Iii fs 


al 


ADVERTISED NATIONALLY 
That’s Why It’s Easy to Sell 


A powerful general utility 
punch. Perforates card- 
board, leather and paper 
up to 4”. Thru untem- 
pered metal up to 20 gauge. 
Made of Drop Forge Steel. 
Handles_ interchangeable 
punches and dies as illus- 
trated. You'll sell them 


Price Complete 
fast. Order NOW from 
your jobber. $sS.9c° 


SAMSON No. 1 HAND PUNCH 


Write for Catalogue and our attractive proposition. 
Chicago Agents: Carr Supply Co., 412 N. Dearborn St. 


MACHINE APPLIANCE CORPORATION 


351 Jay Street Brooklyn, N. Y. 
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“CHICAGO STEEL CORNICE BRAKES 
= STANDARD OF THE WORLD 





VLAN ONAN 









iNMLSUL 


UII 


BUA 


THE BEST BRAKE FOR ALL PURPOSES 


Most Durable, Saphast Operated, Low in Price 
Made in All Lengths and to Bend All Gauges of 
Metal. Over 15,000in use. 


WRITE FOR PARTICULARS 


_DREIS é KRUMP MFG. CO., 2 2915 s.1 Balsted d Street, CHICAGO 


HULU PL Mm 


SMITA 


— = Uti VU UUA DAD ET DAE 


inne WHIT VT 





‘LIGHTNING STOVE PIPE MACHINES 


’ Save time, money and labor. The LIGHTNING STOVE 
PIPE MACHINE is the only one on the market that will a». 
rapidly and perfectly close the seams or groove Nested ’ 
Stove Pipe. Can be attached to any post, wall or 
bench. It is adjustable to all sizes and gauges of 
Stove Pipe, Furnace Pipe and other Sheet 
Metal articles. Simple, Rapid, Noiseless. 
Write for particulars 


PT) 











MACHIN 


wre Ti 





Manufactured by 


_HEMP & CO, St. Louis, U.S.A. 


mvt 


> aloes 55 | 














The latest news about the Warm Air 
Heating Industry is to be found in this 
Journal every week. 


This is the only trade Journal covering this field 
published every week. 
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Quadrante—Damper. 


Parker Supply Co., 
New York, N. Y 


Ranges—Combination Gas & Coal. 
American Stove Co., St. Louis, Mo. 
Cooperative Foundry Co., 
Rochester, — = 
Hoosier Stove Co., Marton, Ind 


Independent Stove Co., 
Owosso, Mich. 

Malleable Iron Range Co., 
Beaver Dam, 
Quick Meal Stove Co., 
St. Louis, Mo. 


Wis 


Ranges—Gas. 
American Stove Co., St. Louis, Mo 
Clark & Co., Geo. M., Chicago, Ill 
Dangler Stove Co., Cleveland, O 
Hoosier Stove Co., Marion, Ind 


Quick Meal Stove Co., 
St. Louis, Me 


Rasps. 
Geller Bros., Newark,~N. J. 
Register Shields. 


Gall-Neal Furnace Co., 
Indianapolis, 


Ind. 
Registers—Warm A\flr. 


Auer Register Co., 
Cleveland, Ohio 


Carr Supply Co., Chicago, Ill. 
Ounning Heating Supply Co., 
Milwaukee, 

Excelsior Steel Furnace Co., 
Chicago, IIl. 


Wis. 


Hart & Cooley Fa 
ew Britain, Conn. 


Henry seine’ & Fdy. Co., 
Cleveland, Ohio 


Majestic Co., Huntington, Ind, 
Manny Heating Supply So.. 
Chicago, Ill. 
Quick Furnace & Supply Co., 
Des Moines, Iowa 
Red Front Furnace & Supply Co., 
Chicago, III. 
Rock Island Register Co., 
Rock Island, Iil. 
Standard Furnace & Supply Co., 


Omaha, Neb.. 


Stearns Register Co., 
Detroit, Mich. 
Tuttle & Bailey Mfg. Co. 

Chicago, Ill. 
Walworth Run Fdy. Co.. 
Cleveland, Ohio 
Waterloo Register Co., 

Waterloo, Iowa 


Registers—Woed. 


American Wood Register 
Plymouth, 


Co., 
Ind 
Ventilator Co.. 
Indianapolis. Ind 
Builders’ Supply Co.. 
East Palestine, Ohio 


Eaglesfield 


McClure 


Regulators—Damper. 


Parker Supply Co., 
New York, N. Y. 


Repair Partse—Auto Radlator. 


Curfman Mfg. Co., F. 
Mo. 


L., 
Maryville, 


G. & O. Mfg. Co., 
New Haven, Conn. 


Repairs—Stuve & Furnace. 
Hessler Co., H. E., Syracuse, N. Y. 


Ridging. 


American Rolling Mill Co., 
Middletown, 


Milwaukee Corrugating Co., 
Milwaukee, 


Rivets—Stove. 


Kirk-Latty Mfg. Co., 
Cleveland, 


Ohlo 
Wis. 


Roasters. 


Lalance & Grosjean Mfg. Co. 
Chicago. Ill. 


Rod Clips—Damper. 


Parker Supply Co., 
New York, N. Y. 


Rods—Stove. 
Kirk-Latty Mfg. Co., 
Cleveland, Ohio 
Rolls—Forming. 


Bertsch & Co., 
Cambridge City, Ind. 


Roof—Fiashing. 
Hessler Co., H. E., Syracuse, N. Y. 


Milwaukee Corcugeties Co., 
Mil waukee, Wis. 


Roofing—Iron and Steel. 


American Rolling Mill Co., 
‘Ssiadietown, Ohio 


Burton Co., W. J., Detroit, Mich. 


Cortright Metal Roofing Co., 
Philadelphia, Pa. 


Friedley-Voshardt Co., 
Chicago, lll. 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Osborn Co., The J. M. & L. A., 
Cleveland, Ohio 


Chicago, Iil. 
Chicago, Ill. 


Inland Steel Co., 
Sykes Co., The 


Roofing—Zinc. 
Zine Co., 
New York, -™ Z, 
New Jersey Zinc Co., The, 
New York, N. Y. 


[llinois 


Rubbish Burners. 
Hart & Coster, Co., 
New Britain, Conn 
Schools—Automobile Radiator 
Repairing. 
Zideck Auto Radiator School, 
New York, N. Y. 


Schools—Sheet Metal Trades. 


Zideck School of Sheet Metal 
Trades, New York, N. Y. 


Schools—Sheet Metal Pattern 
Drafting. 

St. Louls Technical Institute, 

St. Louls, 

Zideck Auto Radiator School, 

New York, N. Y. 


Mo. 


Screens—Perforated Metal. 


ae & King Perforating 
Co. Chicago, =. 


Screws—Sheet Metal. 


Parker Supply Ce. 
New York, N. Y¥ 


Shears—Hand and Power. 


Ewert & Kutscheld Mf. Co., 
Chicago, Til. 


Marshalltown Mfg. 
Marshalitown, Iowa 


Viking Shear Co., Erie, Pa. 


Sheets—Asbestos. 


Manny Heating Supply Co., 
Chicago, Ti. 


Sheets—Black and Galvanized. 


American Rolling Mill Co., 
Middletown, Ohlo 


Inland Steel Co., Chicago, Ill. 


Milwaukee Corrugating Co., 
Milwaukee, 

The J. M. & L. A., 
Cléveland, Ohio 
Chicago, IIL. 


Wis. 
Osborn Co., 


Sykes Co., The, 
Sheets—Iron. 
American Rolling Mill Co., 
Middletown, Ohio 
Shingles—Zinc. 


Zine Co., 
New York, N. Y. 


Illinois 


Sifters—Ash. 


Diener Mfg. Co., G. 


W., 
Chicago, Ill, 


Sifters—Flour. 


Meyers Mfg. Co., Fred J., 
Hamilton, Ohio 


Sky Lights. 
Rurton Co., W. J., Detroit, Mich. 


Milwaukee Corrugating Co., 
Milwaukee, Wis. 
Sykes Co., The, Chicago, Ill. 
Smoke Pipe—Cast Iron. 
Manny Heating Supply Co., 
Chicago, Il. 
Water.oo Register Co., 
Waterloo, Iowa 
Solder. 
Chicago Solder Co., Chicago, Ill. 
Milwaukee Corrugating Co., 


Milwaukee, Wis. 
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Soldering Furnaces. 
Ashton Mfg. Co., Newark, N. J 
Bernz Co., Otto, Newark, N. J. 
Burgess Soldering Furnace Co., 

Columbus, Ohio 
Clayton & Lambert Mfg. Co., 
Detroit, Mich. 
Diener Mfg. Co., G. W., 
Chicago, Ill. 
Double Blast nate Co. 
ort 4 Chicago, Til. 
Uy = eane 
dwin, omy ‘Island, RF. 
Quick ‘oon Stove Co., 
St. Louis, 


Turner Brass Works, 
Sycamore, Ill. 


Senn, 


Mo. 


Specialtles—Hardware. 
Bullard & Gurmley, Chicago, Ill. 


Diener Mfg. Co., G. W., 
Chicago, IIL. 


Helier Btos. Co., Newark, N. J. 
Hessler Co., H. E., Syracuse, N. Y. 
Hytield Mfg. Co., New York, N. Y. 
Lovell Mfg. Co., Erie, Pa. 


Parker Supply Co., 
New York, N. Y. 


Vaughan & Bushnell Mfg. Co., 
Chicago, Ill. 


Walchli Mfg. Co., St. Louls, Mo. 


Goods. 
Chicago, Ili. 


Sporting 
Bullard & Gormley, 


Stains—Oil and Acid. 
Federal Varnish Co., Chicago, III. 


Stars—Hand Iron Cleaning. 
Fanner Mfg. Co., Cleveland, Ohio 


Statuary. 


Friedliey-Voshardt Co., 
Chicago, Ill. 


Gerock Lros. Mfg. Co., 
St. Louis, 


Stoves—Camp. 


Quick Meal Stove Co., 
St. Louis, 


Mo. 


Stoves—Gas. 

Clark & Co., Geo, M. 
Chicago, Il. 

Co., 

Cleveland, Ohio 

Stove Co., 
Cleveland, Ohio 
Stove Co., 
St. Louis, 


Danglier Stove 


New Process 


Quick Meal 
Mo. 


Stove Co 


Reliable = 
Cleveland, Ohlo 


Stoves—Gasoline and Oil. 
American Stove Co., St. Louis, Mo. 
& Co., Geo. M., Chicago, I! 
Dangier Stove Co., Cleveland, O. 
New Process Stove Co. 

Cleveland, Ohio 
Quick Meal Stove Co., 
St. Louis, 


Clark 


Steves and Ranges. 
American Stove Co., St. Louis, Mo. 
Copper Clad Malleable Range Co., 

St. Louis, Mo. 
Hoosier Stove Co., —- Ind. 
Gohman Bros., & Kahle 
New Albany, Ind. 
Independent Stove Co., 
Owosso, 
Malleable Iron Range Co., 
Beaver Dam, Wis. 
Michigan Stove Co., The, 
Detroit, Mich. 
Ohio 


Mich. 


National Stove Co., Lorain, 


Quick Meal Stove Co., 
St. Louis, Mo 


‘Stove Pipe Reducer. 


Sullivan-Geiger Co. 
Indlanapolis, Ind. 


Tacks, Staples, Spikes. 


American Steel “& Wire Co., 
Chicago, Il. 


Temperature Regulators. 


Honeywell Heating Specialties Co., 
Wabash, Ind. 


Hunter Hardware Co., 
Rockford, Ill. 


Tiles and Shingles—Metal. 
Burton Co., W. J.. Detroit, Mich. 
Cortright Metal Roofing Co. 
Philadelphia, Pa. 
Illinois Zinc Co., New York, N. Y. 


Milwaukee Corrugating Co. 


Milwaukee, Wis 
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Tinplate. 


Milwaukee Corrugating Co., 
Mi lwaukee, 


Osborn Co., The J. M. & L. A. 
Cleveland, Ohio 


Wis. 


Tin—Perforated. 


Harrington & King nage | 
Co., hicago, Il. 


Tools—Auto Repair. 


Curfman Mfg. Co., F. L., 
Maryville, Mo. 


Tvols—Carpenter. 


Vaughan & Bushnell Mfg. Co., 
Chicago, If) 


Tools—Tinsmith's. 


Bertsch & Co. 
Comnntios — Iné 


Krump Mf 
Soup © D Me. Nisege, Nt 


Ewert & Kutscheild Mfg. Co., 
Chicago, in 
Corporation, 


hi Appliance 
Machine Pp York 


The, Brooklyn, New 


achinery Co., 
Maplewood M “onlecee. m 


Marshalltown Mfg. Co., 
Mershailiown, 


Osborn Co., The J. 


_ 


M. & 
wt Et Ubte 


h & Bushnell Mfg. Co., 
we Chicago, I!!! 
Viking Shear Co., Erie, Pa 


, Cee We Axe 
wane Be Rockford, Iii 


Tool Co., 
Whitney Metal Rocktora. 1 


Torches. 
Ashton Mfg. Co., Newark, N. J 
Bernz Co., Otto, Newark, N. J 


ldering Furnace Co., 
ee ae ® ool umbus, Ohio 


Clayton & Lambert Mfg. Co., 


Detroit, Mich. 


Diener Mfg. Co., G. 


Ww., 
Chicago, mi 


Blast Mfg. Co. 
ens North ¢ Chicago, I) 


Hones, Inc., Chas. A., 
"Bald win, cone island, N. ¥ 


1 Stove Co., 
oe = St. Louis, Mo 


Turner Brass Works, 
Sycamore, Il! 


Trimmings»—SAtove. 
Fanner Mfg. Co., Cles«iand, Onto 


Varnishes 


Cornish & Co., J. B., Chicago, I!) 
Federal] Varnish Co., Chicago, I!!! 


Ventilators. 
Arex Company, Chicago, Ili 
Berger Bros. Co., Philadelphia, I’s 


Friedley-Voshardt Co., 
Chicago, Ih 


Milwaukee Corrugating Co., 
Milwaukee, 


Standard Ventilator Co., 
Lewisburg. 


Whe 
I's 


Ventilators—Celling. 

Hart & Cooley Co., 
New Britain, 

Henry Furnace & Fdy. Co., 
Cleveland, Onto 
Mfg Co., 
New York 


Conn 


Tuttle & Bailey 


Water Heaters—Oll Burning 
Dangler Stove Co., Cleveland, O 


Wire. 


American Stee) & Wire Co., 
Chicago, I!) 


Wrenches. 


Coes Wrench Co., 


Worcester, Mass 


Wringers— lothes. 
Lovell Mfg. Co.. Erie, Pa 


Zine. 


Zine Co.., 
New York, N. ¥ 


New Jersey Zinc Co., The, 
j New York, _— se 


Illinois 


Zine—Slab. 
Illinois Zinc Co., 
New York, N. ¥ 
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The Patent Wedse Does It! 
Only on V & B Hammers 
— and remember, each 
hammer carries the Un- 


derwriters’ Laboratories 


label. 
When you buy V & B Hammers, 


youbuy QUALITY plusSAFETY ! 
In this way you have made not only a 


VAUGHAN & BUSHNELL ee ~. quick, profitable sale, but you have built 
MANUFACTURING COMPANY _/ something far more valuable — confidence, 
pains ¢ in you and your recommendations, 


















Can You Conscientiously 


Recommend Ordinary Solder— 







i NSS the novice who knows little or nothing 
LN bout fluxing? Of course not! But unhesi- 
yypratingly you can say, here is Kester Acid 
Ay 274 Wire Solder —it requires only heat. 
(And then you know when that customer 
‘walks out, either he or she will be perfectly 
_ Satisfied with the results of Kester Solder. 











M“aker.s of Fire Tools \ The experienced mechanic, too, is a r 
a ; . e- 
214 Carroll Ave.~ ~ Chicago, Ill. U.S.A. \ peat buyer of Kester Solder, because he has 
‘ ‘already found that the self-fluxing feature 





of Kester saves him hours of valuable time 
and permits cleaner and more substantial 
work with less effort. 


Si 1841 
Since 1841 in our manufacture of 
the Coes Knife-Handle Screw 
Wrench and from the time the Coes 
Steel-Handle Screw Wrench was 
first placed on the market, we have 
always adhered to a firmly fixed 
policy. 

Our policy is never to use materials 
or employ methods that would add 
to the cost of the 


COES 
WRENCH 


unless we could positively show 
where it would add to the quality of 
the finished product. 

We are still making and shipping 
“The simplest wrenches in the plainest 
packages,’ so that every Jobber and 
Dealer can unhesitatingly offer the 
most wrench value for the price. 

Sizes: 6 to 21 inches. Any Jobber 








' A growing demand for Kester Acid Core - 

ire Solder is being constantly stimulated 

by our intensive advertising, and live dealers 

everywhere are stocking this fast-moving 

ftem and enjoying a splendid return on 
‘their time and money. 


(ZKESTER 
4 Acid Gre WIRE SOLDER. 


“JT: REQUIRES ONLY HEAT 
*T> & Qt —— 
















sli 


























I MN | A 


CHICAGO SOLDER ~ B .A.H. 
COMPANY 12-30-22 
4241 Wrightwood Ave., Chicago, Ill. 


Please send me a sample of Kester Acid Core Solder. no charges. postage 
































































will supply you. ¥ ns 
COES WRENCH COMPANY rere 
ESTABLISHED 1841 IN dress 
WORCESTER, MASSACHUSETTS Supply House. 
J. ©. McCarty & Co.........- 29 Murray Street, New Y rk 
J. H. Graham & Co........... 118 Chambers St., New York 
Fenwick Freres...........- 8 Rue de Rocroy, Paria, France 
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A window display 
that will stop ’em 


EAR that in mind always when you 
trim your window. 


Be sure your finished display is strong 


enough, distinctive enough, alluring 
enough, clean and colorful enough to 


A window display that will make a fast 
walker stop suddenly and examine the ar- 
ticles in the window will sell goods for 
you. 


Keep tab on the results of the next five 
or six displays you dress up and enter one 
or more of the “stop ’em” kind in this 


AMERICAN ARTISAN 
HARDWARE RECORD 
Window Display Competition 


$100.00 


IN CASH PRIZES 


Under the terms of this competition you 
can win one or all of the prizes offered— 
all that is necessary is good work. 











If you are not familiar with the rules gov- 
erning the contest be sure to read the 
Window Display department in this issue 
for complete details. 


Address All Photographs and Descriptions to 


AMERICAN ARTISAN AND HARDWARE RECORD WINDOW DISPLAY COMPETITION 
620 South Michigan Avenue CHICAGO, ILLINOIS 
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GARDEN TOOLS, GENERAL AND BUILDERS’ HARDWARE, 
MECHANICS’ TOOLS, CUTLERY, GUNS, AMMUNITION, 
SPORTING GOODS AND FISHING TACKLE. 








UR long experience in serving thou- 
O sands of hardware dealers has given 

us an unusual ability to judge what 
brands of goods give the dealer and his 
customers the most satisfaction. 


We handle a good variety of makes at dif- 
ferent prices— always carefully selecting 
those brands which are the best in their 
class no matter what their prices may be. 
When you order from us you can be sure 
of getting quality goods at right prices— 
prices which enable you to retail the stock 
at a good profit. 








BULLARD @ GORMLEY CO. 


Wholesale Hardware 


54-62 East Lake Street 
CHICAGO. ILLINOIS 

















Haven't you had customers 


ask you for a good varnish? 


AN D did you have to tell them you didn’t sell 
varnishes? 

Most hardware stores carry a line of paints and 
varnishes and you can, too. 

Ar-Ki-Teck Spar Varnish is the ideal brand of 
varnish for the hardware dealer because the one 
grade is suitable for all purposes. 

It’s the one high grade varnish you can sell your 
customers with assurance that it will give the ut- 
most satisfaction no matter on what kind of job 
they use it. 

If you will send us your name and address we will 
be glad to tell you in detail how you can sell 
Ar-Ki-Teck Spar Varnish now with good profits. 


J. B. Cornish & Company 


Real Selling Helps Free Northeast Corner State and Lake Streets 


























We will send you a large attractive four-color 
window display card, a four-color window transfer ° ° . 
and also a supply of interesting booklets for dis- Chicago, Illinois 


tripution to people in your district. Ask us about 
them TODAY. 
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WANTS AND SALES 


for paid yearly subscribers, 
AMERICAN -ARTISAN AND 
HARDWARE RECORD will insert 
under this head advertisements of 
not more than fifty words WITHOUT 
CHARGE. Employers wishing to 
secure employes, parties desiring to 
purchase or sell business, secure part 
ners, or to exchange, etc., will find 
that these pages offer excellent 
opportunities to satisfy their wants. 
Clerks and tinsmiths looking for situ- 
ations will find it to their advantage 
to use these columns. Those who re- 
spond to these announcements please 
mention that they “READ THE 
ADVERTISEMENT IN AMERICAN 
ARTISAN AND HARDWARE 
RECORD.” 


BUSINESS CHANCES 


Lightning Rods—Sell our famous Cop- 
r Cable and Section Rods—endorsed and 
beled by Underwriter’s Laboratories. 
Special Patented One Piece Air Terminals 
—and many other exclusive features with 
Rock Bottom Prices. Don’t do all the 
— work and let your competitor put on 
e rods. Write today for a wa L. K. 
DIDDIE CO., Marshfield, Wis 




















For Sale—Tin shop in town of 15,000. 
Paid for itself in eight months. Good rea- 
rons for selling. Address F-206 North 
Parkhill Street, West Frankfort, Illi- 
nois. 26-3t 





For Sale—The only tin shop in town 
with all the work three men can do. Am 
doing $7,000 business. Am going in the 
furnace business and will sell cheap for 
quick sale. Box 142, Pleasant ke, 
Indiana. 25-3t 





For Sale—Radiator shop, Kansas oil 
town, a real opportunity for a good 
radiator man to make some good money. 
Good reason for selling. Address C. Mc- 
Entarfer, 113 West 3rd Street, Eureka, 
Kansas. 25-3t 





For Sale—Auto radiator shop, the only 
shop in twin Cities. Located in Center 
of Wisconsin. Doing good business, good 
reasons for selling. Write to Menasha 
Auto Radiator Shop, 290 Tayco Street. 
Menasha, Wisconsin. 25-ufn 





Wanted to Buy—Small tinshop in cen- 
tral or northern Wisconsin, or set of tools 
and machines. State condition, price and 
list of equipment. No large shop or 
heavy stock. Address A-25, care of 
AMERICAN ARTISAN, 620 s: Michigan 
Ave., Chicago. 27-3t 





Wanted—To buy, already established 
sheet metal business which offers chance 
for growth. Prosperous farming com- 
munity in Central Illinois. Minnesota or 
Northwest preferred. What have you? 
State full particulars to A-23, care of 
AMERICAN ARTISAN, 620 South Michi- 
gan Avenue, Chicago. 27-3t 





For Sale—Plumbing, heating and sheet 
metal business in one of the best towns 
in northern Indiana. Established 25 years. 
Employs about ten men. Plenty of busi- 
ness at all times. Invoice about $8,000. 
Owner wishes to retire from business. 
Address A-26, care of AMERICAN 
ARTISAN, 620 S. Michigan Ave., Cateate: 

-3t 





For Sale—Sheet metal and furnace 
business, this is a going concern, located 
in a city of 40,000 within fifty miles of 
Chicago. Have at present time $20,000 
worth of unfinished work. Will require 
about $8,000 to swing deal. Good reason 
for selling. Address A-19, care of 
AMERICAN ARTISAN, 620 South Michi- 
gan Avenue, Chicago, Illinois. 25-3t 
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For Sale—Stock of hardware $5,000. 
Store, building and residence under one 
roof, 2 story, price $6,000. Size of lot 40’ 
by 300’, building 26’ by 70’. Electric light 
and hand power elevator, stove. Cash 
terms will be given on building. Please 
refer all communications to A-22, care 
of AMERICAN ARTISAN, 620 South 
Michigan Avenue, Chicago. 27-3t 


Special Notices — displayed 
want ads—are charged at 
the rate of $3.00 per inch 


per insertion. 





HELP WANTED 


Wanted—One more all around sheet 
metal worker. Steady year around job, 
nine hours a day. Ranf Sheet — 
Works, 5 pT “Michigan. 5-3t 


Wanted—Tinner, one who can do in- 
side and outside work and set up fur- 
naces. For a good man will pay good 
wages and a steady job. Address C. A. 
Gorder, Waukesha, Wisconsin. 27-3t 


Wanted—First class tinner and furnace 
man willing to help at plumbing and 
pump work. Steady work year around 
to the right man. Prefer married man. 
Give references and state wages. Sam 
Bergh, Wayland, Iowa. 27-3t 


Wanted—Combination man for coun- 
try shop. Want a man who is not afraid 
to give an honest day’s work. Steady 
job to competent man. Pay every Sat- 














urday. State wages and salary in first 
letter. Address Box 156, Laurel, Ne- 
braska. 27-3t 





Wanted—Capable foreman, who can 
guarantee results, by a large roofing and 
sheet metal concern in Central Ohio. To 
a man of this caliber we will make it pos- 
sible for him to become financially in- 
terested in our company. Write A-20, 
care of AMERICAN ARTISAN, 620 South 
Michigan Avenue, Chicago. 27-3t 


SITUATION WANTED 


Situation Wanted — By tinner and 
hardware clerk, can do all work required 
in shop or outside. 15 years’ experience, 
good references given. Address Tinner, 
4146 Humboldt Avenue, North, —. 
apolis, Minnesota. 5-3t 


Situation Wanted—By first class sheet 
metal worker and furnace man. 27 
years’ experience, prefer a small town 
between 1,200 and 5,000 inhabitants. Mar- 
ried and want a steady job. Please state 
wages, etc., in first letter. Address Tin- 
ner, 351 Merino Street, Lexington, Ken- 
tucky. 27-3t 


Situation Wanted—By an A-1 tinner, 
plumber and_steamfitter with 15 years’ 
experience. Had my own shop for 7 
years. Can lay out and figure my own 
work. Address A-24, care of AMERICAN 
ARTISAN, 620 South Michigan Avenue, 
Chicago. 27-3t 


Situation Wanted—By expert radiator 
man with 10 years’ experience. Capable 
of managing shop, attending to all de- 
tails. Expert on recore work and freeze- 
ups both tubular and honey-combs. Have 
also general sheet metal exnerience. 
Address A-21, care of AMERICAN 
ARTISAN, 620 South -Michigan Avenue, 
Chicago. 27-3t 


TINNERS’ TOOLS _ 



































Wanted — One §8-foot second-hand 
brake and other tinners’ tools. Send list 
and prices. Feslers’ Tin Shop, Palestine, 
Texas. 26-3t 


Wanted—In good condition, two large 
second hand turning machines, also 36” 
Squaring Shears. State make and price 
to G. T. Mueller and Son, Columbus, Wis- 
consin. 25-3t 








Wanted—To buy a good circular shear, 
must be in good shape. Name make and 
price. Also a set of Hollow punches. 


Acme Sheet Metal & Radiator on, 


Parkston. South Dakota. 


For Sale or Trade—A good setting or 
pinning down machine. $10 cash buys it. 
Or will trade it for a used set of Hollow 
Punches or a 20 inch Bar folder. Acme 
Sheet Metal and Radiator Shop, Parks- 
ton, South Dakota. 25-3t 





ATEN TS 


HUBERT E. PECK 
Patent Attorney 
Pacific Building, WASHINGTON, D.C 





“Wisconsin, 


SALESMEN WANTED 


Southern Iowa and Northern Missouri 
territory by large Sheet Metal 
Manufacturer making a complete line 
of building products. Give age, 
experience, and salary wanted to 
start. Replies will be held confidential. 
Address D-78, care of AMERICAN 
ARTISAN, 620 South Michigan 


Avenue, Chicago. 
27-2t 


SALESMAN 


Have attractive proposition for live, 
wideawake salesmen living in Chicago. 
Must have neat appearance and be 
willing to work hard. Our device— 
Furnace Fan—revolutionizes warm air 
heating. Big advertising campaign— 
live leads. Call or write F. E. Tarrant 
& Son, 15 East Van Buren Street, 
Chicago, Illinois. 


OHIO 
SALESMAN 
WANTED 


Only live man need 
apply. Premier Warm 
Air Heater Company, 
Dowagiac, Michigan. 25-2 


EXPERIENCED 


Warm Air Furnace Salesmen 


WANTED 


To represent a popular line of 
cast furnaces, Pipe and Pipeless, 
in the states of Ohio, Indiana, 
Kentucky and 
Tennessee. Commission basis. 
Permission granted to carry 
allied line. References required. 
Address D-70,careof AMERICAN 
ARTISAN, 620 South Michigan 
Avenue, Chicago. 





26-2t 








26-2t 
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ees 
——— 


HUSTLING FURNACE 


And Boiler salesman of 10 years’ 
experience looking for change which 
will lead to permanent executive fu- 


ture. Knows furnace game thorough- 
ly—lay-out and installation as well 
as sales; and has always produced the 
goods. Well acquainted with trade in 
Chicago and Northwestern Indiana. 
Address D-68 care of AMERICAN 
ARTISAN, 620 South Michigan Ave- 
nue, Chicago. 24-2t 


WANTED to BUY 


An established hardware 
store in Chicago. Must 
be a good stand. Can 
pay cash. Address D-76, 
care of AMERICAN 
ARTISAN, 620 South 
ae Ave., Chicago. 


25-2t 














LIVE WIRE 
FURNACE SALESMAN 


whose previous record 
shows he can produce 
the business is now 
open for engagement. 
Addréis D-62 care of 
AMERICAN ARTISAN, 
620 South Michigan 


Avenue, Chicago. 21.2 


WANTED 
TEN SALESMEN 


Only experienced 





furnace men need 
apply Rudy 
Furnace Company, 


Dowagiac, Michigan. 


24-2t 
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We want a good live wire 


road. Get in touch with us at once. 


CARR 


414 No. Dearborn St. 





—_____furnace and furnace supply—— 


SALESMAN 


for 


ILLINOIS and WISCONSIN 


ERE is a real profitable connection for the man who wants to produce. 
We are a well known house doing a big business in this territory. We 
handle a good sound line that is going big now without a man on the 


SUPPLY COMPANY 


CHICAGO, ILLINOIS 




















ATTENTION 


To stove and furnace Manufacturers. Would 
like to represent a good Stove and Furnace 
Manufacturer in Wisconsin. Can lay out 


Warm Air Furnace work and install same. 


Can give references. Address D-75, care of 
AMERICAN ARTISAN, 620 South Michigan 
Avenue, Chicago. 27-2t 





FOR SALE 


Furnace Patent. Have patented a sheet 
metal, odorless heat radiator 100% efficient 
and suitable for any kind or size of coal, 
oil ‘or gas " biitning furnace, pipe or pipeless, 
floor furnace and gas unit heater systems. 
Address Lundin, 1205 North La Salle Street, 
Chicago, Ill 27-1t 


WANTED 
b 
JANUARY Ist 


Foreman in steel furnace factory to 
take full charge of steel department. 
This includes laying out. If you can 
qualify answer quick. Address D-77 
care of AMERICAN ARTISAN, 620 
South Michigan Avenue, Chicago, 
Ill. 26-2 














HUNTER’S 
SIFTER 


“The Genuine” 
A good seller at all 
times. 
Write today for 
complete catalo 
FRED J. MEYER 


MFG. CO. 
HAMILTON, OHIO 











Kimball ELEVATORS 


AND DUMB WAITERS 
Hand Power ,; Passenger 
Electric Freigh* 

KIMBALL BROS. CO. 

“Change Your Hand 
Power to Electric” 
COUNCIL BLUFFS, IA. 
1110 9th Street 





No. 3 Electric 








ZARCO 


TUBULAR, SECTIONAL 


Radiator -Core 


Best and most Practica] for Replace- 
ment. Shops keep 10-foot sections 
on hand and assemble cores for 
Any Radiator on spot. The Only 
core of its kind. All Shapes. Costs 
1 cent per cubic inch not assembled 
and 1% cent assembled, complete. 


Order from Zarco Mfg. Co., Ince., 
407-13 E. 9ist St.,. New York 





or Zareo Asaembling Station, 
2614 So. Clifton Park Ave., Chicago, Ill. 








The 
“CENTENNIAL” & 
Rain-Water Cut-Off BF 


The str t, most durable and gy 
cheapest CUT-OFF on the market. 38 
The only s ingle cut-off made to 


fit Corrugated and plain pipe 
and which can b he wood p 












without extra _. Nui 
or elbows. pos 
FOR SALE RY = ans fi 
ALL LEADING i - 
JOBBERS +e > 
Manufactured only by 
The SULLIVAN GEIGER CO.“ 


501-509 Madison Ave., INDIANAPOLIS, IND. 








be 








SHEET METAL WORKERS—ATTENTION! 


Automobile Radiator amy is at last being done by the men who 
rightfully should get this business. Have you as yet started to take care of the 
automobile radiator repairing in your town orcity? The business of re- 
pairing automobile radiators is one of the best paying branches in the sheet 


metal line. FALSE FINS, as shown in the accompanying illustration, 
are the chief supplies needed for th 


most successful repairing of A 
mobile radiators. We are the manu- 
facturers o. them and other su plies 
and tools needed for this work. n't 


let the automobile radiator business get away from you. Write today for full information. 

We are th- originators of Automobile Radiator Kepairing tools and supplies. Set vice 
isour motto The people you repair radiators for will demand service from you and we want 
you to demand the same from us; we are used to it. Write for our catalog today. 


F,L. CURFMAN MANUFACTURING CO. 


MARYVILLE, MISSOURI 











—_—____» — 
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Terne Plate 
Specialists 


Since the beginning 
of the industry in 
this country. 





Write for samples. 


being our standard, 














Our 
Brands 


7| shown here ranging 
| from 40 to 8 pound 
have proven their 
unusual lasting qual- 
ities by years of 
actual service. 





A LARGE stock of all brands always carried in stock for immediate shipment. 
Also manufacturers of “Osborn Quality’’ Gutter and Conductor, 28 gauge 


Let us quote on your requirements. 


THE J. M. & L. A. OSBORN CO., CLEVELAND 


Sheet Metal Workers’ and Furnacemen’s Supplies 














electrical, rope, air- 
plane, piano, pipeorgan, 
flat wire (strip steel) 
hoops, bale-ties, tacks, 
nails, barbed-wire, con- 


crete reinforcement, 
springs, netting, wire fences, steel posts, steel 
gates, trolley wire and rail bonds, wire wheels, 
auto-towing cables, horse shoes, round and 
odd-shape wires for manufacturing, screw- 


Stock. snestrated books describing uses, FREE 


American Steel & Wire 


Chicago—New York Company 

















Any 


Hardware Store 


can always use new ideas to help increase 
its sales. 


Be sure to read the pages of AMERICAN 
ARTISAN AND HARDWARE RECORD 
every week — you will secure ideas which 
you can use to help increase the sales of 
your hardware store. 





NOVELTY ADVERTISING 


EVERYTHING THAT ADVERTISE 
1026 Jefferson County Bank Building 


Se 
No Argument 


Necessary 


DVERTISING NOVELTIES 

dothe work. They bridge that 
gap between you and the buying 
public. Try it and increase your 
business, not for today but for a 
long time to come. 


A letter to us will bring suggestions 
as to Novelties best fitted for your 
business. 


Think it over—what will your pros- 
pect say when you hand him a use- 
ful novelty in Paper, Celluloid, 
Leather or Metal. 


BIRMINGHAM. ALABAMA 


~~ 





| BUTTONS 


-- BADGES -- NOVELTIES -- ETC. 
FOR CONVENTIONS 























—— 


—— 
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nd 


Elbows 


Are made from Tight-Coat Galvanized Open 
Hearth Sheets and the workmanship is of 
the best. All sizes. Adjustable Elbow 


Joints shipped nested 


45° Angle 


WRITE FOR CIRCULARS AND PRICES 


alvanized and Black Sheets 


in All Gauges 


90° Angle 


Furnace men and Sheet Metal Contractors 
will find our Galvanized Sheets and Coke Tin the 
best obtainable, and prompt shipments are guar- 
anteed. Prices quoted on application. 


MILWAUKEE 
CORRUGATING 
COMPANY 


MILWAUKEE 
KANSAS CITY 


Aloah Bright Coke Tin MINNEAPOLIS 








